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The Lesson of a Blind Merchant at a Shoe 


Convention 


NE of the most inspiring things in association 
O life is that wonderful sort of fellowship that 

comes out of one man meeting another and 
the two departing for their respective towns, the 
better for having met. In the Rochester Convention 
the most significant thing was the attendance of 
Henry D. Wilson of Waddington, New York. Mr. 
Wilson, totally blind, is a successful proprietor of a 
shoe store. He not only buys but manages and he 
knows. his customers so well that. he actually does 
fitting and renders the efficient service that a mar 
possessed with eyesight often misses. When a man 
so handicapped can absorb by hearing so much good 
from a convention, take it for granted that there 
must be something in conventions worthy of getting. 
The greatest tribute that can be paid to the value of 
associations is in the honor paid it by the attendance 
of such a man as Mr. Wilson, who realizes that it is 
far more noble to venture and win than it is to sit by 
the wayside and let the world roll over him. 

There is a great lesson in the story of Henry D. 
Wilson. Any man with physical advantages who 
considers himself handicapped in the race for 
business success should give a thought to the 


possibilities he has over the merchant who without 
eyesight creates a real service in his community and 
glories in the opportunities he develops in his mind. 
How can a merchant stay away from conventions 
when such a lesson of its helpfulness is before him? 

Men are counselling together these days and it is 
evident in the growing success of all retail shoe 
enterprises. Merchants are getting more courageous 
—some are finding that they have capacity for two 
stores and more where before they had but one. They 
find that turn-over is expedited by the proximity of 
two stocks of shoes where a quick exchange of pairs 
and sizes is possible. Things are indeed “looking 
up”’ in the retailing of shoes. Every branch of the 
trade is looking towards the Allied Trade Council for 
definite programs of co-operative work, so that all 
branches may profit by the council of many minds. 
It is to be earnestly hoped that there will be early 
action of the Allied Trade Council towards a stabiliz- 
ing of shoe prices if such a thing is possible—be the 
price level, low or high—some steady platform of 
prices would be a blessing—for mark you, daily 
fluctuations are dangerous and the public is clamoring 
to know why. 





*‘If I have a dollar, and you have a dollar and we exchange—you have a dollar 


and I have a dollar. But if I have an idea, and you have an idea and we exchange— 


you have two ideas and I have two ideas.” 
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**Today’s What Counts’”’ 


ie the private office of J. J. Baird, the ruling head 
of the A. E. Pitts Shoe Company of Columbus, 
Ohio, hangs a framed motto bearing these words, 
“Yesterday be hanged—Today’s what counts.” 

It is useless either to worry over what has happened 
in the past or to gloat over past achievements. Yes- 
terday has passed into ancient history and it is im- 
possible to build present or future business on ancient 
history. “You can’t run the mill with water that has 
gone over the bank.” Past history, the record of 
events that happened yesterday, is only good as a 
criterion. It is good as a guide, but not absolutely as 
a rule to govern actions in business, in politics or 
social activities. 

Most commodities, including labor, are much 
higher in price today than ever before. Two years 
_ago the same statement was true, while commodity 
prices then were much lower than at present. What 
they will be in the future it is difficult to prophesy, 
but that is in the future, and if we do our intelligent 
best today the future will take care of itself and we’ 
will have the knowledge to do the proper and right 
thing when that “‘future’”’ becomes today. 

Some two and a half years ago a certain shoe manu- 
facturer got an estimate on a sprinkler system for his 
factory. ‘The price quoted at that time was approxi- 
mately four thousand dollars. Business at the time 
was highly competitive, was more or less uncertain 
and profits were not very attractive. 

The price asked for the sprinkling system at that 
time seemed too high and in the face of business con- 
ditions it seemed advisable not to make the ex- 
penditure. 

Since that time this shoe manufacturer has profited. 
He is now remodeling his plant, replacing the old 
wooden structure with a new brick building. The 
size of the plant, however, remains about the same 
as in the former days. 

When the plans of remodeling the sprinkler system 
again came up for consideration it was found that the 
same system which would have cost four thousand 
dollars originally would now cost in excess of nine 
thousand dollars. As was the case before the manu- 
facturer decided the price was excessive and he will 
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therefore eliminate the sprinkling system and in the 
absence of it will pay the greatly increased insurance 
rate. He sees all the advantages of the sprinkler 
system and expects some day to install it in his plant. 
Financially, he is in a better position to pay the nine 
thousand today than he was to pay the four thousand 
when the original estimate was made, but because the 
price has more than doubled, he has determined to 
delay the installation of the sprinkler system until 
prices recede. 

The question is, when will prices for this class of 
work and the work of making your store over to fit 
the new grades of shoe prices become any lower than 
they are today? The price of the raw material, the 
pipe, hangers and fittings required are largely de- 
termined by the price of labor entering into them. 
The installation, which is a very large element in the 
cost of the system, is practically all labor. Hence, the 
sprinkler system can never cost less than today’s 
price, unless there is a radical reduction in the wage 
scale in the big steel plants and in plumbing estab- 
lishments and a corresponding decrease in transpor- 
tation. At present there is nothing to indicate that. 
any of these things will take place. 

-The American Federation of Labor in a recent con- 
vention at Atlantic City very forcefully impressed 
upon the American public that they will very 
severely contest any reduction in the present wage 
scale and also that they. will continuously contend 
for a shorter working day. A shorter working day 
means increased overhead and a lessening of produc- 
tion, consequently a higher price for the commodity 
manufactured. 

Walter C. Hines, Director-General of Railroads, 
recently sent an order to the various departments of 
each of the railroads of the country asking them to 
prepare a statement of their actual expenses for the 
past fiscal year as compared with 1915-1916, the so- 
called “base years” used by the Railroad Adminis- 
tration. 

The chief engineer of one of the Middle West rail- 
roads is authority for the statement that the expenses 
in his department were a hundred and ninety-six per 
cent for the last fiscal year as compared with the bas- 
ing years. In other words, government red tape had 
practically doubled the cost of this department, while, 
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as a matter of fact, the actual improvements ac- 
complished were less than under the old plan of the 
railroads running their own business. 

In the face of these conditions there is small likeli- 
hood of a sprinkler system or any other product that 
depends upon labor for the major part of cost to ever 
become any less than at present. 

During the war building construction was practi- 
cally eliminated through government order. All 
sorts of building material as well as all classes of labor 
used in building construction increased to such an 
extent that building activities have not yet become 
brisk. Labor conditions have been unsettled and 
men with capital have generally been waiting for a 
recession of prices. 

The way to keep labor contented is to keep labor 
busy. Forget what prices were yesterday (what it 
would have cost to construct a building in pre-war 
times), but get busy on today’s level of prices and 
proceed as though those prices were. absolutely set 
and were at low water mark. 

The shoe manufacturer referred to above would 
have been in poor position today to rebuild his plant 
had the merchants of the country and the consumers 
of the country assumed the attitude which he is now 
assuming and said that shoe prices are so high that 
we will shut up shop and we will go barefoot if need 
be, but we will not buy any shoes until shoe prices 
decline. 

The fact that shoe prices have advanced and are 
still advancing has not deterred either the merchant 
or the consumer from demanding better shoes and 
more shoes than ever before. 

He would indeed be a rank pessimist who would 
refuse to buy shoes for his present needs on account 
of today’s prices. Every retail shoe merchant and 
every shoe manufacturer anticipates that today’s 
prices will look cheap ninety days hence. 

It is therefore not a question of what prices have 
been or what conditions have been, it is today’s 
prices and today’s conditions that must be faced and 
taken into consideration. 

Lot’s wife was turned into a pillar of salt because 
she looked backwards. “Yesterday be hanged. 
Today is what counts.” 
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The Style Centre 


AYS a visiting shoe buyer from England— 

“T expect that American shoe styles will be- 
come supreme. I predict that American styles will 
supersede all other styles. American shoe cities will 
become the style centres of the world. 

“American shoes exemplify the quality of style— 
and international attractiveness. Now combine 
style and service in proper measure. 

“The American shoe, furthermore, is useful, as 
well as beautiful. The changes that are coming are 
in the quality of usefulness, rather than in the quality 
of beauty. The Allied Style Council has declared 
itself in favor of styles as they are. The inventors, 
and the geniuses who develop improvements 
in shoe manufacturing, are now working with 
might and main to add to the usefulness of American 
shoes. 

“This American idea of making a shoe that com- 
bines the qualities of use and beauty will spread among 
people far and wide, and the American styles will be 
supreme around the world.” 





A Good Name Is Valuable Property | 


N old established Lynn firm has compelled a 

new firm in another town to refrain from using 
its trade name. It has spent more or less time the 
past 20 years fighting infringements on its trade 
name which have been applied to everything 
from shoes to shirts, and from lawn mowers to 
automobiles. 

The manager of the old established Lynn firm 
repeats that familiar quotation ‘a good name is 
more to be desired than riches,” and then goes on 
to say that he considers it his duty to govern- 
ment, as well as to business, to protect his trade 
name. i 

The government grants me a title, he argues, and 
it is my duty to protect that title, just as it is the 
duty of the home owner to protect the title to his 
home, or of an inventor to protect the title to his 
invention. Furthermore, a trade name is a warranty 


of the quality of the goods. 
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OUTING OF THE BOSTON SHOE TRAVELERS 


Grand Prize for Buyers’ Race—A_ Fifteen- 
Minute Ride in Airship 


On' Tuesday next, July 15, the grand event of the 
Boston Shoe Travelers will be inaugurated with a 
parade which will leave the Hotel Essex at 9.45 A. M. 
The route of march will be 
along Atlantic Avenue to 
Rowe’s Wharf from whence 
they will embark at 10:15 
A. M. for Pemberton, 
where sports will be 
held, followed by dinner 

\° at Paragon Park. The line 
of march will be headed by 
a fifty piece brass band 
and the marchers will be 
identified with the usual 
novel emblems. 

The committee on sports 
consists of a live bunch of 
shoe salesmen who are to 

give some very fine prizes. The prizes will be on 
display on Essex Street a day or so before the event. 
» The Buyers’ race will be an especial feature. The 
winner will be rewarded by a fifteen-minute ride in 
an airship. A picture of the lucky-man-to-be is 
shown herewith. . 

The chairman of the big day is President Charles F. 
Maxwell, who with William Noll as secretary, Harry 
A. Goller, Bert Puffer and a group of other hustling 
shoe salesmen‘ are earnestly working to make this 
affair a glorious success. 

An urgent request is herewith extended to all inter- 
ested to start the day right by taking their places 
promptly in the line of march at 9 o'clock. 

Tickets covering all expenses, including steamboat 
transportation, are $4.50 each, and may be secured 
either from Secretary-Treasurer William Noll of the 
Boston Shoe Travelers’ Association, care of The 
Foster Rubber Company, 105 Federal Street, Boston, 
or from Secretary Thomas Anderson of the New 
England Shoe and Leather Association, 166 Essex 
Street. 


The Lucky Buyer 


SOUTHERN SHOE WHOLESALERS’ 
ASSOCIATION 


Hold Twenty-first Annual Meeting, July 8 


At the twenty-first annual meeting of the Southern 
Shoe Wholesalers’ Association held at Hotel Bruns- 
wick, Boston, July 8, a brief reference was made by 
Secretary Thomas F. Anderson, secretary of the New 
England Shoe and Leather Association, to the un- 
settled conditions in the hide, leather and shoe mar- 
kets regarding prices and attention was called to the 
important annual convention of the National Shoe 
Retailers’ Association to be held in Boston next 
January. The following officers were elected to serve 
during the coming year: 


Officers Elected 


President, William J. Martinez of New Orleans, 
La.; first vice-president, Dexter Otey of Lynchburg, 
Va.; second vice-president, H. E. King of Bristol, 
Tenn. ; secretary-treasurer, E. K. Marshall of Charles- 
ton, S. C. 

The above, with the following named men, consti- 
tute the executive committee: R. W. Johnson of 
Atlanta, Ga.; I. E. Dooley of Knoxville, Tenn.; 
L. S. Strauss of Richmond, Va.; H. E. Payne of 
Charleston, W. Va.; H. C. Yerkes of Memphis, 
Tenn.; F. A. Brown of Dallas, Texas. 


BROTHERLY LOVE OUTING 


Shoe Travelers and Merchants Hold 
Consolidated Picnic Near Philadelphia 


There is a real fellowship between the two great 
distributing branches of the industry—the salesman 
who distributes to the merchant and the merchant 
who distributes to the public. True expression of 
this was the feature of the joint meeting of the 
Philadelphia Shoe Travelers’ Association and the 
Philadelphia Shoe Retailers’ Association, Wednesday, 
July 9, at the Philadelphia Rifle Club grounds. 

The merchants were rallied together by President 
Dave Strumpf, and the salesmen by President 
Arthur S. Raphel. 

The first feature of the day was the ball game, called 
for 11 A. M. in a smashing four-inning event. The 
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merchant line-up was: G. Geuting, c and p.; Flit- 
craft, r. f.; Geo. Meyer, p. and c.; Boyd, 2b; Fink, 
lb.; I. Meyer, 1. f.; Shwinn, 3 b.; Yoskin, c. f., and 
Stoltz, s. s. The salesmen’s line-up was: Oberfield, 
r. f.; Simmington, 1 b.; Fleming, 2 b.; L. Bett and 
Scanlon, p.; Zeller, s. s.; Jacobson, 3 b.; Moser, c.; 
Hale, 1. f.; and Wood, c. f. The ‘final score was: 
Salesmen, eleven runs; Merchants, five runs; with the 
feature of the game in the work of the home run of 
G. Geuting. A real revolver and a split-time watch 
did the trick on the running race around the bases 
with the following records, judged by Paul S. Lippin- 
cott, Jr—Zeller 184% seconds; Yoskin 18 seconds; 
Propper 19 seconds; Campbell 21 seconds; Fleming 
18 1-5 seconds and Simmington 191 seconds. Morris 
Yowkin got the prize in this event. 

The speedy 100 yard dash brought L. Hance in a 
prize winner. Pitching the ball was a feat and Bob 
Hale beat the bunch by a good three feet and won. 
On suggestion of Fred Coleman a Centipede Race 
was run—Fink, Wood, Anderson, Freedman and 
Ludwig winning by three feet of stick. 

Dinner time brought all contestants for the honors 
and although speech making was tabooed, C. J. 
Mensch and A. A. Lazarus from Pittsburgh, President 
Raphel, President Strumpf, A. D. Anderson, James H. 
Stone and L. Hance shot a few timely words—being 
by the way the nearest approach to hitting the target 
that the Philadelphia Rifle Club has known in many 
a day. 


SURTAXES ON LEATHER 
Also Shoes Imposed by French Tariff 


Boston, July 8.—A statement prepared by T. J. D. 
Fuller, Jr., manager of the Boston office of the Bureau 
of Foreign and Domestic Commerce, announces new 
surtaxes imposed by the French tariff on American 
leather, boots and shoes. 

It will be remembered that France recently lifted 
nearly all import restrictions, but at the same time 
revised her tariff in such a way as to raise the duty 
on some four hundred and eleven articles. Details 
of this change are not yet fully known, with the ex- 
ception of those items which apply to boots, shoes 
and leather. 

All shoes and leather admitted from the United 
States under the general French tariff are now 
assessed, in addition to the regular duties, a surtax 
of 10 per cent ad valorem. 

All shoes and leather heretofore admitted under 
articles of the general tariff, which include specific 
provisions for such goods originating in Porto Rico 
or the United States, are now assessed a surtax of 
five per cent ad valorem. 

A surtax of five per cent ad valorem is also assessed 
upon all shoes and leather heretofore admitted under 
the minimum French tariff. 
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“LUXURY” TAX “SHALL BE PAID BY PUR- 
, CHASER’’ 


Commissioner Roper Interprets Revenue Law 
for Merchants 


Washington—Merchants who deal in goods affected 
by the “luxury” tax cannot pay the tax themselves, 
but must collect it from the customer, according to 
the revenue law as interpreted by Commissioner of 
Internal Revenue Roper. Reports have been re- 
ceived by the Bureau of Internal Revenue that mer- 
chants in various cities are advertising that they 
absorb the tax; this is contrary to the spirit and letter 
of the law, it is declared, and will not be tolerated. 

Section 904 (c) of the law provides that these taxes 
“shall be paid by the purchaser to the vendor at the 
time of the sale.” The regulations of the Treasury 
Department reiterate this, and places the responsi- 
bility for collecting the tax upon the merchant. 

Section 1308 (a) provides that any person required 
to collect any tax who fails to collect such tax shall 
in addition to other penalties provided by law be 
subject to a penalty of not more than $1,000. “‘Any 
person who willfully refuses to * * * collect * * * 
any such tax * * * or who willfully attempts to 
evade such tax shall be guilty of a misdemeanor and 
in addition to other penalties provided by law shall 
be fined not more than $10,000 or imprisoned for not 
more than one year, or both, together with the costs 
of prosecution,”’ it is declared in a further paragraph 
in that section. 

The Bureau has decided upon a policy of warning 
all merchants who are reported as failing to collect 
the tax from the consumer, explaining the law to them 
and requesting their future compliance. Failure 
thereafter to make collections as required will result, 
it is declared, in the prosecution of the offending 
merchant. 


MONEY-ORDER CONVENTION TREATY 


Exchange Offices to be Located at New York and 
Rio de Janeiro 


Washington—The Post Office Department has 
just announced the completion of the money-order 
convention between the United States and Brazil. 
The treaty has been under consideration for a year 
past, numerous formal details requiring adjustment. 
It has, however, been put in final shape and has been 
sent to the Secretary of State with the request that 
the American ambassador be authorized to represent 
the postmaster-general in signing the treaty at Rio 
de Janeiro with the officials of Brazil. The treaty is 
complete on the part of the United States and will be 
effective as soon as copies have been delivered at Rio 
de Janeiro and signed by the Brazilian officials. The 
money-order exchange offices will be located at New 
York City and Rio de Janeiro. 





30 BOOT AND SHOE RECORDER 


Roy C. Kanouse Treasurer of Tractor 
Company 


Indiana Shoe Merchant Interested in Better 
Farming 


Roy C. Kanouse, shoe merchant of Greensburg, 
Indiana, has shown ability in wandering a little 
from the straight and narrow path of selling shoes 
and has branched out as treasurer of the Victory 
Tractor Company. This picture was taken in one 
corner of the modern plant of the company. 

Other men who are stockholders in the company 
are Herbert Poyneer of the Lunn & Sweet Shoe Co. 





Roy C. Kanouse at the Wheel of the Victory Tractor 


of Auburn, Maine; Frank T. Dolson of the Endicott- 
Johnson Corporation of Endicott, New York, and 
W. W. Willson of the A. M. Creighton Shoe Company 
of Lynn, Mass. 

The first shipment of 150 tractors was started to 
California last week. The first year’s output of 
tractors is sold. The tractor on which Mr. Kanouse is 
sitting is one of a shipment that goes this week to 
Denmark, that country having contracted for 200 
machines. The machine sells for $1385 retail and 
pulls two 14-inch plows. 

Besides being the organizer and treasurer of the 
tractor company, which by the way Mr. Kanouse 
had the honor of naming “Victory,” he is secretary 
and treasurer of the Greensburg Commercial Club. 


FEDERAL TRADE COMMISSION 
Reports Big Five Packers Held 90% of Hides 
Washington, D. C., July 11—The Federal Trade 
Commission today sent to Congress Part 1 of its 


meat packers’ report entitled “Extent and Growth 
of Power of the Five Packers in Meat and Other 
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Industries.” One whole section is devoted to leather 
in which the Commission says in part: 

“The packer invasion of the leather industry is 
shown in the report to have reached the following 
point at the close of 1917—Armour, Swift, Morris 
and Wilson—Cudahy not being engaged in tanning 
until the close of 1917—produced 44 per cent of the 
country’s total output of sheep and lamb shoe stock; 
17 per cent of the sheep and lamb glove and other 
stock; 11 per cent of the shoe stock tanned from calf, 
kip and all skins other than sheep and lamb and goat 
and kid, and 23 per cent of other leather tanned from 
such skins (except glove stock); 1214 per cent of 
shoe stock from cattle sides;.9 per 
cent of harness leather; 45 per cent of 
strap leather; 21 per cent of belting; 
22 per cent of sole leather; and 13 per 
cent finished splits. 

“The proportion of stocks of hides 
held in the United States by the Big 
Five packers as against all other inter- 
state slaughterers, the report shows, 
ranged from 90.7 per cent of a_ total 
of 96,989,851 pounds on January 31, 
1916, to 88.6 per cent of 143,921,858 
pounds on July 31, 1917, at no time 
dropping below 87.1 per cent.” 


MISS KATE BROWN TO 
KRETURN JULY 24 
English Representative for Ameri- 
can Lines Will Sail on Bohemia 
Miss Kate Brown of London, who 
has been in this country since May 
24, with headquarters at the 
United States Hotel, Boston, securing the representa- 
tion of American shoe lines for her large clientele 
among the retail shoe merchants of Great Britain and 
Ireland, will sail for England on July 24. The original 
date for her return was scheduled for July 12; it was 
postponed until July 16 and has been again postponed 
until July 24—due to the delay in the arrival in 
Boston of the Bohemia, on which she is to make her 
homeward trip. She will take with her the repre- 
sentation of some of our best American lines. 


WISCONSIN’S MINIMUM WAGE LAW 

To Be Operative on and After August 1, 1919 

Wisconsin employers of women workers and minors 
more than 17 years old will be required to operate 
under the regulation of a strict minimum wage system 
after August 1, 1919. A rate of 22 cents per hour 
has been established by law as the lowest that may 
be paid to such employes. Shoe manufacturers are 
particularly extensive employers of workers who come 
within the purview of the law. The formal order was 
entered by the state industrial commission, adminis- 
trator of the minimum wage act of 1913. 
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Illinois Shoe Retailers’ Association Meets 
at Springfield July 28-29-30 


“All About the Big Convention’’ 


By PRESIDENT F. P. MEYER 


dict that the coming Illinois Convention will 

be the “Best Yet’’ of all successful conventions 
held by the Illinois Shoe Retailers’ Association. 
Springfield is justly famous as a Convention City. 
As the Capital of the State since 1839, it has won an 
A. B. degree in the conduct of conventions. “Spring- 
field knows how.” 

The local association of Springfield, working with 
the officers of the State Association, have aimed high 
in both educational and entertain- 
ment features. The highest class 
of “‘talent’’ has been secured for 
both branches of the program. 


Pras are perfected which make it safe to pre- 


Monday ‘‘Pep Producer’? Day 


Monday is “pep producer” day. 
No matter how low your batteries 
have run when you reach Spring- 
field, they will be recharged in a 
twinkling and your corivention 
machine will hit on all cylinders 
throughout the entire show Mon- 
day, winding up with her big “‘Ara- 
bian Night,’ generating enough 
motor power to enliven a Ptolemy 
mummy. 


Tuesday *‘Lowden Day”’ 


Tuesday will be celebrated in 
shoe history as “Lowden Day.” 
Governor Lowden will open the 
Tuesday afternoon program at 
1.30 o’clock by an address. 
be held at the State House. Governor Lowden’s 
talk will be along lines educational both in, business 
and politics. 

E. B. Terhune, treasurer and general manager of 
the “Boot and Shoe Recorder,” will take part in the 
Tuesday afternoon program. Mr. Terhune has 
recently returned from a trip overseas where he made 
a survey of European trade conditions. The subject 
of his talk will- be—‘‘Retail Shoe Trade as Affected 
by International Conditions.” 

A. H. Geuting, National President of the N. S. R. 
A., will talk on Tuesday afternoon—Mr. Geuting is a 
forceful speaker and well versed in shoe and leather 
trade lore. , Possessed of a magnetic personality, 





FRANK P. MEYER wear. 
President 


The day’s session will, 


President Geuting’s address promises to be most 
interesting. 

John O’Connor, National President Emeritus of 
the N. S. R. A., an enthusiastic member at all times, 
is another national shoe celebrity who will appear on 
the Tuesday program. “Big General John O’Con- 
nor,” as he is called in Chicago, will give his audience 
the benefit of his success in shoe merchandising. 
John “hits straight from the shoulder” in a co cise 
style al] his own. His talk means future money for 

all attending. 


Banquet at St. Nicholas Hotel 


On Tuesday night comes the 
banquet at the St. Nicholas Hotel, 
_which feature alone is worth the 
entire cost of the convention trip. 
One of the greatest military men of 
the State, Adjutant-General Frank 
S. Dickson, will be the speaker of 
the evening. Adjutant-General 
Dickson is a brilliant orator. 


The Style Show 


Another big feature of Tuesday 
night is “The Style Show.” It is 
intended that this Style Show will 
stand as a model for all future style 
shows. Beautiful women models 
will wear the latest creations in foot- 
The most elaborate Chau- 
tauqua program could not surpass 
the one offered at this convention. 


THE PROGRAM IN DETAIL 


MONDAY MORNING, JULY 28 
Convention—Hotel St. Nicholas 

10 o’clock—Registration opens; distribution of badges and 
entertainment tickets; meeting of the officers and directors; 
look over Fo pee reception of committee. 

1.30 P. M.—Convention called to order by President F. P. 
Meyer; community singing; address of welcome, Richard 
Schwengels; address by Chas. T. Baumann, mayor of 
Springfield; roll call; reading of minutes of 1918 annual 
meeting; reports of officers; Co-operation and Building a 
Future for State Association,” A. E. Schulein, Rockford, 
Illinois; address, A. F. Sloane, field secretary of N.S. R. A.; 
‘‘Making Real Salesmen,”’ R. D. Hamblin, Monmouth, 
Illinois; ‘‘Merchandising Broken or Discontinued Lines,” 
R. W. Ranney, Chicago, Illinois; ‘‘More Sizes or More 
Kinds,” L. S. Abbott, Canton, Illinois; open discussion: 
“Cost of Salesmen’s Help;’” “Shoe Fitting;’’ ‘‘Making 
Adjustments.” ; 


(Continued on page 36) 
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Wisconsin Retail Merchants’ Big Mid- 


Summer Meeting 
To Be Held at Oshkosh, August 20-21 


HE meeting of Wisconsin retail shoe merchants, 
T to be held at Oshkosh, August 20 and 21, bids 
* fair to be not only the largest but the most 
interesting meeting ever held by the Wisconsin Retail 
Shoe Dealers’ Association. Last week, a meeting 
was held at Oshkosh at which President William C. 
Schlaefer assisted the local committee in arranging a 
program and working out the details of the meeting. 

The Association of Commerce of Oshkosh is taking 
a lively interest in the forthcoming convention of 
shoe merchants and is bending 
every effort to make the meeting 
a success so far as its part is con- 
cerned. 

Oshkosh is located on beautiful 
Lake Winnebago. The club house 
of the local yacht club will be 
used as a meeting place. The 
outlook from the club house over 
the lake is exceedingly attractive 
and will provide cool, comfortable 
quarters for the convention ses- 
sion. It is anticipated that the 
meetings will be held on the veran- 
das of the club house, so that 
there will be plenty of fresh air 
and ventilation. 


Round Table Talks a Feature 


The morning session of August 
20 will be devoted largely to rou- 
tine business, reports of commit- 
tees, etc. At noon, luncheon will be served at the club 
house. The afternoon session will be devoted to 
talks and discussion of present day phases of retail 
shoe conditions. 

Both the morning and afternoon session of the 
second day will be taken up largely in the discussion 
of merchandising phases of the retail shoe business. 
These sessions will assume the attitude of round 
table talks. A competent leader will have charge 
of each particular subject. 


Program Not Completed 


As yet the personnel of the program has not been 
thoroughly completed but it is safe to say that in 
every instance the right man for the right place will 
be fitted into the program. 

Every Wisconsin merchant owes it to himself and 





WILLIAM C. SCHLAEFER 
President 


to his business to attend this mid-summer conven- 
tion of the Wisconsin Retail Shoe Dealers’ Associa- 
tion. 





PUBLIC AUCTION OF LEATHER 
August 6 Is the Date—At Chicago 


Washington, D. C., July 11—The Surplus Property 
Division of the War Department will offer for sale at 
public auction to be held at the Chicago Depot at 
10 o’clock on the morning of Au- 
gust 6 approximately $2,000,000 
worth of surplus leather. The 
leather to be sold is the present 
surplus existing at the Chicago 
Depot and surplus stocks located 
at St. Louis, Mo., and at the 
Jeffersonville Depot, Jeffersonville, 
Ind. 


Like the leather sold by the 
War Department at auction at 
Philadelphia on June 9 and 10, this 
supply was acquired by the Army 
for artillery harness, pistol hol- 
sters, riding bridles, rifle scab- 
bards and stirrup straps. The 
conditions of sale are similar to 
those, which were prescribed for 
the Philadelphia sale. Prospective 
buyers desiring information con- 
cerning the sale should communi- 
cate with Major O. V. Wil- 
combe, Surplus Property Officer, Zone Supply 
Office, 1819 West Thirty-ninth Street, Chicago. The 
Chicago stock will be available for inspection ten 
days prior to the sale and samples of the St. Louis and 
Jeffersonville supplies will be displayed at the Chicago 
Depot. 

The larger portion of the surplus to be offered is © 
russet harness and strap leather, which, by retanning, 
can be converted to black leather for harness 


purposes. 
Rawhide Calfskins _ 

There will also be a quantity of rawhide calfskins 
offered, which, after another tanning, will make 
excellent shoe leather. The sale will include, in 
addition, large stocks of bag leather and shearlings, 
or wool skins. 
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First Chicago National Exposition July 7-11 


A Huge Success—Big Attendance—A Strictly Business 
Proposition—Next Exposition Early In 1920 


huge, enthusiastic success. The big show 
started off with a whirl Monday morning, July 
7. When the bell sounded the closing hour at 5.30 
the first night, many of the shoe travelers expressed 
themselves as having sold enough shoes to more than 
pay all expenses incidental to the show. 
The Morrison Hotel was a veritable human beehive. 
On five floors there was a constant hum of voices, 


fee First Chicago National Exposition was a 


Chicago Shoe Travelers to the Chicago wholesalers 
and manufacturers. 

There was a total absence of all button-holing, pull- 
ing and hauling of the merchants, but a close co- 
operation among the shoe travelers to make every 
buyer welcome and to show him every possible 
courtesy. Many factories represented were not in a 
position’ to take immediate business, but as soon as 
the needs of a merchant -were made known, he was 





HARRY A. MEYER 
Secy. Chicago Retail Shoe Merchants’ 
Association 


mingling in words of good cheer and laughter of shoe 
buyers and traveling salesmen. 


All Buyers Pleased 


There was not a state west of New York but what 
was represented on the registration list of visiting 
merchants. From Washington, D. C., to New York 
City, from Florida, Louisiana and the Gulf States, 
from California, Washington and Oregon, buyers came 
to Chicago in representative numbers. The big 
majority of buyers were from the Middle Western 
States. Outside of Illinois, the largest delegation was 
probably from Iowa. No matter where the buyers 
came from, whether they represented great big stores 
or smaller stores, all were surprised and delighted, not 
only with the multiplicity of lines spread -for their in- 
spection, but at the cordial treatment accorded by the 


FRANK B. KING 
President Shoe Travelers’ Ass’n of Chicago 


R. E. BAIN 
Chairman Rubber ‘Committee of 
Chicago National Shoe Exposition 


shown around from room to room in order that his 
needs might be supplied. 


Displays Well Arranged 


Displays were all well arranged and presented a 
neat, tasty appearance. By the rules of the Exposi- 
tion Committee, no elaborate decorations or fancy 
trimmings were permitted in the Display Room. A 
box of cigars, a pleasant smile and a hearty handshake 


. were about the only decorations that greeted the 


buyer as he stepped info the display room. The whole 
show was exactly what the name implied, ‘a Shoe 
Exposition, strictly a business proposition with ho 
social features added, excepting personal entertainment 
of buyers by the various shoe travelers. 

Already plans are being laid for a similar larger 
exposition to be held during the early part of 1920, 
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A Visiting Buyers’ Guide 


Boston Sample Rooms In Mid-Season 


men from the various towns and cities of the 

United States pay a visit to Boston bringing 
with them samples of the most approved styles for 
the coming seasons. 


J ULY is the month of the year when many sales- 


These are displayed in greater part at the United 
States Hotel and Hotel Essex. In the artistic 
models which are now ready for the _ inspec- 
tion of visiting buyers, beauty and quality are 
emphasized. 





Leather Prices—Higher than ever. 
Export Trade—The greatest in history. 
White Shoes—Demand exceeds the supply. 


watchword of the better trade. 


social affairs after the war. 





Flashes On Shoe Style 


BUYERS IN BOSTON—MORE NUMEROUS THAN EVER. 


Prevailing Styles—Allied Trade Council rules are followed. 

Fashionable Colors—According to the Standard Color Card. 

Fabrics—Some cloth-top boots for Fall. White fabric shoes for next Summer. 

‘Lasts—Few changes over prevailing lines. Last makers have difficulty in filling orders. 
Patterns—Boots for Fall. Biggest low-cut season coming in 1920; Economy and style is the 


Heels—A topic of much discussion. In women’s trade, Louis for dress; the baby Louis and 
the low heel for walking and talk of revival of heels popular in former periods. 


Dance and Party Footwear—In largest demand, a consequence of the revival of dancing and 


Resolution—“*“GET MORE SHOES SOLD RIGHT.” 





> 





Salesmen and Lines at the United States Hotel 


W. P. Cruse, Chippewa Shoe Mfg. Company, Chip- 
pewa Falls, Wis. 

J. D. Carter, Bona, Allen, Inc., Buford, Ga. 

A. N. Wolf and O. Miller, Miller, Hess and Com- 
pany, Akron, Pa. 

Geo. W. Chandler, Vineland, N. J., of Harry D. 
Chandler Shoe Company. 

Edward Ried, Lumberton Shoe Company, Lumber- 
ton, N. J. 

J. P. Yungel, Devine & Yungel Shoe Mfg. Co., 
Harrisburg, Pa. 

Howard F. Johnson, Rindge, Kalmbach, Logie 
Company, Grand Rapids, Mich. 


Roger Whipple, Hagerstown Shoe and Legging . 


Company, Hagerstown, Md. 

W. H. Carr, Garden City Shoe Company, Beverly, 
Mass. 

F. H. Burrows, C. W. Urquhart, Little Falls Feit 
Shoe Company, Little Falls, N: Y. 

M. Yuells, Novelty Slipper Company, New York 
City. 


H. E. and Martin Eby, Eby Shoe Company, Lititz, 
Pa. 

F. M. Machmer, R. E. Yeager Shoe Company, 
Selins Grove, Pa. 

A. F. Hoffman, A. Jacobs & Sons Co., Lynn,. Mass. 

J. Daetsch, Stewart & Potter Last Ca., New York. 

F. Zuber, Crescent Shoe Company, Reading Pa. 

C. P. Bishop, Krippendorf-Dittman Company, 
Cincinnati, O. 

A. C. Ridgway, A. Ridgway and Son, Delanco, N. J. 

W. J. Wichgar, Cincinnati Shoe Company, Bethel, 
Ohio. 

G. H. Shottafer, Hirtsh, Krause Company, Rock- 
ford, Mich. 

Geo. B. Scarlett, Fibre Specialty Company, Kennett 
Square, Pa. 

Wm. Heiber, Wm. Heiber & Son, Rochester, N. Y. 

C. W. Anderson, Newcomb-Anderson Shoe Com- 
pany, Rochester, N. Y. 

E. B. Green, United Shoe Mfg. Company, St. Louis, 
Mo. 

Geo. Oneichen, Bluff City Shoe Company, Hanni- 
bal, Mo. 














July 12, 1919 


W. E. Heffner, Heffner Shoe Company, Camden, 
N. J. 

Z. T. Carrol, Ault-Williamson Shoe Company, 
Auburn, Me. 

F. A. Rohn, Albert H. Weinbrenner Cangdee, 
Milwaukee, Wis. 

Harry Watkins, La Crosse Boot & Shoe Mfg. Com- 
pany, La Crosse, Wis. 

B. White Williams, Lund-Mauldin Company, St. 
Louis, Mo. 

Henry I. Isaacs, E-Z Walk Mfg. Company, New 
York City. 

D. L. Teitelbaum, Rosenwasser Bros., Long Island 
City, N.Y. | 

L. L. Crandell, T. R. Emerson Shoe Company, 
Brooklyn, N. Y. 

T. E. Graham, Jr., Graham-Bumgarner Company, 
Parkersburg, W. Va. 

Joseph Caspar, Milwaukee Shoe Company, Mil- 
waukee, Wis. 

C. D. Brown, Wooleather, Inc., Salem; Mass. 

W. E. Howe, Monroe Shoe Company, Auburn, Me. 

A. B. Clark, Dr. A. Posner Shoes, Inc., Vogel-Miller 
Shoe Company, Brooklyn, New York. 

Henry I. Plats, P. & R. Shoe Co., Haverhill, Mass. 


Salesmen and Lines at the Hotel Essex 


A. W. Zeckendorf, M. Rosenberg, E. M. Spear, H. 
Jacob & Sons, Inc., Brooklyn, N. Y. 

H. M. Husk, Dunn & McCarthy, Auburn, N. Y. 

Ferd Koch, Balter Shoe Company, Boston. 

Joe Goldsmith, M & M Shoe Co., Bloomfield Shoe 
Company, Haverhill. 

A. A. Mead, B. H. Lockwood and C. A. Woodbine, 
Upham Bros., Stoughton, Mass. . 

Gordon Goldsmith, Nason & Phillips, J. Newton 
Seitz Company, K. M. Stone Importing C ampey, 
and Benj. H. Newhall. 

E. Fancher, Nason & Phillips. 

C. F. Goller, The Pels Company, Brockton, Mass. 

A. Labonte, Bartlett Somers Company, Lynn. 

R. T. Rollins, Hoag & Walden, Inc., Lynn. 

Arthus Sachs, E-Z Walk Mfg. Company, New York 
City. 

Vernon H. Moss, Welch, Moss & Feehan Co., 
Haverhill. 

I. J. Leibert, Wamesit Shoe Company, New York 
City. 





Fourteenth Annual Outing 


Boot and Shoe Travelers’ Association of 
New York 


On Thursday, July 10, at the foot of East Twenty- 
Fourth Street, three hundred of the prominent shoe 
travelers with many buyers as guests assembled to 
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go on the Fourteenth Annual Outing of the Boot and 
Shoe Travelers’ Association of New York. 

By ten o’clock the steamer Pontiac was a cheering 
boat load of optimistic men, who one and all acknowl- 
edged a happy state of prosperity in the industry. 
Business was tabooed, but making of friendships was 
everywhere evident. Over an hour’s sail brought the 
steamer to Witzel’s Grove, College Point, L. I., a spot 
which for years has been the rendezvous of the 
travelers on their one big gala day. 

Full credit is to be given to President “Pop” 


‘Skinner, Billy Pitcher, Sam MacComber and L. C. 


Hart. This quartette of outing-engineers created the 
best gathering yet, despite the fact that once again 
the rain spoiled the sport events. When the line-up 
marched to the pavilion, headed by the Jazz Band, 
the first item on the schedule was breakfast. When 
the rain fell, groups of men gathered in the buildings, 
but the real center of activity was the dance 
hall. 

At five o’clock the big clambake was held, then to 
the boat and a musical serenade along the East 
River back to the landing. 

There were one or two informal speeches, punctu- 
ated with much applause, but the rule of the outing 
is—‘“‘No talk’ and “much fun.” 





Illinois Association Convention 
(Concluded from page 31) 


Monday Night 


- “Arabian Night, All Night; buffet lunch, continuous 
entertainment. 


TUESDAY—“*LOWDEN DAY” 


10.A. M.— “Store Service,” W. H. Rodgers, Decatur, 
Illinois; ‘““Trade et ee ” Albert H. Rankin, vice- 
resident of Sangamon n & Trust Co.; ‘“‘Turnovers,”’ 
tto H. Keller, ane, Roaed “Truthful Advertising,” 

Frank Siebert. 
Tuesday Afternoon 


1.30 P. M.—Convention opens at State House; address, 
Hon. Frank O. Lowden, governor of Illinois; “*Men’s Shoes,’ 
Otto Hassell, Chicago, Illinois; ‘“‘Retail Shoe Trade as 
Affected by International Conditions,” E. B. Terhune, 
Boston, Mass.; ‘“‘Leather Conditions,” John O’Connor, 
Chicago, Illinois; address, A. H. Geuting, Philadelphia, Pa.; 
“The President’s Message,” F. P. Meyer, Danville, Illinois. 


Tuesday Evening. 


7 P. M.—Banquet, St. Nicholas; speaker of eves, 
Adjutant-General Frank S. Dickson; toastmaster, 
Meyer; Style Show, living models; dancing. 


Wednesday Morning 
10 A. M. —**Merchandising Synopsis,” R. Huber, Peoria, 
Illinois; ““The Sal esman,’ R. Daubautanti; “Since We 
Last Met in Springfield,” W. H. Ackerman; “Refund and 
Exchange,’ Harvey Bunnell, Bloomington, Illinois. 
Any subject you wish will be discussed. Convention 
adjourns. 
Wednesday Afternoon 


Ball game; basket picnic; aeroplane rides. 
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Put on Your Own Style Show 


Get the Merchants in Your Town Lined Up Now for a Fall Style Show Open 
to the Public---It’s a Great Feature of Style Publicity---You 
Can Do It at a Small Cost to Each Merchant 


ROBABLY no plan offers the retail shoe mer- 
p chant greater return for a small investment 
than a local, co-operative style show. If 
properly handled its results are immediate and far 
reaching. They are immediate in that a big increase 
in sales is sure to follow and far reaching because in- 
habitants of the community are educated in shoe 
quality and learn to take greater pride in their foot- 
wear. The show can be made to answer that press- 
ing question of the buying public, ““Why are shoes 
higher?” 
Last April such a show was held in a medium-sized 
city in Massachusetts. It lasted one day, 18,000 





CARD OF INVITATION 





You are cordially invited to attend the 


WORCESTER SHOE RETAILERS’ 
ASSOCIATION STYLE SHOW 


Mechanics Hall, April 8, 1919 





Firm Name 





By 





Please present This Invitation At Door 











A Sample Invitation Card. 


people attended and during the evening the hall 
became so crowded that it was necessary to close the 
doors, hundreds being turned away. The cost to 
each merchant participating did not exceed $25. 


Sales Gain 1,000 Per Cent 
During the six weeks following, several of these 
merchants showed a sales increase of one thousand 
per cent over the same period of the previous year. 
They also report a demand for a better class of shoes 
from their regular customers. “I noticed your shoes 
at the style show. Show me some of them,” was a 


frequent comment afterwards, the exhibitors say. 
Having decided to hold a Spring style show, the 
retail shoe men of Worcester, Mass., limited exhibi- 
tors to members of the shoe retailers’ association. 
The next step was to secure proper publicity and co- 
operation of the local newspapers. An announce- 


ment of the coming show appeared in the news 
columns two weeks before its opening and was fol- 
lowed at intervals with other stories. On the evening 
of the day before the show, the afternoon dailies 
printed a second section devoted entirely to the style 
show with display ads of the merchants who were to 
be exhibitors. The advertising was repeated on the 
day of the show. 


Window Cards Used 


In the meantime there had been other forms of 
publicity. Neat window cards giving the date, place 
and other details of the approaching style show had 
appeared in the windows of exhibitors. Thousands 
of printed invitations had been distributed among 
members of the retail association for issue to such of 
their customers as they desired. Care was taken 
that invitations did not get into the hands of unde- 
sirables. Those invited were tactfully made to feel 
that they were being asked to attend something worth 
while, which was not open to the general public. 

The largest hall in the city was secured although 
this proved inadequate. Tables with the displays of 
the exhibitors were arranged about the sides and rear 
of the hall. 

Interest in the show centered in a display of styles 
for the coming season by means of living models on a 
runway which extended from the stage, half way to 
the center of the hall. It is important to have local 
young women for models, the Worcester merchants 
found. Friends, relatives and acquaintances of each 
model are anxious to see the appearance the model 
will make and are thus drawn to view other models 


and styles. 
Models Shown on Runway 


Each exhibitor was allowed to show three styles 
on the runway. Some employed three models while 
others had one model display all three. As the model 
crossed the stage and walked down the runway, an 
announcer, with a voice which reached to all parts of 
the hall, told the name of the store which was then 
exhibiting, the kind of leather in the shoe and its 
retail price. Many of the models wore gowns and 
hats loaned for the occasion by local clothing mer- 
chants or milliners. In such cases the name of this 
merchant was also announced in consideration for his 
loan of the accoutrements. 

Too much stress cannot be placed on proper fitting 
of styles to be shown on the runway. Each Worcester 
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exhibitor had a salesman from the store lace the 
shoes on the model prior to her entrance on the run- 
way. Keen rivalry developed among the salesmen 
to have the best fitted model. 

When a model reached the end of the runway and 
was facing the spectators, a spotlight was thrown on 
her feet to show the front of the shoes. When she 
turned and walked to the stage, the light was thrown 


Display in A Retailers’ Style Show 





The End of the Fashion Runway Was Rented for Display to the Public 


on to show the back. One exclusive men’s store had 
a male model on the runway. 

Engaging models was left entirely to the individual 
exhibitor. As a recompense the model generally 
received the shoes worn. . 


Slight Cost for Decorations 


Decoration of the hall can be held to a minimum 
expense. Skins cheerfully loaned by manufacturers 
were draped about the balcony and walls in the 
Worcester show. A pasteboard shoe, fifteen feet 
high, made by a local window decorator hung over 
the proscenium arch. Lining loaned by a shoe lining 
manufacturer covered the runway. Nothing was 
allowed in the decoration which did not have a direct 
bearing on shoes except the cut flowers some of the 
exhibitors had on their tables. 

The end of the runway in this show was rented to 
a tanner, but, as was understood, this display was 
removed when the exhibition by models began. 

As.an additional drawing card and to keep the 
visitors interested when they tired of looking at shoes 
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some special entertainment must be furnished, the 
Worcester merchants found. An orchestra furnished 
music and from 9.30 P.M. to 12 o’clock at night 
dancing was allowed. 

It is believed that moving pictures showing the 
progress in shoe manufacture would prove a strong 
feature in getting out an afternoon crowd. The 
only cost would be for the operator and machine, as 
the films can be obtained without 
charge. An organ recital if the 
hall contains an organ would also 
be attractive. 

A Program Without Advertising 

A four-page program, without 
advertising, was published for the 
show. In addition to the special 
features of the show, the program 
gave the names of exhibitors and 
the list of the style show’s commit- 
tees. The hall opened at 1.30 
P.M. and from 1.30 to 3.00 there 
was a public inspection of dis- 
plays. From 3 to 4 P.M. there 
was a lecture on styles and prices 
of the season. At 6.30 P.M. there 
was dinner, free to both local and 
out-of-town shoe men. At 7.45 
P.M. the display by models on the 
runway began in which 50 styles 
were shown by 20 models.. From 
9.30 P.M. to midnight there was 
a complimentary dance. 

A flat rate of $15.00 was made 
to all exhibitors in the Worcester 
show. Here is what the exhibitor 
got for that sum: space and table in hall 8 feet by 3; 
sign bearing name of firm 22 by 14 inches; name in 
big sign in hall; name in half page consolidated 
advertisement of association in two afternoon papers, 
name on program; dinner to owners and managers 
(without extra charge) at shoe men’s dinner; two 
window cards; one year’s membership in shoe re- 
tailers’ association ($4.00) ; all invitation cards needed. 
If the merchant wished to exhibit models on the 
runway, there was an additional fee of $10.00. 
Eighteen merchants exhibited both on the floor of 
the hall and on the runway at a cost of $25.00 each, 
while thirteen who did not have models on the run- 
way paid $15.00, making the total receipts $645.00. 


Retailers Believe in Style Show 


Elaborate gowns and hats in some cases detract 
from the article desired to have the greatest atten- 
tion—the shoe. To overcome this, Claude A. Derr, 
secretary of the Worcester Shoe Retailers’ Association, 
is working on several schemes for the next style show 
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in that city. It is proposed to either have the models 
wear simple clothes or costume effects. 

It is advisable for the exhibitor to confine his dis- 
play to shoes actually in stock and not have special 
or fancy styles made up for the purpose. The mer- 





Rules for Successful Style Shows 
Conducted by Retail Shoe Merchants 


" Co-operation of all shoe merchants of 
the town. 

A good publicity committee that can 
get the right help from the newspapers. 

Careful fitting of models for runway 
display. 

Invitations that will impress the public 
with importance of the show. 

Good Music. 

Moving Pictures or entertainment to 
keep up visitors’ interest. 

Decoration emphasizing the shoe busi- 
ness. 

Local Girls for Models. 

Use shoes that are in stock in retail 
merchants’ shops. Not samples or 
fancy shoes especially made for the show. 

Do not have runway display longer 
than two hours at a time. 


ITEMS OF EXPENSE 


Rent of Hall. 

Printing of window cards, programs 
and invitations. 

Music. 

Advertising. 

Moving picture machine and operator 
(films can be had free). 

Dinner for shoe men (if desired). 











chants of this town co-operated for the model exhibi- 
tion so that nq two shoes exactly alike were shown 
on the runway. 

The retail merchants of Worcester are style show 
enthusiasts and plan to repeat the exhibit next season. 
The only difficulty, they declare, will be in getting a 
hall big enough. One of the exhibitors in this show 
believes that a small admission fee should be charged, 
the receipts to go entirely to the Red Cross or some 
other benevolent organization, as a means of limiting 
the attendance. Anyone desiring information about 
retail merchants’ shoe style shows should commu- 
nicate with Mr. Derr. 

It is in the public that there is the greatest need 
of shoe education. Jobbers and retail merchants 
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naturally keep in close touch with market and style 
changes for that is their daily business. But the 
average customer in a retail store who buys shoes 
every four or five months generally knows but little 
about such things. He only knows that shoes are 
high and seem to be growing higher all the time and 
doesn’t understand exactly why. The style show 
is the way to explain this condition and lead the 
customer into a better appreciation of good shoes. 

To the retail shoe merchants of every town, the 
“Recorder” urges “Put on your style show.” Do 
not turn it over to some individual to make a fat 
profit from sale of booths and “advertising” space 
in the program. Much bigger results at a far lower 
cost can be had by merchants co-operating through 
their own association. 





The Wisdom of Widths 


MERICA’S great contribution to the comfort 

and satisfaction of the shoe-wearing public 
of the world is in the great variety of widths 
and fittings it has developed. One of the real reasons 
why people all over the world want American foot- 
wear is because the manufacturers have had the 
courage to develop a wide range of lasts with six 
or more widths upon each. 

It is the saying in France: “The shoes are of two 
kinds—two small and two large.”” In England, the 
majority of shoe stores handle but two widths— 
D’s and E’s. Fitting is approximated, barely ac- 
curate, and satisfaction itself is rare. One of the 
best things that could happen to England would be 
the development of widths and sizes, a few more 
lasts, and some of the American methods of quick 
turnover. We have never seen the figures on 
consumption of shoes in England per capita, but we 
imagine that it is small. 

But coming back to our own country and the shoe 
fitting service therein, we know of a city of 80,000 
inhabitants where A’s were not bought until two 
years ago and AA’s have not yet arrived. Not that 
this is any criterion of fitting, but the fact remains 
that feet are narrowing the country over, which may 
be due to elongation of vamps or to less walking. 

One New York store sells from AAAA’s to F’s and 
does a terrific business because it hammers on fitting. 

With merchandise so high in cost, better fittings 
must prevail—why not put the Summer weeks into 
store conferences on shoe fitting. 





Army Shoe Purchases 
Endicott, Johnson Corp. Furnishes 13,000 Pairs 


Washington, July 8—The Army Quartermaster’s 
Department has purchased on open market 13,000 
pairs of shoes from Endicott, Johnson Corporation at 
$5.45, $5.60, $4.85 and $4.60 per pair. 
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This is a 
story of 
Adventure. I 
know that 
this is so, be- 
cause when I 
looked in Roget’s Thesaurus of English Words and 
Phrases for a term descriptive of the St. Louis 
Fashion Pageant, I found “Adventure” to mean 
“pursuit, chance, trial, event.”” Then, too, 1 recalled 
the apt definition of a Boy Scout of the word— 
‘Adventure is something new and we like it.” 

The St. Louis Fashion Pageant is all this, and then 
some. It is ever a “pursuit” of an ideal, of art 
and the aesthetic for the embellishment of the useful 
and the commonplace necessities of everyday life; 
it is a ““chance’’—this blending of art and commerce; 
it is a “trial’—the inspiring of manufacturers and 
designers to originate and create modish garments not 
excelled in any other market, selecting and training 
“‘living’”’ models to appear “‘to the manor born” in the 
wearing of the modern-day “purple and fine linen” 
—modish creations, chic millinery confections and 
smart footwear; it is the “EVENT” which has made 
all of the merchants, jobbers, manufacturers, aye, 
and even the artists and public of other cities, 
marvel at St. Louis’ ability to “Put Over the Big 
Show.” And last but not least, “It is something 
new and the public likes it.” 

To St. Louis belongs the distinction of producing 
most unusual and artistic Style Shows, each Pageant 
surpassing the previous show in originality of theme 
and display of apparel. 

The undertaking of an ‘‘Adventure,” as thrilling 
and stupendous as this Pageant of Fashion, 
requires unlimited financial support. This is the 
first material need and is most essential—it is the 
Aladdin Lamp that sheds the radiant light on the 
path which leads to success. 





Has Played to Audience of 150,000 


A Finance Committee composed of busy business 
men take time from their affairs and “‘rub the lamp” 
and go forth to secure oil—cash subscriptions—from 
public-spirited business men in all lines, and this 
includes the Chamber of Commerce and the Asso- 
ciated Retailers of St. Louis. It requires a sum high 
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St. Louis Pageant 
August 5, 6, 12, 13, 19, 20 


“Putting Over the Big Show’’ in Municipal 


Theatre, Forest Park 
By ANITA MOORE 


in five figures to produce each Fashion Pageant “‘Ad- 
venture.” The public, eager to sit in the glow of the 
“lamp,” attend in such numbers that more oil is 
supplied through admissions. So popular has become 
the St. Louis Fashion Pageant that it has played to 
capacity houses in the Municipal Open Air Theatre, 
Forest Park, of 9,260 seats while thousands have stood 
on the hillside, on either side of the great amphi- 
theatre. It is estimated that more than 150,000 
people have seen the performances thus far given. 


Style Show Committee Public Benefactor 


After the first “Adventure,” which proved to be a 
success beyond the wildest dreams of the originators, 
the Style Show Committee, under whose auspices the 
Fashion Pageant is given, was confronted with the 
serious problem of finding an auditorium with an ade- 
quate stage and seating capacity. Then came forward 


‘the municipal authorities with a happy solution. 


The city had long been contemplating the building of 
a municipal open air theatre in picturesque Forest 
Park, one of the largest and most beautiful city parks 
in the United States. Said the Park Commissioner 
to the Fashion Pageant promoters, ‘Help us to-build 





the Municipal Theatre, then hold your big show out 
there.” The Style Show Committee quickly agreed, 
their funds were provided, the theatre was built, and 
a special resolution was passed by the Board of Alder- 
men granting the use of the Municipal Theatre for 
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the Fashion Pageant. This is the first record we have 
of municipal authorities officially recognizing com- 
merce as a catholicon for the ills of urban life. The 
Style Show Committee, in appreciation, co-operated 
with the Municipal authorities in making it possible 





for St. Louis to have a thoroughly equipped open air 
theatre. 

Without a gorgeous display of modish wearing 
apparel, a Fashion Pageant would be as Hamlet with- 
out the melancholy Dane. The entries must meet 
the requirements of the Style Censor Committee. 
This ruling has a two-fold purpose—to assure a 
pleasing ensemble, stimulating the designer and manu- 
facturers to create smart and correct styles, and to 
maintain a high standard of workmanship. The 
exhibitors pay an entrance fee on each garment. 
The public display through the Fashion Pageant has 
greatly improved the mer- 
chandise from the standpoint 
of style, and has won for St. 
Louis recognition as a “Style 
Creating Center.” 


Model’? Committee 
Assembles the Venuses 


The “living models” who 
wear the garments are select- 
ed from the most attractive 
young women in the city. 
They are assembled before 
the Model Committee. The 
first selection is on general 
appearance; then follows the 
‘Critical Test.”” The model 
must be attractive in features, her form must be cor- 
rectly proportioned, her feet must be perfectly formed. 


She must walk correctly, possess poise, wear her cloth- 
ing rather than have her apparel envelop her—this ap- 
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plies from the chic hat which adorns her head to the 
smart footwear. Only models who possess the salient 
characteristics of the true American figure are selected. 

The models are assigned to the manufacturers who 
design and build each garment to suit the type of 
model who is to wear it. This 
plan is carried out from the 
hat to the shoes, thus giving 
each model individuality and 
each garment originality. 
The St. Louis Pageant of 
Fashion has demonstrated 
that the American designer 
and manufacturer can create 
style more becoming and 
suitable for the American 
figure than can the Parisian 
style creator. 


*“*The Enchanted Garden”’ 
Pageant Plot 


The last stage of the “Ad- 
venture” is the finding of a 
suitable vehicle, “plot’’ or 
“play” and the singers, musicians, artists and danc- 
ers to carry the “Event” to success. 

This season a prize was offered for the best 
theme for the Fashion Pageant. The contest was- 
open to all St. Louis writers and a score of the 
gifted playwrights of the city contended for the 
prize. ““The Enchanted Garden’”’ was the title of the 
winning book. ‘ 

After the book has been selected, comes then the 
arduous task of selecting a cast of approximately 200 
people from the gifted young folks of the city, who 
deem it a civic duty and a rare privilege to lend of 





their talents in so praiseworthy a communal enterprise. 

The cast selected, follows then hours—day and 
night—of hard study and unending training under 
the direction of masters in the arts. 
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So here we see the elements which unite to “put 
over’ the big show in St. Louis. 
The News in a Nutshell 


St. Louis Fashion Pageant will be presented in the 
Municipal Open Air Theatre in Forest Park each 





Tuesday and Wednesday evening during the first 
three weeks in August. 

The Pageant itself will be a spectacle of extraordi- 
nary. splendor through the medium of which there 
will be presented the latest fashions in all lines of 
women’s apparel for Fall and Winter. 

Tickets for admission to the 
Pageant will be provided for 
visiting merchants and buyers 
by the wholesalers and manu- 
facturers of St. Louis. 

The dates are August 5-6— 
12-13-1920. 

For further information ad- 
dress St. Louis Style Show 
Committee, 1627 Locust Street, 
S. Louis. 





Leather Licenses Not 
Required 
Advice Also Regarding Lift- 
ing of Shoe Restrictions 


Washington, July 7—Cable- 
gram just received in Wash- 
ington from commercial attache 
at London reports that licenses 
are no longer necessary for im- 
portation of leather into United Kingdom. Re- 
strictions on shoes not affected by this decision, it is 
declared, but the matter of relaxing prohibition is 


now being considered and it is expected that an- 
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nouncement will be made within a day or two re- 
garding the removal of shoe import restrictions. 





Do a Bit for Sports 

This is the time of the year to do a bit for the 
sports. ? 

Advertise sport shoes, show 
sport shoes and sell sport shoes, 

and patronize the sports. 

A bulwark of the nation are 
our sports. They maintain the 
national spirit of fair play. 
They promote the common 
health. They encourage the 
spirit of dash and daring which 
is always necessary to leading 
us to better ways. 

Nearly 5,000,000 men were 
enrolled in the national service 
during the war. They were 
physically fit. Keep them so. 
Add to their numbers. Re- 
member that good shoes, com- 
fortably fitted, are a chief 
essential of the sports, a foe to the Bolsheviki, and 
a firm foundation for a healthful, active life, for the 
nation and its individuals. 





Washington, D. C., July 8—The Brockton Welt- 
ing Company has been awarded the contract by the 





leather division of the Army Quartermaster Depart- 
ment for furnishing 250,000 feet of shoe welting at 
3c per foot. Bids for this welting were opened yes- 
terday, the Brockton Company being the only bidder. 
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Short Sketch of “Lex” Edmonds 


From Family Boot-black to President of Edmonds Shoe Company 


. A. EDMONDS, president of the Edmonds 

\ \ Shoe Company, Milwaukee (and father of 

the ‘‘one shoe idea’) is a worker who in- 
spires others to work. 

He has few pastimes. He is much devoted to his 
family, although he belongs to many clubs, and ranks 
high in Masonic circles. 

Mr. Edmonds was born in Memphis, Tennessee, 
February 28, 1880. 
His first ‘‘regular job,” 
secured at the age of 
eight years, netted him 
$1.50 per week and 
consisted in shining 
the boots of his father 
and male relatives. At 
the age of 10 years, 
he resigned the posi- 
tion of family boot- 
black to exploit “Dr. 
Tichenor’s Antiseptic 
for Wounds, Burns, 
etc.,”’ at $10 weekly. 


A Shoe ‘“*Clerk”’ 
at 16 


At the age of 16, 
Mr. Edmonds entered 
the employ of a retail 
shoe merchant at Pine 
Bluff, Arkansas. His 
work as a retail shoe 
“clerk’”’ netted him 
$20.00 per month. Out 
of this sum he paid his 
board. The next step 
was back to Memphis 
in order to enter the 
employ of William R. 
Moore & Co., whole- 
sale dry goods mer- 
chants, but “Kip” 
Yerkers, of the Good- 
bar Shoe Company persuaded him to “get back into 
the shoe business.’’ After sixteen weeks of sweeping 
floors and piling shoe cases (at $5.00 per week) he 
was “raised” to $10.00 per week and almost im- 
mediately ‘‘fired’’ ““‘because he wasn’t worth it.’ In 
explaining the situation to his father, young Ed- 
monds stated that “he thought Goodbar & Company 
were exactly right.’”” He then secured employment 
at the Illinois Central Railroad offices. 





W. A. EDMONDS 
President of the Edmonds Shoe Co. 


**Spurs Won’’ at St. Louis 


While freight checking at $65.00 per month, his 
good work attracted the attention of Oscar Johnson, 
the late president of the International Shoe Com- 
pany. In three months’ time, young Edmonds was 
promoted to head stock clerk, in the “House of 
Stars,” having entire charge of receiving and ship- 

ping, as well as of 

correspondence _relat- 
ing to this branch of 
* the business. In 1902 
he was transferred to 
the factory at Hanni- 
bal, Mo., where he 
acted as foreman of 
several unimportant 
departments as well as 
head office man under 
the superintendent. 
On the midnight of 

January 30, 1906, Mr. 

Edmonds came to Mil- 

waukee as a member 

of the firm of Harsh, 

Smith & Edmonds 

Shoe Company, later 

known as the Harsh 

& Edmonds Shoe Com- 

pany. And on May 

9, 1918, he incorpor- 

ated his own concern 

known as the Edmonds 

Shoe Company, ma- 

kers of ‘‘one shoe, in 

one leather over one 
last.” 


Popular With His 
Associates 


Mr. Edmonds has 
the faculty of making 
the right , selection of 
executives. He attributes his success not merely to 
himself, but to the different men in the organi- 
zation he is building, where absolute harmony 


' prevails. He is a man of big ideas and is not slow to 


put his ideas into concrete form. He is fair enough 
to give credit where credit is due. He is still young 
when counted by years and this factor also contrib- 
utes in large measure to his popularity among those 
with whom he comes in contact. 
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First Annual Convention of New York 
Shoe Merchants 


Three Days’ Sessions Develop Great Interest in Better Merchandising--The 
Empire State Shows a Degree of Association Leadership 
Inspiring to the Entire Craft. 


HE planning of the first annual convention of 
the Retail Shoe Dealers of New York State, 
in combination with the Semi-annual Roches- 

ter Style Show, was an achievement of the first order. 
It assured both attendance and attention. It is 
worthy of duplication. There were shoe men, high 
and low in experience, in financial position and in 
quality of merchandise. They came from all corners 
of the state and from many sections of the country as 
well. Michigan, Tennessee and Ohio with the Na- 
tional President from Pennsylvania, all helped. to 
make the convention in the spirit of country-wide 
discussion. But the leading note of human interest 
was the attendance of Henry D. Wilson of Wadding- 
ton, N. Y., who, though blind, got as much value from 
the discussions as any other more fortunate attendant 
of the big convention. There were ladies, too, and 
they sat in every session and typified the true suffrage 
of business. It would not be a bad idea to make pro- 
vision in future conventions for the participation of 
women, not only as visitors but as speakers. What 
better authority on the trend of style could there be 
than a shoeman’s wife, who as a partner, knows many 
of the problems of the store. Think it over program 
makers of conventions of the future! 


President Park Opens Convention 


The night before a convention is always an advance 
picture of what the executives hope the convention 
will be—and the plans were laid for the Monday 
morning session. With registration and advance 
committee meetings, the Monday morning work was 
engaged. Promptly at 1.30 P. M. the convention was 
called to order by President Ernest N. Park, who 
knows parlimentary procedure—perhaps because of 
proximity to Syracuse University. He opened the 
sessions and as predicted the University of Shoe Ideas 
went into session on the practical topics of merchan- 
dising. Kenneth W. Watters spoke on “What are 
Legitimate Profits and How Should They Be Figured.” 


Mr. Watters spoke on the importance of mer- 
chants knowing their overhead and the fact that 
small merchants must organize for protection. He 
based his statements on his observations of twelve 
to fifteen years as a shoe traveler. 


**Problems of the Shoe Business’”’ 


“To handle the subject which our president has just 
mentioned, “The Problems of the Shoe Business,’ I 
think would take everybody here and possibly those 
who haven’t come,” said Mr. Watters. 

Mr. Watters emphasized the importance of stock 
records and extended an invitation to all interested 
merchants to write for the forms of stock-keeping in 
use in the Buffalo store of his firm, or to call there 
and inspect same. 


A Fault in Business 


“The one fault in the retail shoe business,”’ said Mr. 
Watters—‘“‘the one which has kept merchants from 
making money—has been lack of organization. He 
allows the public to find out before he does that 
certain stock is dead. The time to move it is when 
it is fresh. We start in the shoe business 100 per 
cent pure and gather a ring of scum about 10 per | 
cent. If that is not cleaned out, the next year we have 
accumulated 20 per cent, about 40 per cent turnover, 
and 60 per cent loss.” 

He then explained “his company’s near-short 
section.” 


Discussion—Committee Appointed 


An energetic discussion followed participated in by 
many of the members. General convention business 
was then taken up with the reports by committees and 
the appointment of the following: Credential Com- 
mittee—H. Irving Pratt, Oswego; Cyrus I. Wade, 
Jamestown, O.; K. Johnson, Rochester; J. Van 
Vranken, Glens Falls; A. H. Wise, Schenectady; W. 
W. Dusenbury, Geneva; Resolutions Committee: 
John Slater, New York; Burt J. Gasper, Elmira; M. 
B. Hughey, Watkins; J. L. Patton, Schenectady; 
J. W. Loans, Schenectady. 


**Bread and Butter Shoes’’ 


The first demonstration of a night session of a con- 
vention proved a great success. With Mr. Pidgeon 
as leader, the meeting opened at 7.30 P.M., and the 
topic “Bread and Butter Shoes”, by Mr. Pidgeon, was 
so comprehensive as to practically shut off all discus- 
sion. He said in part: 

“The selling of shoes is a service institution to the 
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Joint Convention of New York State Retail Shoe Dealers’ Association and 


public, more important than the selling of any other 
line of apparel. To the real service of fitting should 
be given the best talents of the merchant. The 
average individual wants shoes for utility and comfort 
with some element of appeal to the eye. All ginger- 
bread styles alone will not make a business continuous 
in service any more than selling mustard is the prin- 
cipal function of the food merchant. One element 
does not make a real business alone—there must be 
bread and butter footwear to satisfy all of the people 
some of the time. All style and no thought of the 
scientific fitting of the foot is not a good thing in the 
long run. You must put something into the shoe 
business besides a gambling instinct. 


Build on Fit and Comfort 


“The great solid middle ground of our business is 
built upon shoes that fit and shoes that give comfort. 
If I know that a shoe is made to fit and give comfort 
to the foot it is a pleasure to the eye and I am indeed 
rendering a genuine service. Where we consider 
style alone we are shifted and swayed each season by 
some new last and get away from the principle that a 
last that is once right will always be so. It is true 
that men buy shoes to keep their feet off the ground 
where women buy shoes as a part of their apparel.” 


Work With a Vision 

The next speaker was John J. Mench of Duffy- 
Powers Company, who started off with a very signifi- 
cant parallel. He said, ‘There is a difference between 
the exchange of money and the exchange of ideas. 
If you have a dollar and I have a dollar and we ex- 
change, you get a dollar and I get a dollar, but if you 
have an idea and I have an idea and you exchange, we 
both are the better for having two ideas. 

“The possibilities of business is a question of vision; 
instead of figuring your business on the basis of com- 


parison with what it was a year ago why not figure it 

on the basis of the opportunities ahead of you. 
“Work without vision is drugdery, vision with- 
out work is visionary, but work with vision is 
fun. 

“We are learning to have a lot of fun in business in 
the pleasant relationships—proprietor with salesmen, 
salesmen with the public and merchant with other 
merchant. We find out that we think straighter 
after vacation. 


Shoemen Have High Aims 


“T am not a shoeman, but I want to pay compliment 
to that industry in saying that it has the highest class 
of men within it in any branch of the commercial 
field. 

“In our shoe department, we have less trouble with 
our source of supply than in any other line of apparel; 
it is because your business is grounded in the honesty of 
its founders; that it has eliminated tricks in the trade 
and is nearest to the highest principles of trade honesty 
of any business in the United States. You have given 
yourselves a high standard to live up to and I look for 
a great progress in your industry.” 


Editor Anderson of *‘*Recorder’’ Gives Talk 


The final speaker of the evening was Arthur D. 
Anderson, editor of the ““Boot and Shoe Recorder,” 
who spoke on “Prices, Values and Shortage of 
Leathers and the Value of the Allied Trade Council 
in Establishing a Program for All Branches of the 
Industry to Work Out.’ The balance of the session 
was spent in consideration of unfair newspaper 
publicity given under the title “Those Wicked 
Profiteers.” 

Button Boots Discussed 


D. R. Roblin, of Flint & Kent, Buffalo, spoke on 
“Should We Encourage Button Boots,” and his 
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Rochester Association of Traveling Salesmen, Rochester Style Show, July 7-12. 


talk became ‘‘We Should Discourage Button Boots.” 
In a keen discussion by the members on the floor, 
every merchant voiced his objections to button styles 
as long as heights of tops ran to nine inches. There 
were one or two members who predicted a 5 to 10 
per cent style possibility on button boots. 


President Geuting Welcomed 


A. H. Geuting, president of the National Shoe 
Retailers’ Association, was officially welcomed and 
said: “I am delighted to be able to attend this big 
meeting of the Empire State Association. To me 
the inspiration of association life has made me more 
ambitious and has given me more enthusiasm. I took 
courage to start a new store and feel sure that asso- 
ciation work will help me to be a still better merchant. 
Merchants today should be acquainted with many 
things. From the supply of kidskins from India, 
hides from South America and all the angles of 
the market. It is for the merchant to develop style 
and to transmit his wants to the manufacturer 
and then the leather man gets his definite ideas on 
color. If public opinion wants a style, it is going to 
have it—it is for us to get the mood of the public 
and once knowing the style trend to transmit it 
to the Allied Trade Council which can develop. a 
style program that will serve as a safety valve for 
all the industries in shoes and leather.” 


J. J. Baird Talks Repairing 


J. J. Baird of Columbus, Ohio, brought the welcome 
and paternal greetings from the Ohio Association 
and pointed out as an opportunity for profits the 
possibilities of a good repair department. The old 
dark room repair department, with one old man in 
it, is now turned into a scientific shop doing real work. 
The biggest item in repairs is labor, and the people 
will pay a good price for a good service rendered. 


In the sale of repairs, the same principles as selling 
shoes prevail. The thing to do is to sell a complete 
shoe service. Mr. Baird then spoke on the N.S. R. A. 
insurance features. 


O. K. Johnson on Differential Wage Plan 

O. K. Johnson, with the William-Eastwood & 
Sons Company, had the big topic of the day, “Re- 
munerating Sales People on Other than the Salary 
Basis.”” He said: “The wage plan is undergoing a 
change for the better, where an ordinary day’s wage 
is paid nothing but an average amount of work is done 
by the clerk, with an average number of sales. The 
thing to do is to stimulate the salesperson to do his 
best, for the greater proportion of increase of revenue 
to the store the more it will mean to the salesman 
himself. To increase the volume and to reduce the 
cost of selling is one of the benefits that can come 
through a differential wage plan. Let us take an 
example, supposing a salesman is paid $35.00 a 
week, making $1,820.00 annually. This is the wage 
that he gets for selling a certain volume of shoes; 
let us say that it is estimated on a nine per cent 
selling expense. The minimum business that you ex- 
pect from his efforts is $20,222.00 per year. Now 
supposing you pay him two per cent for each addi- 
tional $10.00 in sales per day and three per cent if 
he can reach a total of $20.00 per day and four if 
he can go $30.00 or over per day. You will find that 
for the year’s work he earns a salary of $1,820.00 
plus $60.00 on $3,000.00 in excess sales at two per 
cent. If he sells $20.00 excess, he makes $90.00 extra, 
and if he makes $30.00 per day in extra sales, he 
makes $120.00 in excess of that and so you have a 
progressive differential, making a total yearly salary 
of $2,090.00, if the salesman does as good or better 
as the third division of extra sales. You will find that 
if he is doing this, there is a corresponding reduction 
in selling expense from nine per cent to eight per cent, 
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then to seven and one-half per cent and then to 
seven and one-tenth per cent. 

“This system is not an automatic one, for there 
are many salespeople who get paid for extra service 
and I would say that a good stock keeper or a window 
trimmer should get credit for his abilities.” 


BIG EVENT OF R. A. T. S. S. 


Noonday Luncheon Complimentary to Visiting 
Merchants and the New York Association 


The regular weekly luncheon of the Rochester 
Association of Traveling Shoe Salesmen was made 
the big feature of the Tuesday, July 8, program of 
the Style Show and Convention. With the Dutch 
Room crowded with merchants and salesmen the 
meeting resolved itself into an appreciation of the 





CLARKE B. ROWLEY 
Chief of Rochester Shoe Style Show 


city of Rochester and the fellowship of its shoe 
fraternity. 

David Oster, president of the R. A. T. S. S., 
started the speech-making with the introduction of 
Charles Ogden, city assessor, who typified all the 
fine points of a city father. The utterance that 
Rochester was not first a city of industry but first 
a city of sentiment was heartily echoed by those 
present. He also said that “He who would strive 
towards success should first learn to counsel with his 
fellow merchant. It is not in division of effort that 
we find strength in Rochester but through real co- 
operation. I want to pay tribute to the shoe sales- 
man who carries trade into the far corners of the 
country—it is not only merchandise that he is vending 
but ideas and the principle of a broad and national 
development of industry—he is in fact a great factor 
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in the prosperity of everybody in the service he is 
rendering.” 


National President Byrne Gives a Talk 


The next speaker was J. J. Byrne, president of 
the N. S. T. A., who paid tribute to “the man who 
commercially meets Madame and Mr. Public and 
thereby gives the orders which go to keep the factories 
busy and which in turn permits the shoe manu- 
facturer to pay the salesman his commissions. He 
ended by reading an original poem, born of the 
suggestions coming from association life, entitled 
“Pep.” 

Mr. Van Dusen of the Chamber of Commerce 
spoke of the glories of Rochester and its commercial 
headquarters with its slogan “Commerce carried 
civilization the world around.” 


Wm. Pidgeon, Jr., an Inspiration 


Wm. Pidgeon, Jr., who was the inspiration of the 
convention, in the spirit of making every man know 
his fellow, made a strong speech in which he drew 
together the forces of influence in the shoe and 
leather industry on the great human touchstone of 
fellowship. 

E. D. Gildersleeve, the dean of the N. S. R. A., 
gave a happy benediction to the meeting and it was 
then adjourned after Clarke B. Rowley told the 
gathering that everyone present was a guest of the 
travelers upon the evening excursion upon Lake 
Ontario. 

Wednesday Morning Session 


The Wednesday morning session of the convention 
was devoted to the discussion of the leather situation 
and a talk by Albert E. Eastwood of Wm. Eastwood & 
Son Co., Rochester and Buffalo, on “What the Large 
and Small Dealers Have in Common.” 

One thing that the large and the small merchant 
has in common, Mr. Eastwood said, was the co- 
operation of their employes, that friendly attitude 
that makes or breaks the shoe merchant and aids 
most powerfully in building a successful business. 
“That there is a new relation springing up between 
employer and employe is plainly visible,” said Mr. 
Eastwood. He told of the fact that employes of the 
Eastwood Company received a bonus of 5 per cent of 
their annual salaries for the yéar ending December, 
1918. This was because the above firm had finished 
the year with a comparatively clean stock and had 
prospered considerably. The employes have built 
up a personal business. Their spirit, co-operation and 
energy has been the main motive power towards a 
most successful year. “Why, then,” asked Mr. 
Eastwood, “should we not show our employes this 
consideration?” In the Eastwood store those who 
are now selling shoes started in the shoe game as mere 
boys, the women as cash girls and grew up gradu- 
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ally acquiring in the meantime the store’s spirit and 


principles. 
Glazed Kid Situation 


Laird A. Simons, president of the William Amer 


Company, Philadelphia, spoke on the “Glazed Kid ~ 


Situation” and advised the merchants that the best 
way to combat higher prices was to caution their 
customers not to buy more shoes than they would 
ordinarily wear, also to advocate and push the sale of 
cloth top boots as a means of preventing further 
advances in the leather market. 

C. D. Kelsey, of the C. D. Brown & Co., tanners of 
Rochester, N. Y., spoke on the calfskin and hide 
situation and emphasized the point that the present 
high prices are merely a question of supply and 
demand and that the trade cannot look for relief until 
European demands are filled or until we get back to 
price levels. 


‘*Where and When Will Prices Stop”’ 


Henry W. Cook, vice-president of the A. E. Nettle- 
ton Company, Syracuse, N. Y., speaking on the topic 
‘“‘Where and When Will Prices Stop?” said in part: 

‘“‘To say when and where prices will stop is, I think 
you will all agree, quite an undertaking and must be 
largely a guess. This you can all do as well as I can, 
but at times we all like to see things through the other 
fellow’s eyes, and I am very glad to give you my 
impressions. 

“Frankly, I think prices are going higher, and ma- 
terially so; and the principal reasons are perfectly 
obvious—scarcity of raw materials, coupled with an 
unprecedented demand for both leather and shoes at 
home and abroad, and the foreign demand is probably 
the greatest factor. 


No Relief for a Year 


“How long will such conditions last? In my opinion 
until such time as the countries just emerging from 
war begin to produce leather and shoes in normal 
quantities, and again, until such time as we get 
sufficient shipping facilities to bring in the hides that 
are waiting for transportation from places of origin. 


Rules for Stability 


“First—Hold carefully to the suggestions of the 
Allied Council as to proper merchandising methods, 
restriction of styles, and possibly more important 
than all, holding to the colors that will bé recom- 
mended to carry in both men’s and women’s shoes and 
in the various kinds of leather. 

“Second—Keep stocks down by carrying styles 
that are sure to be active, eliminating those of doubt- 
ful popularity, thus keeping your investment at the 
lowest possible point until we are back to more nor- 
mal conditions; linking up with those manufacturers 
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who give service, and keeping liquid by carrying 
good selling styles. 


Caution of Roger W. Babson 


“Roger W. Babson says in his July 8 letter; and I 
cannot but believe that it 1s timely counsel: “Buyers 
should not allow the present strength in prices to 
cause them to load up for a long period ahead, but 
in general purchases should be made for a compara- 
tively short period. Merchants and manufacturers 
should be safe in counting on a continued good demand 
throughout the Fa!! and early Winter months, but 
they should not undertake expansion which would 
render them unable to withstand business depression 
a year or two hence.’ 

“Going more into detail as to the reasons for the 
present situation, I think that the most startling 
figures that have come to my attention are those 
of the Boston News Bureau under date of June 23. 

Mr. Cook then quoted the greater part of the 
article which he referred to as most excellent public- 
ity of which as widespread use as possible should 
be made between now and the time Fall prices go 
into effect. 


RESOLUTIONS ADOPTED 


On Important Measures—Condemn Unjust 
Newspaper Articles 


Resolutions adopted by the New York State 


- Retail Shoe Dealers’ Association, Wednesday, July 9, 


were as follows: 

RESOLVED: That the sympathy of this associa- 
tion is extended to our fellow member and director, 
Ben Jacobson, New York City, whose winning per- 
sonality and intelligent and inspiring helpfulness is 
so greatly missed by us at this convention. Mr. 
Jacobson was one of the founders of this organization, 
and to him we owe not only a debt of gratitude, but 
our warmest appreciation. In his illness we are heartily 
sorry and it is our earnest hope that his full recovery 
will be speedy. 

RESOLVED: That a copy of this resolution be 
sent to the trade papers and that a copy be sent to 
Mr. Jacobson and to his employers—McElwain, 
Morse & Rogers. 

RESOLVED: That we appreciate the great value 
of the work of the publicity committee, and urge 
upon every member the necessity of careful reading 
and thorough digestion of the authentic information 
sent out by the committee, and the wisdom of having 
their articles published in all local papers, that the 
public may be correctly informed about the vital 
truths of shoe prices and conditions. 

RESOLVED: That after careful consideration and 
comparison, we have arrived at the conclusion that 
the so-called “Luxury Tax” is. a discrimination 
against the shoe trade. Why women are permitted 
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to purchase gowns at $500 or more, and men, clothes 
at $100, $200 or higher, and pay no tax, and the 
public in buying shoes at a price over $10 a pair 
should be taxed, appeals to us as unjust and inequit- 
able. Be it 

RESOLVED: That we appeal to the N.S. R. A. 
and to the Allied Council of the Shoe and Leather 
Trades to use their influence for the repeal of this law. 

RESOLVED: Further, that a copy of this resolu- 
tion be sent to the Senators of New York State at 
Washington and to the proper committees of Congress. 

RESOLVED: That we heartily endorse the con- 
clusion of the Allied Council of the Shoe and Leather 
Trades, and that we urge our members to be guided 
in their buying by the style program of the council, 
and that our secretary be instructed to forward a 
copy of this resolution to the secretary of said council. 

RESOLVED: That we, without reservation, and 
in the fullest spirit of indignation and disgust, con- 
demn the article which recently appeared in the Bos- 
ton News Bureau, in which an anonymous writer 
accused an anonymous manufacturer of selling to an 
anonymous customer a shoe at a price which gave 
an anonymous shoe dealer a profit of 250 per cent. 
We challenge the said Boston News Bureau and 
hundreds of papers which. reprinted that article as 
sent over news press wires to reveal the names of 
said anonymous, and we believe, mythical persons. 
We deny absolutely the truth of said fictitious story 
and know from our experience that such a condition 
does not, and has not, existed in the shoe business. 
Furthermore, in order that our position as merchants 
may be made plain, we go on record as declaring 
openly and publicly that we are selling merchandise 
at a reasonable and justifiable profit, and in no way 
are responsible for the basic price of shoes. Further 
be it 

RESOLVED: That we resolve that the news- 
papers of the country, knowing their desire to publish 
only the truth, be afforded an opportunity to give 
the widest possible publicity to this resolution, and 
we extend our appreciation to papers of truthful 
aspirations for their co-operation in informing their 
readers and the shoe consuming public of the actual 
conditions. 

RESOLVED: That of all the shoemen whose 
presence we counted upon, we miss that of “Daddy” 
Sloane, the field secretary of the National Shoe 
Retailers’ Association, the most. Mr. Sloane’s tele- 
gram, read to the convention, inspired us greatly, 
and his letter informing us of his relapse gave us 
genuine sorrow. In extending to him our heartfelt 
sympathy, we are most sincere in wishing him an 
early and full recovery; our prayers attend our wish. 
It is our earnest desire that he will be with us a year 
from today. 

RESOLVED: That a copy of this resolution be 
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sent Brother Sloane, to the National Association 
Bulletin, and that a copy be sent for publication to 
the shoe trade papers. 

Resolutions followed thanking retail shoe merchants 
of New York State for their many courtesies and 
kindness extended on the occasion of the First Annual 
Convention; also to the Rochester Retail Shoe 
Dealers Association, to the officers and committees 
of the Rochester Association of Traveling Salesmen, 
to the Rochester Style Show committee, to the shoe 
manufacturers of Rochester and other places, to the 
Powers Hotel, to the trade press, to National 
President Anthony Geuting, and to the speakers at 
Round Table Talks. 

RESOLVED: That we are appreciative of the 
co-operation and splendid publicity of the trade 
press in assisting us to make this association and ~ 
convention a success and that we instruct our sec- 
retary to send a copy of the resolution to such papers. 

A resolution on the National Association reads: 

RESOLVED: That we urge each and every mem- 
ber of our State Association to attend the Annual 
Convention of The National Shoe Retailers’ Associa- 
tion to be held at Boston next January, knowing 
the value of our affiliated membership in that organ- 


. ization and our duty to give it our earnest, individual 


and financial support for the excellent work it has 
done in relieving us from the chaotic imposition 
that threatened our business during the war, and for 
its constructive work in placing upon a higher plane 
the retail merchandising of shoes. 

Other resolutions were on the urgency of the for- 
mation of as many local city and village associations 
in New York State as possible; on the working motto 
of ‘Five Thousand Members” and on the importance 
of not over-buying. 

Committee on Resolutions—John Slater, chairman; 
J. L. Patten, Bert J. Gosper, William Loene and 
M. B. Hughey. 

News from Interviews 

At the Ohio leather exhibit it is reported that cocoa 
color and beaver brown calf shoes are the most 
popular among New York State shoe merchants. 

J. Donallen Company believe that khaki linings of 
the better grade will be in greater demand for Fall © 
than ever before. é, 

Westcott-Whitmore Company, shoe specialists of 
Syracuse, believe that the woman who wants some- 
thing different will ask for button boots and are 
featuring these lines. The Westcott-Whitmore 
Company exhibit at the Rochester Show is in charge 
of Paul C. Dunning and George J. Sennhauser. 

Tuesday afternoon was a busy time at the exhibit 
of J. J. MacMaster when considerable business was 
done in soft soles and fur stuffs. 

(More interviews to be published next week.) 
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Art In Footwear 


The Commercial Value of Good Taste 


By F. G. PAGE 


creation of a demand for any article of ap- 

parel, and a demand at a higher and more 

remunerative price than is obtainable where art is 
absent. 

Mr. Thomas H. Mawson, the replanner of Athens, 

and senior member of the City Planning Commission 


\ RT is one of the most important factors in the 


for the rebuilding of Salonica, in a remarkable article | 


in Bibby’s Annual, entitled ““The Commercial Value 
of Beauty,” says: “In the coming commercial struggle 
beauty will give an added value 
to whatever is produced, and the 
- nation which is most powerful in 
its appeal to the dormant sense of 
beauty will secure a reward for 
its output denied to the rest.” 


That the British shoe is the 

most durable the world over is an 
admitted fact. It must also 
be conceded that many of 
our shoe manufacturers have 
brought their product to a 
very high degree of artistic 
merit, but there is room for a far 
larger, a more universal recog- 
nition of the actual monetary 
value of art in footwear. 
_ Some may argue that “value” 
or “length of service’’ will be re- 
membered long after art is for- 
gotten. The point has only to 
be raised to be admitted; but it 
is safe to say that with the ma- 
jority of men and women the 
purchase of any particular article ; 
of attire is primarily decided upon by the fact 
that the article “looks good” because it appeals 
to the eye, and not because of its “‘quality”’ or “‘value.” 
Of these features the purchasers are incompetent to 
judge, and only time will enlighten them. If, then, 
artistic merit is the first factor, that does in the ma- 
jority of cases decide the purchaser, for or against, 
it is surely a factor meriting the most careful atten- 
tion. If to artistic merit be added that “value” and 
“durability” for which the British shoe is world 
famous, then indeed will our shoe industry ‘secure 
that reward for its output denied to the rest.” 

At the moment—as for the past few years—de- 
mand for civilian footwear is in excess of supply, but 
this state of affairs will not last indefinitely. The 
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embargo on the importation of foreign shoes will be 
removed some day, and with supply exceeding de- 
mand competition will become keen. Are boot manu- 
facturers going to compete on price, with its curtail- 
ing of profits —it is doubtful if this will ever be 
possible again, owing to our increased labor charges 
—or will they compete on artistic merit, plus British 
durability? The latter tends to eliminate price com- 
petition, and makes for larger profits, both for the 
manufacturer and the retailer whom he supplies. 

For four years “samples” have 
been tucked away. Business 
“came” without being sought, 
and samples were not needed. 
Manufacturers have been in that 
happy position when “anything 
would sell,” but times are chang- 
ing, and samples will soon be in 
demand again. What is the 
trade going to do? Will manu- 
facturers be content with what 
did service four years ago? Will 
they, on the old lasts, and from 
the old patterns, make up samples 
from such leathers as are pro- 
curable today, and trust by that 
means to rehabilitate Britain’s 
pre-war trade? Or, letting them- 
selves be moved by the spirit of 
“divine discontent,” will they 
start a campaign of reconstruc- 
tion with their lasts and patterns, 
subjecting them to the most 
severe criticism possible, and, 
where necessary, ruthlessly con- 
signing them to the scrap heap? Upon the action 
manufacturers take today largely depends the 
volume of business this country will secure in 
the future. 

A look through the “old friends” that did service 
as samples in 1914 will no doubt discover numbers that 
“didn’t take,” or that, when they were bought, found 
themselves offered in the shops eventually as “‘excep- 
tional bargains at enormous reductions.” They are, 
perhaps, the most valuable samples in any manufac- 
turer’s collection, if he will but learn the lesson they 
can teach. 

They did him no good. They were not “swift - 
sellers’ that brought in steady repeat orders. When 
they were bought they only caused the buyer to blame 
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the manufacturer for their failure to sell again, whereas 


his lack of knowledge in buying them was equalled. 


only by that of the man who made them. That must 
not happen too often or buyers will fight shy of a 
firm’s productions. It is therefore necessary to in- 
vestigate with assiduity, to find out why they failed to 
sell, except as “greatly reduced bargains.”” After 
more than twenty-five years’ experience, the writer 
is of the opinion that the main reason for a style find- 
ing its way to the “bargain basket” is that it “didn’t 
look good,”’ or “didn’t fit the eye,” and so was never 
received gladly by the ultimate consumer and given a 
chance to fit the foot. 

If an attempt be made to find out “why,” it will 
generally be found the trouble can be traced to one of 
the following causes: the last, the finish, or the color 
or combination of colors. 

It is impossible to lay down fixed rules as to styles 
or shapes of lasts. 
community, or in one district, may be an utter failure 
in another, but it is perfectly safe to state that “freaks”’ 
—such as the high ball toe variety that came from our 
American friends—are, by reason of their entire lack 
of beauty, never likely to be steady sellers that keep 
business regularly coming to a manufacturer. 

We may regard it as a fixed principle that there is 
no last—from that used in the making of a laborer’s 
boot to that needed for a woman’s dainty evening shoe 
—which will not be the better if it is made on lines 
that are symmetrical, and therefore beautiful. So 
obvious a fact that no success can be obtained with 
lasts that do not fit correctly need not be argued. 

Finish is only of secondary importance to the last 
shape. With finish one must include those many de- 
tails, such as pattern design and proportion, the fitting 
and matching of top bands or quarter linings and 
socks, and the quality and design of the closing, that 
do so much to make or mar the beauty of a shoe. It 
will be seen that to obtain a beautifully finished boot 
or shee, many departments are involved, and that all 
the skill of a clever edge setter or bottom finisher may 
be ruined if the closing department choose to decorate 
the upper with delightfully weird scrolls of fancy 
stitching that are superfluous and meaningless. 

In the sample room of a well-known Northampton 
manufacturer are. some examples of the finest London 
hand-made shoemaking; models that are beyond 
criticism, by reason of their perfect proportion, good 
taste, and delightful restraint. Should a department 
in this manufacturer’s factory show carelessness or need 
for improvement, the workers are given one of these 
models that they may actually see what is required of 
them. It is, of course, recognized that machine finish 
cannot be made to equal “hand work,”’ but seeing “‘the 
ideal” is bound to rouse the ambition of the majority 


of men. Once you have the majority aiming high, 


the spirit of emulation will cause the minority to strive 


What may find favor with one | 
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for better results, equal to those attained by their 


‘ co-workers. 


Who has not seen an otherwise good-looking Oxford 
or Court shoe handicapped from a selling point of view 
by a lining or trimming that was crude and inartistic? 
Who has not also seen the shoe that looked perfect, 
but was made from material that could not possibly 
give satisfactory wear? It is a matter for congratula- 
tion that few of this latter class have been ‘made in 
England,” and that the average English boot manu- 
facturer, though he may in some cases lack artistic 
conception, can rarely be accused of failing as regards 
quality. Hence the greater reason that to this sterling 
British quality should be added “beauty beyond 
compare.” 

The third reason given for styles being relegated to 
the bargain basket—color or combination of colors— 
is one that needs little comment, for it is so obvious. 
For proof that many styles are “poor sellers,”” and so 
become “‘sale lots” for this reason, one has only to look 
at the windows of retail shops during the sale 
period. 

I have seen satin and brocade shoes of colors awful 
to contemplate, and seeming to suggest that the 
material was only foisted on to the inartistic shoe 
manufacturer, after being scornfully rejected by the 
artistic costumier. 

Is it not common to find tan boots and shoes of 
such bilious shades as to make one imagine they were 
made for the purpose of effecting a color scheme for 
sufferers from chronic jaundice? “Bad sellers” and 
“reduced price lots” are invariably lacking in beauty. 
They are lacking as profit-earners, too, so here is 
perhaps the strongest plea for the value of art in 
footwear: it pays! 

But there is more in it than mere profit. There 
is craftsmanship and the satisfaction that can only 
come from craftsmanship well applied. Workers who 
are encouraged to work with art as their ideal will be 
better, steadier workmen, for they will be more deeply 
interested in their work, and the monotony of their 
daily task will be forgotten in their striving to attain 
a higher state of perfection in their craft. 

Time should be given in our technical schools— 
and our factories, too—to training the eyes of the 
students and workers to observe the value of beauty 
in design and exquisite finish in work, and they should 
be persistently taught that it is within the power of 
each one of them to improve upon what has been done, 
and that improvement by them means improvement 
for them. 

Such methods are those that made Doulton 
and Wedgwood, Sheraton, and Chippendale famous the 
world over, and above competition, and such methods, 
once adopted and consistently adhered to, can raise 
the standard of our trade to a point where we shall be 
copied and envied, but nowhere equalled. 
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Seen In London 
A Few Ideas of English Methods of Window Attraction 


By ERNEST A. DENCH 


of well-known shoe manufacturers operating 

retail stores. It is these establishments, as I 
have discovered during the five weeks I have been ex- 
ploring London’s shopping districts, that generally 
have the best window displays. These chain stores 
possess better facilities for more elaborate trims, but 
there is no excuse for the independent 
shoe retailer not following suit on a more 
modest scale. 

W. Barratt and Company, Fenchurch 
Street, London, E. C., gave the merchant 
who slashes the prices a smack in the eye 
with the following window card: 

“We cannot give you Thirteen Pennies 
for a Shilling— 
But we can give you the highest value.” 

Another Barratt’s window contributions 
went on to say: 

“‘We would prefer not to sell you any- 
thing—than to supply you with some- 
thing not to your liking.” 


ie London, as in New York, there are a number 


Broad Toe Shows Are Pushed 

Shoes with very broad toes are popular 
in England—both with the women as 
well as the men. Alongside every few 
pairs of shoes, Saxone, Limited, Cheapside, 
placed little cards that give one-line argu- 
ments. The best sentences follow: 

“The Shape you should Wear.” 
“The Natural Shape of your Feet.” 
“Your Best Investment—Dry Feet.” 
“What is Your Size?” 

The Cable Shoe Company, Peckham, push broad 
toe shoes along practically the same lines. Along- 
side a broad toe shoe was the following pertinent 
reminder: 

“Has your Small Toe all the Room it Should 
Have?”’ 


Another card told its own story: 
““You Should Walk More.” 
For children there was the following suggestion: 


“‘Mothers of Children Should Inspect our Toe- 
Roomy Shoes.” 


Upsons, Limited, Balham, have gotten mothers in 


the habit of asking for their “Free-Toze Shoes for 
Children.” 

Lawrence, Peckham, utilizes the two sides of his 
windows in a unique manner. On one side he re- 
cently posted a window streamer painted on which 
was a model airplane. At the side was timely piece 
of advice: 





How Shoes Are Sold in London 


“Before you Fly, Learn to Walk in Comfort. 
Our Models Teach the Pleasure of Walking.” 


At the other side the window streamer was arranged 
like a step ladder. It was headed “Helps to Economy 
in Footwear.” On the steps, one letter at a time, 
spelled the name of the merchant. 


Stockings Effective Aids 


Lilly & Skinner, Bishopgate, London, made their 
men’s shoe window decidedly distinctive by arrang- 
ing black oxfords in the top half, while the bottom 
half of the trim was filled with tan shoes. A similar 
scheme was employed in connection with their ladies’ 
shoe window, in which white oxfords occupied the 
top half, with the bottom half used to accomodate 
black oxfords. 

Saxone, Limited, Liverpool Street, London, floored 
their window with white paper, over which a series of 
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crosses from rear to front were formed with the aid 
of lengths of tan lisle stocking material. Tan. shoes 
were placed on the pedestals which formed the body 
of the windows, the pedestals being artistically 
draped with tan stockings to match. 

The British Shoe Company, Aldgate, display their 
feminine footwear on small glass shelves arranged on 
pedestals down in front that reach from the ceiling 
to the floor. Underneath each pair of shoes was 
placed a pair of stockings, which extended to the 
front window pane. 
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Like ‘‘Lilies of the Field’’ 


Dolcis, Oxford Street, London, added some sea-— 
sonable touches to their window by placing a card in 
the center of their feminine footwear window. The 
card served to announce: 

“As Fresh as Spring Flowers.” 

At each side of the card was a vase of freshly 
picked daffodils. The American shoe retailer can 
carry out the same idea by comparing his shoes with 
the flowers that happen to be in season. 


Footwear In Motion Pictures 
Actors Must Be Well Shod In Motion Pictures 


By CHARLES FREDERICK CARTER 


RYING persons privileged to see the shoe ward- 

robe at the Lasky Studio of the Famous Players- 

Lasky Corporation at Hollywood, Cal., would 

no longer marvel at the high cost of footwear. Cir- 





Another View of the London Shoe Company, New Bond St. 


cumstantial evidence there assembled would appear 
to warrant the conclusion that motion picture pro- 
ducers had attempted to corner the shoe supply. 
The wardrobe master keeps a full stock of men’s, 
women’s and children’s boots, shoes and slippers 
constantly on hand. If he didn’t some frenzied 
director would get a wardrobe master who would. 
For the production of motion pictures is an expensive 
process in which delays are costly. What is wanted 
must be ready when needed. It takes all sorts of 


motion pictures to please the variegated taste of the 
world, and all sorts of shoes and boots and slippers 
are required to dress the characters. 

All this would not be so bad if scénario writers and 
directors were reasonable beings who 
would file formal notice of what they 
proposed to do, say six months in ad- 
vance. As they do not all the wardrobe 
master can do is to keep constantly on 
hand, dusted and primped and dolled up 
ready for instant use every shape, size, 
style and condition of footwear the hectic 
fancy of Fashion ever conceived, and then 
to stand prepared to buy or build at a 
moment’s notice whatsoever else the direc- 
tor thinks he wants. 

Without attempting an inventory the 
information is vouchsafed that the stock 
includes dress shoes for men and women; 
working and business shoes for men; wom- 
en’s house shoes and slippers; comfort 
slippers for men and women; cavalry 
and Hussar boots; soldiers’ shoes; cow- 
boys’ high heeled ‘boots; women’s pumps, 
dancing and street; baby shoes, in in- 
finite variety; riding boots for men and 
Ww. women; puttees; character shoes with 

upturned toes, such as are worn by 
Mephisto and by Turks and Persians and such 
like; Chinese shoes and sandals; Romeo shoes. 

As for material, these shoes and boots are made up 
in calf, buck, kid, elk, cordovan, kangaroo, silk, 
canvas, suede, and every other material that such 
things ever were made in. They are all necessary; 
for the shoes worn by an actor play a most important 
part in delineating his character. 

No; without shoes there could be no motion 


pictures. 
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HY is it that the average 
\ \ shoe salesman or saleswoman 
knows so little about fitting 
the foot with the proper 
length and width of shoe? 
There are many people who 
have foot trouble. of some 
kind or other. The salesman 
who wishes to make a success of his business should 
know something of the anatomy of the foot, and 
should make a specialty of fitting the customer who 
has foot trouble. 

The writer is one of these sufferers from “‘particu- 
lar feet,’ and it seems impossible for me to find a 
shoe store where any effort is made to fit my trouble- 
some feet. I do not quibble about price—I will 
economize on anything else, rather than shoes. I 
never ask for a certain size or a certain price. All I 
ask for is a shoe that is comfortable and that looks 
fairly neat. 

The Vacant Stare—Why 


As I travel a great deal, I do not always buy my 
shoes at the same store; neither do I find it possible 
to always consult the same chiropodist or foot 
specialist. A foot specialist in one of the western 
cities told me that my metatarsal arch, as well as the 
arch in the center of my foot, had fallen, and that 
when I was tired my foot lengthened out. I tell this 
to the salesman when I make a purchase, but it 
seems to mean nothing to them. 

A couple of years ago I bought a pair of shoes at 
one of the stores of a company that is known from 
coast to coast. They were comfortable, they were 
pretty, and they wore an unprecedented length of 
time, but they were so large that I always looked 
- like a little girl dressed up in her mother’s shoes. 

Recently I bought a pair of shoes from another 
concern, explaining my wants exactly to an intelli- 
gent looking salesman. He assured me that width 
was what I wanted, also that I must never wear heavy 
shoes—only soft kid and suede. He sold me a pair 
of shoes that he assured me would give me com- 
fort. They are wide and they are soft, but I have 
discovered that they are too short for my feet, and 
after I walk a couple of hours, as I often do, the 
shoes hurt my feet. maa 
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The Problem of Buying Shoes 
That Fit the Foot 


Greater Contentment Can Be Given the Public, Even with Prices 
High, Providing Fitting Is Accurate to Last, Length and Width 


A Feminine Viewpoint on Fitting by VIRGINIA P: RINEHART 


A Variety of Suggestions 


Most salespeople, however, sell me a shoe that is 
long and narrow. My nephew, who is in the shoe 
business, assures me that I should wear a shoe much 
too long for my foot and very narrow. I recently 


tried on a pair of shoes answering that description— _ 
Six double A—at a friend’s house, and my foot was . 


simply lost. 

And so it goes. Each salesman tells what he thinks 
I should wear and fits me with what he assures me I 
will find a comfortable shoe. I go away delighted. 


For two or three days I have great comfort : 


with my shoes. Then new aches and pains or 


new corns and callouses arise. 
begun again. 


When I first had foot trouble, my enkien sent ; 
me to. a certain salesman in the men’s department, of ; 


a well known shoe store in my home city. He 
fitted me with a special shoe with a large heel; very 


expensive and very ungainly. I wore this shoe for : 
several years and had great comfort. But being a ; 


woman and a business woman, I naturally longed for 


shoes such as other women wore. Finally the sales- . 


man and my physician gave me permission, as my 
feet were so much better, to wear any sensible shoe, 
with arch supports. But as my salesman was in the 
men’s department, he could not fit me with anything 
but the special shoes, so I had to submit to the serv- 
ices of other salespeople, and as I soon left that 
city, I had to deal at other shoe stores. 


Know the Human Foot 


It seems to me that if the average shoe salesman 
would equip himself with a little knowledge of the 
human foot, he would have the best possible asset for 
retaining his customers and i increasing his own salary 
by his efficiency. 

In the meantime, I am still searching. And if I 
ever find a shoe that is comfortable, fits properly and 


looks neat, I shall write upon my brain in letters of ~ 


fire the name of the manufacturer, the length and 
width of the shoe, also the name of the retailer and 
of the salesman who fitted me. And the manufac- 
turer, the dealer and the salesman shall have their 


praises sounded from the Atlantic to the Pacific, 


from the Gulf of Mexico to the Great Lakes. 


My trowpien a 


i SERBBERERNUCE ES 








Don’t Forget the Average Man 


Many retail concerns have gone on the financial rocks because they made their 
advertising and display windows appeal to the millionaire only. Get the million- 
aire if you can, of course, but never forget that it is the average man who makes 
your store pay. In other words, the quality must equal the price. 
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We Picked 


a Winner 





=. 
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Here Is Something 
You Should Know 


oC 


JOOOOoO! 





OR a time it was hard 


No. 980, 30c 1 you may not know 

F th G t for some manufactur- : that we prefer to 
or the Uureat | ers to get the right kind § | lose a sale rather than 
Out-of-Doors of leather at any price. have a pair of ill-fitting 


shoes leave our store. We 
have a specially trained 
expert in foot fitting and 
foot comfort and it is his 
duty not only to see that 
the footwear we sell fits 
right, but it must stay 
right. 


We knew this and bought 
with our eyes wide open. 
The stock we are showing 
today proves that we 
picked a winner—bought 
from a maker who him- 
self purchased in advance 
of the market. 


ERE is a. misses’ 
and young women’s 

boot that is espe- 
cially made for hard serv- 
ice. Plenty of style and 
comfort and simply lots 
and lots of wear. Just 
what is needed for the 
long summer and autumn 
hikes. 


She will want the 
proper ones for 
dancing and even- 
ing wear, too. Can — 
get ’em both right 
here. 

While about it, hadn’t 

you better bring along 

the entire family? We 


If you realized what he 
could do for your suffer- 
ing feet you’d come 
in right away. 


OOOO ee ee 


Never has this store carried 
a better grade or in better 
styles. Real quality in 
every pair, and the prices 
are not high either, when 
you consider where leather 
is today. 


RL hs LS = 


Every appliance for 
foot-ease is here in 
the store. There is no 
charge for advice. 
The only cost is the 
small amount you 
pay-for what appli- 
ance may be nee 

to correct the mis- 





ee eee ee ee ee ee el oo a a ae ae 
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Come in and give your 
eyes a feast—you’ll go 
out with at least one 


OOOO ee 























hope prices will be no | § pair. If you can afford it takes of the past. 
higher, but we're very ; stock up now. Prices Ox, if you guile, one empant 
much afraid they will. % cannot be lower for a will see you at your own 
Our honest advice is to i; long time—they may be home. In this case a very 
buy now. = considerably higher. reasonable charge is made. 
Insert Your Store Name Here Insert your name and address here Insert Your Store Name Here 
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The Bogie of Competition 


Many merchants think too much about what their competitors are doing and too 
little about their own business. Let your competitors solve their own problems— 
the thing to interest you is the question: “What can I do to give better service, 
better value and greater satisfaction?’ That will keep you so busy you will not 


have time to worry about the other fellow. 
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Hot Weather 
Styles for Men 


EVERAL weeks 
more of hot 
weather, and even 
during September and 
October there will be 
days when you will 


need a cool costume . 
- and summer footwear. 


Footwear for boat- 
ing, tennis, golf, yacht- 
ing, fishing and other 
sports—all built for 
comfort. 


While the stock remains 


large it is too late to re- 
order this season, so the 
first purchasers will have 
the greatest assortment 
from which to choose. 


Blank’s Shoe Store 


Style All the While 


- 





for Fine 





Beautiful 
Hosiery 


Footwear 


— Dame Fashion’s 
Latest Styles 
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T doesn’t pay to spoil the effect of fine footwear by 
wearing cheap appearing hosiery. ‘This applies 
particularly in these days of short and close- 

fitting skirts. Neither can a man wear oxfords without 
showing the kind of hosiery he wears. 


Because we want our customers to look like 100 cents 
on a dollar, we, after long study, picked out a line of 
hosiery which actually looks as good as it is. Our 
customers keep repeating, so we feel certain we made 
no mistake when we picked this line. 


You’ll find everything here that is in style and in a 
wide range of price. Every pair designed by a master, 
and not a single pair of the kind which would bring 
out the fire department. Not too conservative, either, 
but just what every sensible man and woman would 
pick out for themselves. 


By the way, we have some mighty handsome 
buckles for ladies’ wear. They’d make any 
jeweler feel proud to display them—but we’re 
not asking jeweler’s prices. 





























PLEASE SEND MONEY 
WITH ORDER FOR CUTS. 
WE CANNOT OPEN CHARGE 
ACCOUNTS AT THE PRICE 
FOR WHICH THEY ARE SOLD. 
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High 


HE St. Lous Fashion Pageant will be pre- 

cay sented in the Mumcpal Open Air Theatre, 

% in Forest Park, each Tuesday and W ed nes- 

| day evenings during the first three weeks 
in August. 


The Pageant itself will be a spectacle of extraor- 
dinary splendor through the medium of which 
there will be presented the latest fashions tn all 
lines of women’s apparel. : 


Tickets for admtsston to the Pageant will be provided for visiting | 
merchants and buyers by the wholesalers and manufacturers of  , 
St. Louts. | 


The Pageant will be particularly noteworthy in its showings of 
fashions in footwear. 


The dates are August 5, 6, 12, 13, 19, 20. 


For further information, address St. Louis Style Show Committee, 
1627 Locust Street, St. Louts. 
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To Permanently Please 


all members of the family to whom the lustrous finish, easy 
comfort and long wearing qualities of glazed kid appeal 


USE 
NOVILLA KID 


It has every quality which makes genuine glazed kid desirable and in 
addition “IT WILL NOT SCUFF.” 

Thus the only objection to glazed kid shoes is removed. 

You can also sell NOVILLA KID FOOTWEAR at more popular prices. 


Order your kid shoes cut from NOVILLA Kid. 


CASTLE KID COMPANY 
Originators and Sole Producers 


CAMDEN - - - NEW JERSEY 
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HAT kind of trade do you cater to? 
Transient or regular? 


_ If it is transient, almost any sole will 
do for your white shoes—a painted or sprayed 
finish looks smart enough as the shoes leave 
the store. 

The heels and edges are likely to check and 
peel before they have been in use two weeks, 
but what do you care—if you cater to transient 
trade. . 

But maybe you have proved that the profitable 
customers are the regular customers, people 
who come to you season in and season out, be- 
cause of your service to them. 

Then IVORY is the only sole to have on your 
white shoes. 

It is good to look at in the first place, it wears 
well and looks well as long as it wears. 


Insist upon it—it is white clear through—its 
edge is its own and it— 


Costs no more than other good sole leather 


GEORGE G. VAUGHAN 


TANNERIES IN 
PEABODY, MASS. - 


AUGHAN’S 
IVORY 


The Sole That Has Made White Shoes Staple 
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THESE BLACK KID TURNS 


are always in demand— 


Forty quick sellers in stock. 
Samples displayed at Room 17, 
Boston. 


United States Hotel, 





Mr. J. T. CARROLL 
Mr. A. MINSHALL 
Mr. E. E. DAVIS 

In Attendance 


No. 14 


Kid Plain Toe 6 
eyelet Oxford. 
12/8 heel. B, C, 
D, E. - $4.25 
No. 113 


Ault-Williamson Shoe Co. 


MANUFACTURERS 


Kid 34 Foxed Plain Toe. 
8 .. Folish 12/8 heel B, 
C, D, E. $6.1 


AUBURN, 


MAINE 


























INTRODUCING 
A NEW HOUSE 
WITH NEW METHODS 


Featuring 
High Style Shoes for Women 


G. E. Lippman Shoe Co. 


1627 ee Ave., St. Louis, Mo. 






































IN CHICAGO 


IT’S THE 


‘Morrison Hotel 





RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 
More than 1,000 rooms, 
with bath, circulating ice 
water, and the most modern 
comforts. There are large, 
well-lighted, dustlesssample 
rooms. 


It is the Home of the 


f TERRACE GARDEN 
E Chicago’s Wonder Restaurant 


Morrison Hotel 


Madison and Clark Streets 


CHICAGO 
Personal Management Harry C. Moir 














ae 
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Service with Economy 








The dominating notein women’s 
shoes for Spring, 1920, will be 
pumps, colonials and one, two 
and three eyelet pump oxfords. 
The new Horn Fibre oxford and 
pump model counters are built 
especially for these types of 
shoes. They fit perfectly the 
latest improved lasts and their 
wear is backed by the famous 
Horn Fibre guarantee—to out- 
wear the shoe. 


Horn Fibre counters justify 
their selection by the shoe man- | 
ufacturer and retail merchant 
for the basic reasons that their 
wearing qualities are superior 
to leather or any other non- 
guaranteed counters. 


The Sign of the Circle 


SERVICE {j i} ECONOMY 


Rogers. Fibre Company 
: Mousam Division 
121 BEACH STREET :: BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C. RUPP CO. DENNETT & PRINCE 
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The Ideal Footwear for 
the Great Outdoors 


a. 


Stock No. 841 


A> 


Comfortable, Practical 
and Serviceable. Quality 
Throughout. 


- 


Stock No. 923 Stock No. 


The five-inch height keeps out dirt and protects 
the ankles without excessive weight—an ad- 
mirable light weight hiking shoe. 
Stoc ‘o. 841 
Chocolate Elk Rangeley Moccasin, 
5-inch, Duflex fibre sole, half-inch 
spring heel. 


The soft, gray leather used in the style pic- 
tured above, and the fact that the Rangeley 
pattern follows the lines of the na foot 
unite to make Stock No. 923 a most popular 
all round Sport Shoe, particularly adapted to 
tramping and general camp wear. 


The oxford height is ie Ags and coolest for 
camp, canoe, tennis or summer comfort at 
home. 
Stock No. 850 
Chocolate Elk R 
Oxford height, 
spring heel. 


= ‘ 
double elk sole, 





Stock No. 923 
Women’s Smoked Elk Rangeley 
Moccasin, 8-inch, Duflex fibre sole, 
half-inch spring. heel. 


Stock No. 811 
Smoked Elk Rangel Moccasin, 
5-inch, double Elk sole, low heel. 
Stock, 6 to 12 D, E; to order, 6 to 12 
A to FF. 


G. H. BASS & CO., Shoemakers 


Stock No. 830 
Smoked Elk Rangeley Moccasin, 
Oxford height, Duflex fibre sole, 
half-inch spring heel. 


Wilton, Maine 











SPATS-The Satisfying KIND 


Halperin made spats have that snugness of fit, that smooth 
setting look that makes them seem part of the shoe. 


All newest Fall models in finest grades—Felt and Kersey cloth. 


Colors—Castor, Taupe, White, Pearl Gray, Fawn, Black, 
Brown, Black Satin. 


$10.00 to $30.00 per dozen—samples upon request. 


The SIMON HALPERIN CO. 
121-123-125 W. 17th St., New York, N. Y. 


Also manufacturers of women’s two ply tongue pads 
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‘Our Motto— 
Children’s Shoes of 


Quality 


is 





Trade Marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your Forvign 
Shade te Guia, Maden Ge teeth Aakerienn Commitee Ghd Gee 
in Europe, Asia and 

Certain Foreign Countries award exclusive trade-mark rights 
in 0 Wate name or stat to the Gust septonnt, Sempetee 
prior use by another. This allows the piracy of le trade- 
marks in such countries. 

Shoe Recorder maintains a Patent and Trade 
to promptly handle 


In-Stock 
Welt Scuffers 


5-8 8-11." 


Patent or 
Gun Metal 





Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 


Tuaneavanenenuaveneauavenenuaneneacanegeacaneneneausneaeaceneacaneneaeaean: 
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For the Past 7 Seasons 


We do not know of any other colored calf leather that has held first 
place in public demand for seven continuous selling seasons— 


as TONY RED has. 


This record is the more remarkable because the demand has been 
continually greater season by season and as yet shows no signs of 
tapering down. 


and CRESCO also--- 


Ever since we first produced this “only waterproof leather that will 
take a polish” we have had our work cut out for us to supply all that 


was wanted. 


In specifying the use of either CRESCO or TONY RED it is most 


important to place your order further than ever ahead. 





Bear in mind also that we use only pure aniline dyes in pro- 
ducing these leathers. 


“You Can’t Think of Either Without the Other’’ 


“Tony Red”| |Creese 
and 


r 4 and 
‘‘Cresco’’| | Cook 


Boston Salesroom s ; Tanneries at 
95 South Street zen Danversport 


Wolfenstein and Shanahan NGS y P. A. Henry & Co. 
39 Spruce Street TL 706 Broadway __ Leather Trades Bldg. 


New York x SS Cincinnati, O. St. Louis, Mo. 
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(ada Union Shoes for 
Union Men 


L 


Union shoes, and Union shoes alone, are acceptable for 


the union man and his family. 


At the same time these shoes offer the best possible 


value for any man and any family. 


By the selling of Union Stamp footwear you are meeting 
the demands of every man, woman and child in your 
community with merchandise that offers profit equal 
to ordinary shoes with an additional selling power. 


Do not fail to stock Union Stamp shoes for 1919, Mr. 
Retailer, and insist that the salesman show you the 
one and only stamp of the Boot and Shoe Workers’ 


Union. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
COLLIS LOVELY CHAS. L. BAINE \= 7 
General President Gen’! Sec’y-Treasurer WORKERS UNION 

246 Summer Street ‘ uNony ¥en 
BOSTON, ~- ~- MASSACHUSETTS 
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bw) Castle Havana Broun lashion Plate 


NEw Castle Leather Company Havana Brown Kid, 8'4-Inch 
Lace Boot, Full Foxed Vamp, Stitched Stay and Blind 
Eyelets, Straight Tip, Welt Sole, 16-8 Leather Heel. 


Made and Exhibited by 
UPHAM Bros. SHOE Co., 


STOUGHTON, MASS. 


Judge Lt by v [ts L[sers”’ 
New Castle Leather Company 


NEW YORK 


Boston Montreal,Can. Chicago 
and the F Principal Leather and Shoe Centres Ever orywhere 
Factory, en Del. 
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“MARK REG.V>” 
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The Difference Is Instantly Apparent 


In looks and feel the quality of CASKO 


SHOE FABRICS is at once apparent to any 
shoe man. And they are just as RELIABLE 


as they are good looking. 
Every kind of cloth for the outside of a shoe is in the 


CASKO line. 


CORKSCREW CLOTHS 
We Will Cotton or Worsted ios 


Gladly SILKS AND SATINS Manufacturer 


Send You ‘For Pumps or Fancy Tops Can Secure 
Complete Casko Fabrics 


oe All Staple Colors or to Match Any haaeted 
Leather. 














CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 


New York Chicago , Boston * St. Louis 
A. J. HAAS J. K. REYNOLDS CO. A. W. BLISS H. C. KORNDOERFER & CO. 
10 Spruce Street 221 W. Lake St. 106 Beach Street Leather Trades Building 


Rochester H. J. FRALEY Cincinnati 
GEORGE G. SMITH Pennsylvania W. A. BENNETT, JR. 
4 Church Street Representative 1015 Second National Bank Bidg. 
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EDWIN BR. HALL 
marD 


THE BAKER SHOE Co. 


MANUFACTURERS OF 


anD 
FRRAsURER 


LADIES FINE GRADE TURNED SHOES 


BOSTON OF FICE 
FOR FOREIGN AND DOMESTIC TRADE 


OOM 23 
82 LINCOLN STREET? 
260 RIVER STREET 


ia aetael 
5 aA 


G.W.R. Hill, 
South Street, 
Boston, Mass. — 


Care of The Boot & Shoe Recorder. 


Dear Sir: 
We are very desirous of expressing our feelings toward your 


‘paper as en advertising mediun. 


About three weeks ago we took one of your little ad's in the 
“Where to Buy" column and while this appealed to us as being one of 
the best ad's we have seen, we did not for a minute expect that the 
results would be what we have seen. We have already received over one 
hundred orders, and in most cases for case lots, from every state in 
the Union, and from firms of high financial standing. We have also 


Teceived a great many repeat orders for shoes sent out. 


We wish to state any party who wishes to enlarge their busi- 
ness should not fail to use the "Boot & Shoe Recorder." 


We hope very soon to take a much larger ad in addition to the 
small one, as we would not consider giving up the small ad under any 


‘ consideration. 


With kind regards, we beg to remain, 
Very truly yours, 
Baker Shoe Co. 






CABLE ADDR EAA 
AALLSHOE 


HAVERHILL. mass.._™May 26, 1 919 *. 


tle bd, qo) getter ? 


Oaky , 
6 


From this little ad the Baker 
Company received in _ three 
weeks more than 50 letters 
either asking for samples or 
sending orders for sizes. Several 
large department stores, two 
rated at more than a million 
dollars, were among the in- 
quirers. 

Here are a few cities from 
which orders were received: 


Hartford, Conn. 
Bradford, Pa. 
——<. Okla. 
ayton, O. 
poe Ill. 
Pensacola, Fla. 
Tacoma, Wash. 
New York City. 
Westerly, R. I 
Somersworth, N. H. 
Ft. Wayne, Ind. 
Wilkes-Barre, Pa. 
Joplin, Mo. 
Morristown, N. J. 
Los Angeles, Cal. 
Huntington, W. Va. 
Port Arthur, Texas. 
Racine, Wis. 
Youngstown, Ohio. ! 
Yoakum, Texas. 
Jacksonville, Fla. 
St. Louis, Mo. 














Us 
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MELCO DE LUX 
GLASS FIXTURES 


Genuine 
Fire Polished Crystal 


This is the only glass fixture made 
by the Pot process. All other glass 
fixtures are made by the Tank process, 
which is a rapid, cheap process that 
allows the flames to nee the glass and 
makes the glass smoky in appearancé 
and rough in texture. In the Pot pro- 
cess the glass does not come in contact 
with the fire, thus giving a perfectly 
clear crystal glass. It is also a slower 
process which makes a stronger and 
more uniform glass that will not check 
or break. It is also always uniform in 
color. 

Therefore, in buying Glass Fixtures, 
be sure to always specify 


Melco 
DE LUX GLASS 


This illustration shows our square 
pedestal style for shoe windows. We 
also have the round pillar and will have 
within a month our newest creation, 
the fluted column Colonial. 

The use of these pedestals in various heights 
with different shapes and sizes of plate glass 
shelves make the most attractive shoe displays 
obtainable. 


TURE so that you can compare the 
quality and price.. 


MELIUS and COWLEY 


Representatives of the French Wax Figure Co. 


715 Medinah Building, Chicago 


Write us for a SAMPLE FIX- 
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Model No. 0185. Men’s 
Blucher. Storm Calf 
Upper Leather, Water- 
proof Welt and Rub- 
ber Doubler. On the 
“Attaboy”’ Last. 


CS.MARSHA 


: BROCKTON, — MASS. 





THIS IS THE SHOE 
> 





It’s the best merchandising offer ever 
presented for your children’s trade. 


THESE ARE THE PRICES abe 
»>> 62.00 Et ors Bt 5 we. 


$2.35 pss tarnae Beis 


Kinder-Garten Welt cai <theieteee tae 
Extra quality hemlock first sole $2.75  83254—Gun Metal, 1255 to 2. 
Chrome tanned elk outsole In Stock—Quick Shipments 
One piece leather insole FEATURE 
One piece grain counter << oo ee A = S 
One piece grain box toe a. 


inder-Garten li 
SMOOTH INSIDE—STRONG OUTSIDE! - 
Smith -Wallace 
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! Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 









REG. U.S. PAT. OFF 


Upper leathers in Calf, Veals and 
Sides—Black and Colors—Smooth 


and Boarded. Used extensively on 





account of mellow feel, fine break and 









good cutting qualities. 





—BRANCHES— 


Boston Cincinnati Milwaukee . St. Louis 
New York Chicago San Francfsco Montreal 
Northampton, Eng. ; 6 
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When the grown-up boys of the 
U. S. A. left their schools, their 
offices—and their mothers—for 
France and war, they little expected 
to find anything over there which 
even remotely resembled an American 
mother and all she means. But right 
there in the midst of big guns and 
billets, in training areas, rest camps, 
at the front, wherever the war took 
them, they did find her, the “Y” 
girl in the “Mother’s Corner” of the 
Red Triangle hut. And these little 
corners, all over France, soon became 
the doughboys’ favorite haunt. 

The ““Y” mother sometimes had regu- 
lar “mother” hair, gray and smooth; 
sometimes she had frivolous, fluffy 
yellow hair, but she always had a 
radiant smile, the warmest heart in 
the world, and a genius for under- 
standing men and boys. 





July 12, 1919 











“Mother’s 


Corner”’ 
Was 
Doughboys’ 
Favorite 
Haven 





The boys came to her for anything 
that their homesick hearts wanted. 
She heard their stories and gave them 
gentle advice, when asked for it; 
she sewed on their buttons and ad- 
mired their family photographs; she 
was the first to say welcome to them 
when they came back from a week of 
nightmare at the front; she always 
gave them good-bye and good luck 
when they went off, pack aback, for 
the line again. 


The boys call her “‘angel’”’ or “peach,” 
an ‘‘Honest-to-God American Girl” 
and other extravagant names, though 
she will tell you when she comes 
home that she was just a plain Ameri- 
can woman. But perhaps they mean 
the same thing. 


National War Work Council 


347 Madison Avenue 


New York, N. Y. 
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JUVENILE 


FLEX-LAST 


SHOES 


SHOE FACTORIES ARE FALLING DOWN ON DELIVERY AND PRODUCTION 
IN DIRECT PROPORTION WITH INCREASED PRICES AND DECREASED SUP- 
PLIES, BUT Flex-Last IS ALWAYS SHOEING THE CHILDREN WITH 


“The Perfect Turn Shoe”’ 


FINEST QUALITY EXPERT WORKMANSHIP 
STOCK ON HAND 


92 DUANE STREET NEW YORK CITY 


SMM 


THE NORMAN SHOE 


ticular trade. 


MADE BY 


St. Joseru, Mo. 


No. 2511 
Genuine glazed kangaroo bal, mat 
calf top, full grain insole, leather box- Chicago Office 
ing and counter; London last. A to ROOM 306 ” LEES BUILDING 


D, 6-12. 


7 


The Norman line offers you a large selection of 
Men’s Fine Welts in all the best grade leathers 
and favorite lasts—built to meet your most par- 


Noyes-NORMAN SHOE Co. 


— 
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— Easy Reference hm 








Sy ne SIN 
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> ZAI. i an 
- MS “ila, il et A ‘ AGt Its amped is be 
con ucting a pre- (| . generally recogniz: 
inventory sale on all . wil J that our market i 18 be- 
—oscsss aan , ey 
$1.00 to $3.00 a pair. SQM | ey ee oe Fa. 
Wire for samples Li) g f ser tg gy values. “Uefa wher- 
and prices. IG) Z| ever kid can be used. 
\ , Expert attention te 
Tt wes oh expor! trade. 
i Mm | Se itl: an a 
NES i) | 4 
| fe ul! i ithe 
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AODEUEDEROGOOOGOOGOGOO00000000000000000000000000NNNENSEOEOOEOOSEOOUDOOOOOOOO0000E 
THESE ARE YOUR BEST SELLERS NOW 
WE STILL HAVE A FEW 











fy 


J, LATEST 
Gey Le- Croft, 


BUTTON BOOT 
qorges eat 9 Building 


Boston 
Rice Buildin Of 109 


Bancroft. Walker Company 


Makers of Smart Shoes fo 





Oxfords aaa Tongue Pumps 
Long, slender vamps and full Louis heels, 
turn, A to D, 24% to 7— $5.25 
Samples cheerfully submitted. 


The L. B. Schindler Shoe Co., Inc. 
99 DUANE STREET NEW YORK CITY 


PTT 
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Make Your Show Window 
Pay Your Rent 





Our line of Period 
Display Fixtures, 
will help you make 
effective window 
displays. 


Many sales are 
made on the 
sidewalk. 


New catalog No. 92 
on request. 


‘Welt Footwear WY 
for Women 


WELCH, MOSS & FEEHAN CO. TS CXC 
HAVERHILL, MASS. 


gp ecnceenetecbeases iNet Prann mam ocho atonemtict ae 
SUGUUCEUOHUOUORUONOROGES u 


CORDO TAN DYE 


anent d' that changes a faded tan or light colored leather, 
aor kid oe deep, rich cordovan brown, the popular shade 


today. 

CORDO TAN is the result of ree oped 

research, and is absolutely guaranteed to aes 
Pape Es oy OF, 


\% Pints $0.75 Pints $1.50 
7 3% Gallon 5.00 


ARISTO PRODUCTS 
602 Myrtle Ave. 
BROOKLYN - - - - £=NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
gneze BLACK OVE will dye any leather a permanent jet 
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The Oscar Onken Co. [,"s' Cincinnati, O., U.S. A. 











" iz 
ESTABLISHED 1884 


eeeceon 


Our experience and time at your service 
BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 
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Our Misses’ and Children’s 
PLAY OXFORDS AND SANDALS 


WILL BE CONTINUED 


——— IN-STOCK 
SUMMER and FALL 
No. 53. Oxford, sizes 6-8, $2.35; 814-11, $2.75; 1114-2, $3.25 


No. 56. Sandal, sizes 6-8, $2.10; 814-11, $2.35; 1114-2, $2.75 
SEE CATALOG No. 15 



























No. 53 WELT 


BROWN ELK BLUCHER OXFORD L. B. EVANS’ SON CO., Boston Office, 110 Summer St. WAKEFIELD, MASS. 



















Hugh Lyons Fix- 
tures Make Buyers 
Out of Passersby 


The dignity and beauty of 
Hugh Lyons period display fix- 
tures attract most favorable 
attention. Our designs give win- 
dow displays character and dis- 
tinction. 


P erfection 


Circlettes 








Let us send you our new cata- 
logs, showing our Adam, Queen 


With the Sharp Shoulder and Broad Wear- Anne, Chippendale and William 
ing Surface and Mary designs—designs that 


They don’t ecratoh fi a have been given a cordial wel- 
They ye pt aca They yw ie _— come by the better class stores 
They don’t drop out The do prevent runover heel throughout the entire country. 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2%, 


























HuGH LYONS & COMPANY 
0-0, 0 ae = 10 O12 O) Ob ee ©) ae 7-0-9939 =) 
LANSING —- MICHIGAN 


NEW YORK SALESROOM CHICACO SALESROOM 
35 WwW. 32nd STREET 234 S. FRANKLIN ST_ 























PL 


IN STOCK READY FOR SHIPMENT 
BAREFOOT SANDALS 
PLAY OXFORDS _ 


3 Extra quality—non-rip. 
Goodyear stitched. No tacks or 
nails. Smooth inside. Solid 
— throughout. Footform 
asts. 


Manufactured and Carried 
in Stock by 


Style 307—Full chrome smoke elk upper, y (aathon Shoe Co; Style 316—Dark tan erper. oak outsole, 
4 i le ioe iz 


sole, one-piece leather i one-piece leather insole. es 5 to 8, 84% 


5 to 8, 844 toll,and11%to2. WAUSAU, WISCONSIN to 11, and 11% to 2. 


























a 
= 














74 








SEER rrrrreresreresresresescmrrrryrrrriry 


BOOT AND SHOE RECORDER 


Le 
Vert 





July 12, 1919 











DOO 
, . 























illiken 
SHOES 





B 





Write or Wire For 
Billiken Booklet or Salesman 


MSElroy-Sloan Shoe Company 


ST. LOUIS 











High Grade Shoe Buckles 





BETTER ANTICIPATE YOUR WANTS ON 
RHINESTONE BUCKLES . 


The market is short of supplies and the demand is 

heavy. We can take care of Fall orders promptly 

if you place them now—600 styles—Prices from 
85c to $18.00 per pair 


CUT STEEL BUCKLES 


We are getting in large shipments every week—in 
Steel— Bronze and Jet. 


BEADED BUCKLES IN ALL COLORS 


Fichtman - Alexander Co. 
36-38 East 20th Street, - New York, N. Y. 



































DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
- Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. : 


Part III— Department Stores 
A list of Department Stores selling shoes, including 
the Large General Stores. 
Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases. 8 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 
683 Atlantic Avenue, Boston, Mass. 
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V. H. Edwards, proprietor of ‘°The Men’s 
Shop”? at Winter Haven, Fla., recommends 
Nedlin-soled shoes with great sincerity and 
enthusiasm. 


**The satisfaction that my customers have 
derived from Nedlin Soles have served to 
build my shoe trade very materially,’’ he 
says. *‘And moreand more of my trade are 
demanding Nedlin Soles every day.”’ 











Men’s business shoes, 
women’s walking shoes, 
boys’ shoes, shoes for 
growing girls and the 
smaller children—all serv- 
ice shoes, in fact—give 
the long wear that is ex- 
pected of them when bot- 
tomed with Nedlin Soles. 


Medlin Soles. 


Trade Mark keg. U. S. Pat. Off. 



































There is no problem con- 
nected with the selling of 
NedGlin-soled shoes if the 
customer isacquainted with 
the qualitiesthat have made 
NedGlin Soles so popular— 
the extra wear and the 
added comfort that shoes 
so bottomed invariably give. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Goodyear Rubber Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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Keep Your Customers Satisfied 


If their low shoes slip at the 
heel sell them a pair of — 


The Gilliam Neverslip Heel Protectors 
They positively prevent all low shoes and pumps slipping at 
the heel. They have been tried out and proved right. THE 
GILLIAM NEVERSLIP stays there when it is put in the 
shoe. Unlike other kinds, it will not pull away at each end. 
Packed each pair in waxed envelope, 12 pairs to a carton— 














Patented 
July 14, 1913 


THE VICTORY DETACHABLE BUCKLE HOLDER 


Slips on the shoe—no stitch—no staple, holds any buckle with a bar, 
can be used for display purposes as well as offered for sale. 

A profit maker any way you look at it. Just slip on the buckle and 
slip it on the shoe—no trouble—no loss—no problem. 

$3.00 dozen pairs—each dozen on display card. 


THE H. L. HYMES COMPANY 


NEW YORK, N. Y. 





19 EAST 17TH STREET - - 


We carry a complete line of Findings Specialties, including Lambs’ 
Wool Brushes, Polishing Sets, Tongue Pads, Heel Cushions, etc., etc. 


$1.65 a dozen pairs. $19.80 a gross pairs, less 5 per cent 
trade on full gross orders. Colors: black, brown and white. 
Terms: 2 per cent, 10 days. Sells for a quarter and practically 


doubles your money. 











QUALITY 








iittentores 





PY Tew AU LKIL AY 


VARIETY 


Sold in the Market Places of the World 


YOU CANNOT DO BETTER 
THAN TO SELL THE BEST 








BOSTONIAN CREAM — The 
ideal cleaner for kid and calf. You’) 
need a good stock of the brown 
for brown glazed kid and mahog- 
any calf—also the cordo-tan for 
cordovan leather. Then there’s the 
white Bostonian for all colors of 

lazed Russia calf, vici or dongola 
kia or patent leather—also light 
and dark gray and any other color 
or shade. 














NOBBY BROWN 
PASTE—for all shades 
of brown shoes. Once 
you put this paste in 
stock you'll be like 
everybody else who has 
ordered it— you'll re- 
peat on it. For it’s one 
of the best sellers in 
our whole line. 

For Red or Oxblood 
there’s the same _ size 

ckage of PEER- 

ESS OX-BLOOD 
PASTE. 











Also Nobby Brown Combination (large) 
Jewel Brown Combination (small) 
Brown Bostonian Cream and all other colors 


Any comparative tests you wish 
to make will but strengthen 
the position of Whittemore’s 
polishes in your estimation. 








Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write 
for complete catalogue 
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BUMPER SHUS 








Mean More Comfort and eenice for Men and Boys 











Colors, Brown or 
“Smoke.” Widths D-E. 
Sizes from 11 Youths’ 
to 12 Men’s. 


Men’s $2.95 
Boys’ 2.75 
Youths’ 2.50 


Finest Genuine Chrome 
Horsehide Uppers 
CIs OY wo 
Famous DUFLEX Fibre 
Soles— Outwear Leather 
Oo wos wo 


Armstrong Cork Innersoles 
OOS WOO  woO 










Goodyear Welt Construction 




















E have made BUMPERS, They are not ordinary “Scout” shoes, 


not to meet any competitive but real service shoes that are also 
price—but rather beyond competition 


in VALUE. extra good looking. 


Try Bumper Shus at Our Risk 


Send us a sample order and if the shoes are 
in the least unsatisfactory, just return them. 


Converse Rubber Shoe Co. 
Malden, Mass. 


| 

: 7 
| 
| 
Bumper means “full” of service | 
: 7 
! 7 
| 
e 
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Stock Keds 
FULLY 


Be sure you 


have ENOUGH 
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The First 
Real Summer Days! 


T only takes two or three for the trout 
brook, the mountains, the seashore, 
woods and the thousand other delights 

of summer to climb on to the office desk and 
switch thought to vacation-land and—Keds. 

Shortly after, the whole family journeys 
to the Keds store and you should be able to 
show them a full line of styles, a price range 
of interest, and, pleasing them in both these 
particulars, be able to fit them perfectly 
with the correct Keds size. 

So, for that reason, we suggest earnestly 
that you give real thought as to whether you 
have fully enough prepared yourself. Of 
course you are “prepared” in a way, but are 
you prepared sufficiently for a line so popu- 
lar and so active as Keds? 

Doubts now may mean lost sales—later. 


Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


United States Rubber Company 


New York 
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Weekly 


BOOTS AND SHOES 
Will Present Prices Continue 


One question which is beginning to 
agitate the retail and jobbing trade is 
that printed above. Present prices of 
rubber footwear are those set by the 
manufacturers last January. As is 
customary these prices were “subject 
to change without notice,” and though 
unusual, it is not unprecedented to 
change prices between the annual 
announcements. Therefore it would 
not be an entirely new departure for 
the manufacturers, at any time, to send 
forth new price lists for rubber foot- 
wear. 

Today is a day of high prices, and 
in many lines a day of steadily ad- 
vancing prices. The dollar has been 
cut in halves, as far as purchasing power 
is concerned. 

It is well known that rubber 
manufacturers have to pay much 
higher prices for everything which 
enters into the production of their 
goods, with the single exception of 


crude rubber, and of that, more may 


be said later. 

Cotton fabrics have doubled; com- 
pounding ingredients, just as neces- 
sary as the rubber itself, have similarly 
advanced, while labor has_ been 
greatly added to the cost through 
the advanced wages and again by the 
shortening of the working hours. Rub- 
ber is cheaper. It is, perhaps, the one 
and only material which has declined 
in this era of advancing costs, but this 
decline cannot greatly offset the ad- 
vances in all other items. Undoubtedly 
the manufacture of rubber boots and 
shoes costs far more than it did when 
the present price lists were established 
last January. 

Under such conditions the manu- 
facturers would be justified in tak- 
ing advantage of the phrase in 
their price lists, and announce a 
“change without notice.” ‘That they 
have not done so is probably because 
they have obligated themselves at those 
prices practically to their limit of pro- 
duction for the season. 


2, 
C 


TENNIS LINES 


Similar Situation Noted, New Prices 
Expected to be Higher 


With tennis lines, the situation is 
similar, only more so. The one material 
which has not advanced, rubber, is 
used in smaller proportion than in 
overshoes and rubbers, while cotton of 
the qualities used in tennis footwear is 
steadily advancing, as have laces, 
eyelets, threads and insole leather. 
The customary date for announcing the 
year’s prices is September 1, and it is 
therefore unlikely that any change will 
be made previous to that date. 

‘ 


CRUDE RUBBER 


Steady Production Over-tops 
Present Consumption 

Mention has been made that crude 
rubber is, perhaps, the one commodity 
which has declined during this era of 
higher costs. The reason is obvious. 
Consumption of rubber has been greatly 
reduced during the war period because 
of the blockade against Germany and 
the other nations against which the 
Allies were at war. Besides this 
diminution of consumption, the rubber 
factories of France and Russia were to 
a large extent unproductive, and these 
two factors would make for over- 
supply. But the main cause is the 
remarkable increase in production of 
plantation rubber in the Far East 
which is today causing an over-supply 
in London, Colombo, Penang, Batavia 
and New York, while at Singapore and 
other Eastern shipping ports, great 
quantities are in hand, awaiting a 
market. In July, 1917, first latex pale 
crepe was 65/4c a pound, a year later 
the quotation was 63c. Today it is 
less than two-thirds of that price, and 
while daily fluctuations are noted, and 
forward quotations are higher, it is but 
a gamble to contract for next month’s 


or next year’s deliveries at those quo-, 


tations. The present prospect seems to 
be that with further increased produc- 
tion, new uses must be found for rubber, 
if today’s quotations stand for many 
months. 


79 





ee MrT 


The ane i cue 


Market Review of oes 
Footwear, ee and | Prices 


We quote spot prices: 


Upriver fine para............. $0.55 
Er ree 47 
NIMGUVOE GOREOB: 55.55 occ cicccc ce 321% 
Islands coarse........... 21% to .22 
Caucho ball upper............ 33 
Caucho ball lower............ none 
I iid Sica 0800s 5% Snes 21% to .22 
First latex pale crepe.......... 40 
Smoked sheets............... 39 
re 34 


Centrals and Mexicans....35 to .39 
Guayule (20 per cent inaieeune) - oo 
Guayule washed and dried..... 36 
po er ee 


SCRAP RUBBER 


No Signs of Increased Activity 
Discernible 


As has been previously stated, the 
low cost of crude rubber has had the 
effect of stagnating the scrap rubber 
trade. Scrap rubber is bought by 
reclaimers, who, by one or another 
process, extract or destroy the other 
materials of which the scrap is composed, 
and recovering the rubber. This re- 
claimed rubber is for some purposes 
quite or nearly as good as fresh crude 
rubber, and many manufacturers of 
molded and mechanical rubber articles 
use large amounts of such stock in 
combination with new rubber. The 
processes of reclaiming are fairly expen- 
sive, and the prices of the product are 
proportional. With crude rubber at a 
dollar a pound or even at 60 or 70c 
there is a good market for reclaim, but 
at 38 or 40c for smoked ribbed sheets, 
manufacturers prefer that to reclaimed. 


Our quotations are those dealers are 
offering collectors. - The latter, of 
course, must shade these materially for 
such small lots as retail shoe merchants 
may have to sell. 

Scrap boots and shoes: $7.20 to 
$7.35 in Boston; $7.10 to $7.25 in New 
York; $7.05 to $7.20 in Philadelphia, 
and $6.95 to $7.10 in Chicago. 

Trimmed arctics: $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other markets. 

Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 
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WE cannot close our eyes to the 

one outstanding fact revealed 
by the present Hosiery situation. 
From all sections come requests from 
Dealers tor 


“Onyx 

for their New Hosiery Department--- 
“ONYX” is their first and only choice, 
proving conclusively where the 
“ONYX” Brand stands in the estima- 
tion of the Dealer, and how com- 
pletely it has won the confidence of 
the public. 

at is a Good Will asset which 
“ONYX” provides and which every 
Dealer can realize on. 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx”? Hosiery 


Sole Selling Agents for Sole Selling Agents for 
PAUL GUENTHER, Inc. WINSHIP, BOIT & CO. 


Manufacturer of Manufacturers of 


Full Fashioned Silk Hosiery “‘Merode”’ and “Harvard Mills” Underwear 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
81 Bedford Street 1083 Chestnut Street The Lytton Building 
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KLING WHITE 


ae 


UNITED SHOE MACHINERY Two things make white shoes 
- CORPORATION * 


“BosTON. Mass. : 


popular. They are smart and 

they are economical. 

Now you can tell your cus- 
tomers that they can have white foot- 


wear always white. 
Kling White cleans as well as whitens. 
Preserves the shoes. 
Gives a beautiful velvet whiteness. 
Easily and quickly applied. 
Dries quickly and will not rub off. 


United Shoe Repairing 
~ Machine Company 


4 Albany Street, - - Boston, Mass. 
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“An Auspicious Omen” 


“We are in receipt of twelve cases 
of boots from you and want to 
compliment you on the looks of 








9 
same. 


“They are as clean a lot of shoes 
as we have seen for quite a while.” 


“You really are to be commended 
especially as these shoes are 
among the first to go through your 
factory.” 


“We trust the remainder of our 
order will come in as satisfactorily 
as this lot.” 














The above letter came to us from a 
customer who received the first 
shipment of women’s welts from 
our factory. 





























WELCH, Moss & FEEHAN Co. 


11 ESSEX STREET 
HAVERHILL 


MSS 
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A. H. KATZ REPORTS 


A Doubled Business and a Banner 
Season 


A. H. Katz is the young live-wire 
salesman for eastern and central Illi- 
nois for the Smith-Wallace Shoe Com- 
pany. He has been connected with the 
concern for eight years and for the past 
two years he has been making good on 
the road. 

Mr. Katz says—‘‘One big reason for 
my almost immediate success as a 
traveling salesman for the Smith-Wal- 





A. H. KATZ 
With Smith-Wallace Shoe Co. 


lace Shoe Company is due to the fine 
substantial quality of their Kinder- 
Garten line of children’s shoes. I have 
more than doubled my business over 
the previous year and from present 
indications it appears that this will 
prove a banner season for my line. 
“Down through eastern and central 
Illinois I have carefully observed busi- 
ness conditions and have never seen 
such optimism and satisfaction ex- 
pressed by the merchants down State. 





Traveling Shoe Salesmen. 


Activities of our Trade Ambassadors 
On and Off the Road 


NACACUGCUATOCATAUOOALATO2QOUEOAA DERE OOAOAUAUOOSONOUC00/00/ 0 C000 REALOOOUIAANOOCLROULASANCACEEL FAAAACOOAAAA COCA COUAOTUOLCUAOOOUACAAGESUATLEAMMAEAAAOALANAAUTMEAULCOTALLAAUOTALOUMTODATA es, 


Practically all of the shoe trade in my 
section have placed their orders for Fall 
earlier than usual and the shoes that 
they bought are larger in volume than 
ever has been purchased before. At 
present many low cuts are being 
sold in white, dull kid and other styles. 
The children’s business, particularly, is 
very active.” 


A. J. Lewis Oklahoma 
Representative 


An enthusiastic booster for the 
Kinder-Garten line of children’s shoes 





A. J. LEWIS 
Booster for Smith-Wallace Shoe Co. 


is A. J. Lewis who is the Oklahoma 
salesman for the Smith-Wallace Shoe 
Company, Chicago. Mr. Lewis has 
been carrying the Kinder-Garten line 
exclusively for one year and in this short 
time he has built up an extensive trade 
among the merchants in Oklahoma. 
Mr. Lewis says that business conditions 
in this territory are excellent; that the 


merchants are all doing capacity trade. 


and are well satisfied that though prices 
are high and will remain so, yet they 


ph} MMT 
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will have no depressing effect upon 
business. 


Twenty-six Years in Same Territory 


W. A. Murray, salesman for the 
Smith-Wallace Shoe Company, Chicago, 
has been representing this concern in 
the Michigan territory for the past 
eighteen years. Previous to his con- 
nection with the Smith-Wallace Shoe 
Company, Mr. Murray has been over 
the territory for seven years. Through 
his entire contact with the trade he has 
been successful in introducing the 
Kinder-Garten line extensively until 





W. A. MURRAY 
With Smith-Wallace Shoe Co. 


now, Mr. Murray says, it is one of 
the most popular lines of children’s 
shoes in his section. 


Yuells at the United States Hotel 


Mr. Yuells of the Novelty Slipper 
Company,. 473 Broadway, New York 
City, is showing a complete line of felt 
slippers and novelties made by his 
house at the United States Hotel, Bos- 
ton. 

Mr. Yuells started the display on 
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IN STOCK imme 
amar IN DEMAND 





THE SHOES YOU WANT 
WHEN YOU WANT THEM 


SEND 
FOR 
SAMPLES 


1275 Tan Grain Army Blucher, Mun- 
son Last (U. S._ Approved Model), . 1260 Smoked Elk Wing Tip Blucher, 


Soft Tip, Broad Heel, Heavy Single “ . 
Oak Sole, Goodyear Welt. Drill Lined. Sede Chomae that Geka "nas. 
year Welt. 


1267 Same in Brown Elk. 


ASK 
FOR 
CATALOG 


1217 Brown Deerhide Welt Blucher, 
Single Oak‘Sole. Munson Last, Soft Tip, 
Flexible Leather Insole. . nes Seek feu ee ak 
Blucher, Munson Last, Natural Finish 
Outsole, Chrome Liner, Grain Leather 
Insole. 


Graham-Bumgarner Co. 
PIONEER SHOE MANUFACTURERS 


PARKERSBURG, W. VA. 
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July 3 and will continue exhibiting until 
July 17. 


* J. F. HACKER IN GRAND RAPIDS 
TERRITORY 
A Booster for the Kinder-Garten 
: Shoe 
J. F. Hacker, salesman for the Smith- 


Wallace Shoe Company, represents his 
concern in Grand Rapids territory, 





J. F. HACKER 
With Smith-Wallace Shoe Co. 


which comprises Northwest Michigan 
from Holland across to Durand, then 
north to Mackinaw City, and the 


the Kinder-Garten shoe which he claims 


to be one of the best shoes made. from \ 


Maine to California. These shoes are 
sold in every town in his territory, and 
as a proof to his assertion, he has sold 
532 dozen pairs between March 3, 1919, 
and June 20 of this shoe alone. 

J. F. Hacker is a gentleman sixty-two 
years of age and covers his whole terri- 
tory by machine, making from four to 
six towns in one day and gets the busi- 
ness, just the way he learned to run his 
machine, after. only two hours of 
instructions. 


Ohio Shoe Travelers Elect Officers 


On Saturday, June 21, the annual 
election of officers of the Ohio Shoe 
Travelers’ Association was held at the 
club rooms, 604 Commerce Building, 
Columbus, Ohio. 

The newly elected officers for the en- 
suing year are: President, R. B. 
Collier of The G. Edwin Smith Shoe 
Company; vice-president, C. A Risley 
of The Selby Shoe Company; second 
vice-president, J. M. Stanley of The 
Riley Shoe Company; secretary-treas- 
urer, P. J. O’Neil of The Kropp Shoe 
Company; assistant secretary, W. H. 
Reichel of The Union Company; di- 
rectors elected for two years, A. V. 
Holbrook of Stetson Shoe Company; 
Geo. L. Risley of The Selby Shoe Com- 
pany and C. R. Maxwell of The Irving- 
Drew Shoe Company. 

The members present gave a vote of 
thanks to the retiring officers for the 
excellent financial condition and the 
increased membership which was due 





J. F. Hacker, en Route for Trade 


Eastern Shore of Lake Michigan—the 
big fruit belt. 

Mr. Hacker reports business excep- 
tionally good and is baving a great de- 
mand for better shoes, specializing on 


to the efforts of the officers for the past 
year. 

The newly elected president ap- 
pointed a committee to arrange for the 
annual picnic, which will be held at a 
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later date. After the regular business 
of the association had been transacted 
the meeting was adjourned. 

The members hied-themselves to one 
of Columbus’ leading hostelries, where 
they partook of an excellent luncheon. 


“SALES ENORMOUS” 


Says Ed Trench of ‘‘Kinder- 
Garten’’ Fame 


Ed Trench travels for the Smith- 
Wallace Shoe Company in _ South- 





ED TRENCH 
With Smith-Wallace Shoe Co. 


western Wisconsin with headquarters 
at Madison. For four years Mr. Trench 
has been traveling this section. 

He writes to the ‘‘Recorder’’ that he 
considers conditions in his territory 
exceptionally good for a big business 
this Fall. 

“The sales in our ‘Kinder-Garten’ 
line, advertised in your publication, 
have been enormous and plans are 
underway to enlarge-our factory. This 
speaks for itself,” says Mr. Trench. 


WILLIAM COHN TRAVELS 
MISSOURI 


Does Business of $250,000 on ‘“‘Lion 
Brand”’ 


William Cohn travels for the Harsh- 
Chapline Shoe Company in the State of 
Missouri where he has built up a very 
large business. 

Mr. Cohn writes that his business this 
year will pass the quarter-million mark, 
of which he naturally feels rather proud. 
He states that his business is growing 
larger each season, and that ‘Lion 
Brand”’ shoes make friends wherever 
they are sold. Mr. Cohn is a veteran 
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It Has The Call! 


See This Shoe at 
the Boston Style Show 
Booth 74 


Patent Seamless Turn Pump with four inch vamp. 
Carries Number 64 Full Louis Celluloid Heel. Made 
on our new 77 last. 


Retails at $9.00 


EMERY & MARSHALL CO. 
HAVERHILL, MASS. 


CHARLES L. MARKS J. B. LAUGHLIN WARREN H. TUCKER LARRIE H. SASS 
Eastern City Trade and Southern Throughout the Middle West In New England. On the Pacific Coast 


Tetiee” Lidge Bellding Office at 183 Essex St., Boston 
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traveler, having been on the road for 
the past thirty-six years. He predicts 
that 1919 will be his banner year. 

When Mr. Cohn took over Missouri 
for his house three seasons ago, this 
state was new to him. He now does a 
business of. $250,000 yearly. 


Ralph Wolpe Active in Wisconsin 


Ralph Wolpe is the active Wisconsin 
representative of the Novelty Shoe 
Company, Chicago, wholesalers of wo- 
men’s novelty shoes. Mr. Wolpe makes 
his headquarters in Milwaukee and is 
considered by the trade one of the most 
energetic shoe salesmen in the north- 
west. : 

Mr. Wolpe has finished the season 
with a record of business that is far 













RALPH WOLPE 
With Novelty Shoe Co. 


beyond. that of any previous period 
since his connection with the shoe busi- 
ness, and he has the following to say 
about business conditions: 

“The mérchants in Milwaukee and 
throughout Wisconsin are doing an ex- 
ceptionally fine business. During the 
past few weeks they have had an ex- 
cessive call for white pumps and ox- 
fords and the women’s business is the 
best that has been done locally.” 


OF INTEREST TO MASSACHU- 
SETTS TRAVELERS 


Legal in Bay State to Cast a Vote By 
Mail 

By the terms of the absent voting 

bill which was signed July 7 by Gover- 

nor Coolidge, voters who find that they 

are to be separated by at least two 

municipalities from their home town 


on election day may call on a justice of 
the peace, or other official, fill out their 
ballots, make out an affidavit on the 
envelope and drop their vote into the 
mail. 

The ballot must be mailed in time 
to be opened and counted on the day 
of election. The act will go into effect 
in time for the 1920 election. The bill 
is expected to especially benefit the 
boys on the road. 


‘*Business Never Better’’ 


F. B. Durham has been with the 
McElwain-Barton Shoe Company of 
Kansas City, Mo., for the past two 
years, although his road experience 
dates back ten years. Mr. Durham says 
that conditions in business throughout 






















F. B. DURHAM 
With McElwain-Barton Shoe Co: 


his territory—the Northeastern part 
of Missouri—were never better. 


ATTEND NATIONAL EXPOSI- 
TION 


Congratulations to Chicago Shoe 
Travelers 


The Milwaukee shoe trade was well 
represented at the Chicago National 
Shoe Exposition this week. The man- 
ufacturers of the city made elaborate 
displays of their products and the mer- 
chants found this an excellent oppor- 
tunity to view the new styles and meet 
the manufacturers and jobbers, as well 
as to place their orders for the coming 
seasons. The Chicago Shoe Travelers’ 
Association is being complimented very 
highly on its effort and local tradesmen 
gave them every encouragement to 
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carry out the proposed plan to conduc 
expositions of this kind twice a year. 


WITH THE R. A. T. S. S. 


Congratulations on Safe Return of 
Delegates 


The largest meeting of the season of 
the R. A. T. S. S. was held in the club 
dining room of the Powers Hotel on 
Tuesday, July 1. Sixty members and 
guests were present to enjoy the fish 
dinner furnished by “Big Chief’’ Clarke 
Rowley and his co-fishermen who have 
just returned from their annual fishing 
excusion into the wilds of Canada. 

Final plans for the Style Show were 
outlined and Chairman Clarke Rowley 
announced that everything was ‘‘set” 
for the greatest shoe exhibition that 
the R. A. T. S. S. had ever held. 

Some little concern was expressed by 
various members concerning the safety 
of National President Joe Byrne and 
Sam Vaisey, Rochester’s delegate to the 
Board of Governors meeting of the 
National Shoe Travelers’ Association, 
who were supposed to have been on the 
ill-fated Lake Shore train that was 
wrecked in the Dunkirk station, but 
investigation proved that good fortune 
had been with them in that they had 
altered their plans and taken a later 
train. 

G. H. Gerraty, of Albany, N. Y., 
representing Dunham Bros., of Brattle- 
boro, Vermont, was elected to member- 
ship. 


TRAVELERS HOLD MEETING 


A Challenge Issued for Champion- 
ship in Golf i 


The Shoe Travelers’ Association of 
Chicago held a special meeting on 
Thursday, July 3, 12.30, at the Hotel 
Morrison, where final details of the 
Chicago National Shoe Exposition were 
settled. Dave Morris, representing the 
Novelty Shoe Company and chairman 
of the membership committee, made 
desperate efforts to win the loving 
cup that is presented every year 
by the National Shoe Travelers’ Asso- 
ciation for largest gain in membership 
of any individual association affiliated 
with the National. The total member- 
ship in January of this year was 193. 
It has now reached a total of 272, and 
at the close of the Chicago National 
Shoe Exposition Mr. Morris expects 
300 signed up members. 

During the meeting the Chicagg 
Association issued a challenge to all 
shoe travelers’ associations to a cham- 
pionship contest at golf. Vic E. 
Desnoyers, representing Thompson 
Bros., Inc., will represent Chicago in 
the tournament. 
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he’ CAMBRIDGE” SPECI Adam 
TENNIS and OUTING SHOE Rees 








AT LAST! The tennis shoe you’ve wanted. Looks 
like a shoe—made like a shoe-—and JS A SHOE 


A quality product AT A LOW 
iad PRICE, made by the same orig- 


Spring Hee ’ ' inal process as our distinctive 
No. 3530 White LADIES’ OXFORD 


os ig = “CLUB LINE” of outing shoes. =_ poe Pee 


5-8 Heel 
No. 3520 White No. 3131 Tan 
5.8 Heel 


No. 3521. Tan . . . mn 
Delivers in case lots, single or as- : a 
. . No. 3121 Ti 
sortedsizes. Samples sent if wanted. a 
MARY JANE. PUMP 
Spring 


Heel only. i] . 
No. 329A Whit More style, more workmanship, 


No. 3231A Tan . . 
Chin's? to It more wear, mote satisfaction at the 


No. 3230 White 


Moor ttt te2 price of ordinary tennis shoes. 
“We back your buy” 


“wurnt CAMBRIDGE. RUBBER 


Rubber footwear 


Treadflex heels and soles 748 MAIN STREET 


Rubber surface clothing 


i. Cambridge, Mass., U. S. A. 


Proofers of fabrics 
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REGARDING LYNN SHOES 
Spreading Out the Better Styles 


Lynn style designers are promising 
new features in footwear. They foresee, 
on one hand, a large distribution of 
wealth, which means a larger demand 
for stylish, comfortable footwear, and 
on the other hand a larger supply of 
materials suitable for making footwear. 

The per capita distribution of wealth 
is now the largest in history, so Goy- 
ernment reports say. The per capita 
distribution of shoes should be the 
largest in history, so Lynn designers 
say. 

Now, from the Lynn point of view, 
a shoe is a work of art. It is no longer 
just a foot covering, a piece of raw- 
hide that protects the feet. It is a 
composition of leather, fabric, metal, 
thread and other materials, which in 
completed form, will give joy to the 
senses, as well as protection and com- 
fort to the feet. : 

Lynn designers are not looking for a 
grading-up movement in footwear as 
much as they are looking for a spread- 
ing-out movement, a spreading out of 
the better styles and grades in foot- 
wear among the masses of people who, 
because of the larger distribution of 
wealth are able to buy better shoes 
than ever. 

In this task of spreading out the 
better styles, Lynn manufacturers seek 
the co-operation of shoe merchants 
everywhere. 


ONE KEY POSITION 
Small Area Patterns Save Leather 


Pattern makers hold a key position 
in footwear fashions. Being free from 
Government regulations, they are ex- 
ercising their ingenuity to the limit. 
They are excelling in making small area 
patterns of most pleasing lines. By 
doing so, they combine genuine econ- 
omy with merchantable style, for the 





ments in America’s Shoe 
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small area patterns save leather, and 
the style sells the shoes. 

Buyers who wish to study the future 
of shoes will find it worth while to give 
extra attention to the patterns of their 
shoes. 

LAST MAKERS BUSY 


Few New Models but Orders 
Pouring In 


Last makers in Lynn and along the 
North Shore find it difficult to keep up 
with their orders. Some have sold 
their product three months ahead. 
Last blocks are very scarce. Because 
of the difficulties in filling orders, last 
manufacturers are producing few new 
models. 

One last remodeling firm of Lynn is 
doing thrice as much business as before 
the war. The instance gives some idea 
of how this new economy in the foot- 
wear industry is growing. 


HUCKLEBERRY BUTTONS 
Not Wanted at Present Time 


Those familiar black buttons, that 
looked something like half a huckle- 
berry, are not much in demand these 
days. Indeed, some Lynn’ shoe firms 
are not using any of them. Yet.a while 
ago, they were using them by the great 
gross. The birdseye buttons, and flat 
black buttons are in considerable de- 
mand. Some colored buttons, like 
ivory buttons, are scarce, and manu- 
facturers of them are several weeks 
behind on orders. 


GRAIN LEATHER COUNTERS - 


Highest Price in History Paid for 
Them 


A Lynn firm is paying 8% cents a 
pair for grain leather counters for 
women’s welt shoes. This is the 
highest price in history. Yet this 
Lynn firm is having difficulty in getting 
enough grain leather counters to fill its 
orders. More manufacturers are mak- 
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ing the better grades of shoes and are 
putting into them more of the better 
grade of counters. . 

The accumulations of offal, which 
troubled some makers of cut stock, 
have been cleaned up. Most of the 
offal has been sent to Europe. So there 
is less raw material of which to make 
leather counters. 


SHOE THREADS 


Cotton Used Extensively—Prices 
Advancing 
Some Lynn manufacturers are keep- 
ing to the use of cotton thread for 
stitching shoes. Others are taking up 
the use again of linen and silk thread. 
The use of linen and silk thread in 
making shoes was eliminated during the 
war, for the Government took the 
entire supplies. Cotton thread was 
much improved. Some manufacturers 
of shoes consider cotton thread very 
satisfactory for stitching shoes, and 
they use it in preference to linen and 
silk threads. It is used even in high 
grade shoes. Prices of threads, which 
decreased after the armistice was signed, 
are advancing once more. 


Exports Are Big 

Exports of leather, shoe stock and 
supplies and shoes are big. Truck 
loads of leather run frequently from 
tanners of: North Shore to steamships 
at Boston wharves. Buyers have placed 
orders for shoe stock and shoes that will 
keep the export departments of factories 
busy until the end of the year. 


The Metric System 

Charles P. Murray, sealer of weights 
and measures of the city of Lynn, is 
busily at work on plans for developing 
the use of the metric system in the 
Lynn shoe and leather trade, as well as 
in the industry and trade of Lynn 
generally. He spoke on the metric 
system at a convention of sealers of 
weights and measures in New York 
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The House of Service 
Novelty Footwear 


IN STQCK 
In Narrow Widths 


VINSONHALER SHOE CoO. 
1211 Washington Ave., St. Louis 













In Stock—White Buck 
Low Heel Oxford. In 
A, B,C and D Widths. 
Goodyear Welt, Medal- 
lion Tip. 


Also in Leather 
Louis Heel. 

; 2 Price, $4.25 
Eigner Shoe Co., 173 Summer 


mmer St.. Boston, Mass. 








1508 WASHINGTON AVE 
St. Louss,Ma 


Novelties in Stock 
for At Once Shipment 




















' 
The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — 


Lined — Men's Slippers. 
TIMSON BROS.,, Inc. 
Boston, Mass. 




















lober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis, Mo. 











QUESTIONS 
ANSWERED QUICKLY 


in ‘*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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last month. He is one of a committee 
that is preparing for a convention of 
sealers of weights and measures in Bos- 
ton, in October. The metric system will 
be a chief topic of this convention. 

Already some leather, especially that 
for the export trade, is measured by the 
metric system in the North Shore dis- 
trict. There is a national movement to 
establish the metric system. If it is 
applied to shoes, it may make a revo- 
lution in the present sizes of shoes, 
cartons and other things. 


ROGERS & BRIGGS ARE ONE 
YEAR OLD 


Lynn Shoe Manufacturers Cele- 
brate First Anniversary 


Rogers & Briggs, Lynn, Mass., 
makers of high-grade women’s McKay 





July 12, 1919 





shoes, celebrated their first anniversary 
on Saturday, June 28. 

A. Lee Briggs, president, and Forrest 
L. Rogers, treasurer, are busily engaged 
in the starting of their Factory No. 2 at 
601-615 Washington Street, Lynn. 
This factory will be equipped to make 
1,200 pairs a day. The policy of the 
company will be the same. Rogers &. 
Briggs in their new plant will continue 
to make nothing but high-grade McKay 
soled shoes. 

A beautiful new line of Spring samples 
will be displayed in the firm’s new 
sample room at 215 Essex Street, on the 
opening of this sample room about 
July 20. 

Over 25 per cent of the production of 
Rogers & Briggs is devoted to buttoned 
shoes. 


Brockton 


WILL BUILD BLOCK HOUSE 


Local Last Factory to Enlarge Its 
Plant 


Paul S. Jones, general manager of the 
Mawhinney Last Company, says that 
plans have been perfected by that con- 
cern for the building of a block house 
adjacent to the factory at the Montello 
district of the city. This building, 
which will be one story, 100 by 40 feet, 
will be located at the rear of the plant. 
It will have a capacity of 2,000,000 
blocks. Building will be commenced 
immediately and the structure pushed 
to completion during the next month or 
six weeks. Mr. Jones says that the last 
block situation is acute and that in order 
to obtain necessary blocks additional 
accommodations must be provided with- 
out delay. The Mawhinney Last 
Company is doing the largest business 
in its history both as regards supplying 
lasts for shoe manufacturing concerns 
in this city and also for an extensive 
foreign trade. 

STOCK DEPARTMENTS IMPOR- 
TANT 


In Supplying Shoes for Fall 


In the history of Brockton’s shoe 
manufacturing business the in-stock 
departments of the factories have never 
been so important as at the present 
tinie. Brockton’s shoe concerns are 
using all possible efforts to accumulate 
and maintain a big supply of in-stock 
shoes. Capacity of the factories is being 
tested to the utmost in production of 
regular Fall goods. At the same time 
manufacturers realize that merchants 





will depend to a great extent during the 
next few months on the in-stock depart- 
ments for their seasonable supplies. 
With this in view they are planning to. 
respond to the biggest demand for in- 
stock goods which they have ever ex- 
perienced. On account of the high 
prices merchants will buy as close to 
their needs as possible. These needs will 
be supplied, so far as possible, from the 
in-stock departments of Brockton 
factories. 


Low Shoes for Fall 


It is of interest to note that more low 
shoes for men as well as women will 
undoubtedly be worn during the Fall 
months than ever before. The fact that 
Brockton is now producing a large 
amount of women’s footwear is impor- 
tant in this. connection. In men’s 
oxfords as well as in the high cuts the 
“‘Brogue” pattern promises to be very 
popular and is already having a large 
sale. This type of shoe with its full on 
half wing tip, pinking and perforation 
of tips, stays, etc., will be featured by 
the factory stock departments for Fall. 
It is safe to predict that oxfords will be 
sold by retail merchants this year to a 
far greater extent than ever before in 
trade history. Brockton manufacturers 
appreciate this fact and will govern 
themselves accordingly as regards in- 
stock supplies. 


SELLING HALF WORN SHOES 
At Higher Prices Than Ever Before 


As illustrating the great demand for 
footwear at the present time the sale of 
returned and half-worn shoes to fac-- 
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tories in this city is of interest. Goods 
which are returned to the dealer for real 
or fancied defects are often replaced by 
new pairs. Many of these half worn or 
damaged shoes find their way back to 
the factory with requestsfor allowances 
of substitution. Just now this returned 
or half-worn footwear brings the highest 
prices ever known. In the former days 
shoe manufacturers were well satisfied 
to get 50 or 75 cents a pair for these 
returned goods. Now, the men who 
come to the factories and pick them 
up are paying two or three times that 
figure. A big box full of old shoes in a 
corner of a factory stock room was 
recently sold ‘“‘as is’’ at $2.25 a pair. 
This is a record price for such goods and 
as such is worthy of publication. 
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MANY VISITING BUYERS 


Are Visiting Local Factories 


A large number of visiting buyers are 
in the Eastern markets at the present 
time. Many of them are looking for 
goods for immediate delivery but find a 
great scarcity in this regard. Visiting 
buyers at Brockton factories are urging 
deliveries of goods and placing any 
further orders that can be assured of 
getting in the near future. Production 
in local factories is sold for weeks and 
months ahead. There is no question in 
the minds of the trade here that prices 
will continue to be high. They are 
impressing this fact upon visiting buy- 
ers with plenty of evidence to back all 
statements of this kind. 


Worcester Mass. 


NEWS FROM RETAIL MER- 
CHANTS 


Cut Price Sales 


Mark F. Cosgrove, the well-known 
Main Street shoe dealer, has been a 
patient in St. Vincent Hospital suffer- 
ing from blood-poisoning. 

Al Witt has accepted a position as 
assistant-manager in the shoe depart- 
ment of I. H. Morse & Co. Mr. Witt 
has been with the Bay State Shoe 
Company. 

The Economy Shoe Company has 
purchased the store of R. H. Long Com- 
pany and is now open for business at 
180 Front Street after some extensive 
improvements. 

Arthur Anderson, manager of P. L. 


Rider Rubber Company, has been laid 
up with rheumatism for the past month. 
Mr. Anderson is one of the live wires of 
the Worcester Shoe Retailers’ Associa- 
tion. 

Worcester seems to be the Mecca for 
new shoe stores. A new front is being 
installed in the old R. J. Healy store, 
State Mutual Building, and it is 
rumored that an exclusive women’s 
shoe store is coming. 

Cut price sales have made their 
annual visit. This week the Walk-Over 
Boot Shop is having a markdown sale 
on low shoes. Derr & Sandquist are 
selling some broken lots of black ox- 
fords for $4.45. G. A. Springberg is 
offering some good values at reduced 
prices. 





Haverhill 


LARGE BUSINESS IN WOOD 
HEELS 


Being Transacted by Local 
Concerns 


The popularity of women’s high- 
grade footwear is bringing with it a 
record-breaking sale of wood heels. 
Haverhill is the leading center of wood- 
heel production in the United States, 
there being more of this class of goods 
made and sold in this city than in any 
other place. There are numerous old 
established houses in this line doing 
business here. Others are in the process 
of organization. Several of the local 
shoe manufacturing concerns are now 
producing their own heels, through 
wood-heel departments recently added. 
Not only are wood heels popular for 


domestic business but in foreign trade as 


well. This latter feature is one which 


promises an important development in 
the near future. 


CARRYING GOODS IN STOCK 
Factories Pursuing This Plan 


So far as possible under present con- 
gested conditions Haverhill factories 
selling: the retail trade are carrying 
goods in stock to accommodate their 
trade. This feature of Haverhill shoe 
production would be much more pro- 
nounced provided practically all local 
concerns were not so heavily oversold on 
their production for Fall deliveries. 
When normal conditions again prevail 
the In-stock Departments of Haver- 
hill factories will come to the 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $6.00 
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KNOX SHOE CO., Milford, Mass. 
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front as a more prominent business 
factor. 


Cuban Buyers in the Market 


Several buyers from Cuba are in the 
Eastern market at this time, according 
to their regular custom of visiting 
Boston and vicinity in the Summer 
time. Haverhill-made footwear is of 
much interest to these Cuban shoe men, 
and they are extensive purchasers of the 
light weight turn and McKay shoes pro- 
duced so extensively in this city. Cuba 
is prosperous and merchants are buying 
liberally, at the same time paying 
higher prices than ever before. Cuban 
buyers say that the Cuban women want 
plenty of style suitable to their desires. 
Price, they add, is to a great extent a 
secondary consideration. 
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BEGINNING TO MANUFACTURE 
New Firm Getting Underway 


S. C. Haseltine Snoe Company, 
manufacturers of women’s shoes, have 
begun business this month at their 
factory 62 Washington Street. Here 
they have two and one-half floors with 
approximately 8,700 square feet of floor 
space. Associated with Mr. Haseltine is 
Edward Blackburn. 


MOTORIZING FACTORY 
Concern Installs Electric Power 


Ordway & Clark, Inc., manufacturers 
of women’s high-grade turn footwear, 
have during the past week completely 
motorized their plant, by means of 
which their machinery will be exclu- 
sively operated in the future. 


New York City 


HOLIDAY STIMULATES SALES 


Business Fully One-Third Ahead 
of Last Year 


Practically all of the shoe stores in 
New York city were closed Saturday 
as well as Friday last week, but the rush 
of business in the four days of selling 
is said to have more than compensated 
for the two days lost. Several mer- 
chants declared that their books up to 
last Thursday showed a larger week 
than usual, and large weeks have be- 
come common to the New York mer- 
chants. On an average, declare many 
of the trade leaders, business is fully 
one-third ahead of last year at this time. 

Despite the clearance sales now in 
order, most of the merchants expect 
Summer selling to continue strong until 
well into August. They give as their 
reason that New York never was so 
crowded with visitors as it is at the 


. present time and these visitors are free 


spenders. The hotels are booked solid 
for two months ahead. The develop- 
ment of New York as a Summer resort 
has led to a strengthening of retail 
business in the city generally during 
what formerly was a dull period. 

The bulk of the business during the 
pre-holiday sales, it is said, was done on 
white shoes. Shoe merchants made 
large reductions on these, especially on 
the colonial tongued pumps, which they 
fear to carry over into next season. 
The reductions on white oxfords and 
some of the more staple styles in black 
and brown shoes have not been so 
great. On the whole it is said there 
will be less stock than usual carried 
over into next year. 


NEW JOBBING AND MANUFAC- 
TURING CONCERN 


Goldover Shoe Company at 101 
Reade Street 


Martin M. Goldman, formerly con- 
nected with the Liberty Shoe Company, 
together with his father, Morris Gold- 
man, and his brother, Solomon Goldman, 
previously engaged in the furniture 
business, have formed the Goldover 
Shoe Company, which will engage in 
the shoe manufacturing and jobbing 
business. Offices have been estab- 
lished at 104 Reade Street. The firm 
will manufacture its own line of in- 
fants’. and misses’ shoes and _ will 
job English welts in children’s and 
misses’ shoes, as well as men’s, youths’ 
and women’s. ¥ 

The business activities of the firm 
will cover the country as far west as 
North Dakota. Offices have been 
established in Chicago and Minneapo- 
lis, where the firm is showing Fall mer- 
chandise now. Another branch office 
will be opened, probably in Pittsburg, 
and another in the South. A suitable 
location in South Carolina is being 
sought. It is planned to have fourteen 
salesmen to cover the territory. 


BIG “UPSTAIRS” STORE 


Will Open at 120 West 125th 
Street 


Propper Brothers, now operating an 
“upstairs” shoe store at 158 West 
125th Street, have leased two floors of 
the building at 120-122 West 125th 
Street, and early in the Fall will 
establish what they believe will be the 
largest “‘upstairs”’ shoe store in Greater 
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New York. Each of the new floors is 
50 by 100 feet in extent. Extensive 
alterations are being made and a com- 
plete set of new fixtures will be installed. 

The firm will handle both men’s and 
women’s shoes and soon will be in the 
market for about $40,000 worth of 
merchandise, according to Irving Prop- 
per, a member of the firm. The Spring 
line will be opened in November, he 
said. 

The Blyn Shoe store at 222 West 
125th Street last week featured an 
expert from Dr. Scholl’s foot appliance 
organization with gratifying results, 
it is said. 


L. E. GROSSMAN A BENEDICT 


President of L. E. Grossman, Inc., 
Married July 6 
L. E. Grossman, president of L. E. 
Grossman, Inc., who control stores at 
2435 8th Avenue and 1609 Ist Avenue, 
New York City, was married to Miss 
Fanny Kinzelberg on July 6.- Both 
families are in the shoe business, the 
bride’s father conducting four retail 
stores throughout the city. 


CAMMEYER’S ANNUAL OUTING 
At College Point, L. I. 

The employes of the Cammeyer 
stores on 34th Street, Fifth Avenue, and 
Newark, N. J., were given their annual 
outing by the firm on Sunday, July 6. 
The employes were taken by automo- 
biles to College Point, L. I., where they 
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were given their breakfasts and dinners, 
Refreshments, carefully provided before 
July 1, were served between meals and 
during the afternoon. Dancing and 
games of various sorts were indulged in 
by the crowd. A ball game was one 
of the features of the outing. Several 
prizes were awarded by the company 
to the winning contestants in all the 
games. 


JOBBER FINDS MERCHANDISE 
Credits Checked Up Carefully 


A New York shoe jobber who has 
just returned from Brockton and other 
New England shoe centers said that 
he had no difficulty in obtaining all the 
merchandise he wanted, if he were will- 
ing to pay the price. “There was no 
shortage of shoes, so far as I could 
learn,” he said, “provided you had the 
money to do business. Shoe manu- 
facturers are checking up on credits 
more carefully than ever, and we job- 
bers are doing the same thing. We 
can’t afford, to take chances at the 
present price levels. In my business I 
have found that the solid, reliable, retail 
merchant is the one who is kicking 
about present prices. When a buyer 
comes in and does not complain of high 
prices, I check his credit more carefully 
than usual. I have found that the 
irresponsible retail merchant is more 
willing to take a chance on a big stock 
of high priced merchandise than is the 
reliable merchant.” 


Philadelphia 


A PROSPEROUS SUMMER 


Public’s Buying Power In- 
creasing 

This Summer has been one of the 
most prosperous in Philadelphia for 
many years, a fact that may readily be 
established from both the observation 
of cause and effect. Every day sees 
new industrial enterprises getting under 
way after the “readjustment period,” 
and wages, which for a while showed a 
tendency (though nothing more than a 
tendency) to decrease, have taken an 
upward turn again. The labor market 
is a seller’s market, and apparently the 
only reason that business expansion is 
not even greater than it is is the fact 
that the labor supply is not equal to 
the demand. 

The results are to be observed in 
heavy volume of business in all retail 
lines, and particularly in the various 
apparel lines, which furnish probably 
the most sensitive barometer of the 
public buying power. 


In view of circumstances, shoe mer- 
chants quite generally feel confident 
that the end of this season will show a 
volume of sales unprecedented for 
several years. Certainly it will if the 
records so far established are any 
criterion for the rest of the Summer. 


ALLIED COUNCIL “LOOKS 
' GOOD” 


Secretary-Com missioner Mirkil 
Busy 


Secretary-Commissioner Mirkil of 
the National Shoe Retailers’ Associa- 
tion, who also is secretary-treasurer of 
the Allied Council of the American 
Shoe and Leather Industries and Trades, 
has been kept busy for the last month 
replying to the favorable comments 
which have poured in from all over the 
country over the outcome of the or- 
ganization of the council and its im- 
mediate adoption of “‘live wire’’ activi- 
ties. The promulgation of a standard 
color card for the first time in the shoe 
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This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 








Mailing Addressing 
MULTIGRAPHING 


Rapid, Accurate Work. Low Prices 
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SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
1s a part of “Recorder” service to 
merchants. 








EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
gure journal in the world pub- 
ished for the shoe merchant. 











and leather industries and trades has 
come in for the most hearty support. 

The retail trade is particularly pleased 
with the eight colors which have been 
adopted for 1920, inasmuch as they 
have been selected with the end in 
view of keeping the retail stocks 
moving. 

The colors selected are sufficiently 
varied to allow the merchant to please 
all tastes, despite the fact that they are 
so few. This means the elimination of 
an endless variety of ‘overlapping’ 
shades, colors which are almost, but not 
quite, like other colors, and for which 
there never seems to have been any 
necessity other than the desperate 
effort of competing shoe manufacturers 
to produce novelties. 

“It is going to simplify buying tre- 
mendously,’”’ says one Philadelphia 
merchant. “If you want gray, you 
simply go out and buy gray. You 
don’t have to worry over the com- 
parative merits of twelve or fourteen 
varying shades of grays and you know, 
when all is said and done, that it 
doesn’t make a particle of difference to 
the public.” 


ON THE MAP 


Black Shoes for Men to Be Popu- 
larized in 1920 


F For some time past blacks in men’s 
shoes have not been selling up to the 
comparative standard, owing to the 
vogue for those very dark shades of 
brown which scarcely can be dis- 
tinguished from black, and which the 
public therefore has been wearing where 
black would have been worn before. 
For 1920, the Allied Council intends to 
put the black shoe back on the map, 
in a position worthy of its importance. 
The subtle encouragement of black 
shoe purchases will be accomplished 
by swinging the browns on the color 
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card into lighter shades—in short, by 
producing again more of a contrast 
between black and brown. 

The purpose back of this is a double 
one. It is to keep retail stocks of 
blacks moving, and to keep production 
evenly balanced, for only by so doing 
can the pace of efficiency and economy 
which the shoe and leather industries 
have set be maintained. 


N. S. R. A. MEMBERSHIP GROW- 
ING 


Merchants Quick to See Advan- 
tages to Be Derived 


As the news of the plans and the 
work of the Allied Council are spread- 
ing through the retail trade, says 
Secretary-Commissioner Mirkil, the 
rate at which new applications for 
membership in the National Shoe Re- 
tailers’ Association are being received 
has been increasing. 

The service of the association, in its 
various activities, is becoming more 
and more a necessity and an economy 
for the individual merchant. 

Now with the Allied Council occupy- 
ing the same headquarters as the retail 
association, and with a chairman and 
secretary who are prominent among 
the retail merchants, it is not strange 
that merchants have been quick to 
seize the opportunity to put them- 
selves “‘on the inside’’ with the organ- 
ization which is destined by mutual 
consent of all elements in the shoe and 
leather industries and trades to guide 
the destinies of all of these elements. 

This organization today is unparalleled 
in any other industry, and it is the be- 
lief of many that it is destined to be the 
model for the organization of all other 
progressive industries in the realign- 
ment of American business and in- 
dustry which must take place within 
the next decade or two. 


Louisville 


BUSINESS IS HUMMING 


City Prosperous—Shoes Moving 
Lively 


Business is humming along in fine 
shape with the retail merchants of 
Louisville, there being a steady and 
good demand for men’s shoes, with an 
increased volume of white goods mov- 
ing for men. In women’s shoes the 
demand is largely for white canvas and 
washable kid in pumps and oxfords, the 
demand for tans, blacks and patents 
having slumped off all at once when 
hot weather struck. Men’s depart- 
ments are doing an unusually good 


volume of business, while women’s de- 
partments are exceptionally busy even 
for this season. All indications point 
to a good demand during the dog days ~ 
this year, as the city is prosperous and 
all fixed for a gay Summer. 


REGARDING PROHIBITION 


Believe Local Business Will Be 
Helped 


As the date for national prohibition 
drew closer, many arguments were 
heard on the streets and in the shoe 
stores relative to the effect of prohibi- 
tion on business. While a good many 

















July 12, 1919 


distillers and a wide liquor interest will 
be hurt in Louisville, it is generally held 
that voting out booze has helped busi- 
ness in other cities and states, and it is 
believed that it will help locally. The 
Retail Merchants’ Association, Board 
of Trade and other organizations have 
been loyal to the whiskey interests, how- 
ever, and have been fighting and en- 
dorsing the movement to prevent pro- 
hibition from becoming effective until 
January 16, 1920. Under the original 
constitutional amendment plan _ the 
liquor interests were to have had until 
that time to dispose of stocks which 
were manufactured under Govern- 
ment supervision. Reduction of the 
selling time limit has hurt many big 
interests in the Bourbon state, but 
from the business standpoint as a 
whole the country will be better off, 
according to Louisville interests. 

Louisville retail merchants, through 
the Board of Trade, Retail Merchants’ 
Association, Shoe Association and other 
organizations have been working on 
the luxury tax problem, and have found 
that several congressmen are in har- 
mony with the merchants on the sub- 
ject. 

ANNUAL PICNIC HELD 


John Barleycorn and Little Friends 
Present 


The June meeting of the Louisville 
Retail Shoe Association was postponed 
due to the fact that the Retail Mer- 
chants’ Association had its annual picnic 
scheduled for the same day. The mer- 
chants met at Hikes Point, where they 
had one big picnic, which will probably 
be the last one in which John Barley- 
corn and his little friends will aid in the 
entertainment. Members and guests 
met at Fourth and Guthrie streets, and 
went to “The Devils Kitchen,” a road 
house and picnic ground by motor. 
Baseball, on a good diamond, foot 
races, sack races, general eats, cards, 
etc., added to the day’s fun. There 
were even a few crap games going at 
intervals when the officers were not 
looking. 


AN ORDER FROM FRANCE 


Hutsell & Smith Sell Shoes to 
Nurse 


Hutsell & Smith, ‘merchants of 
Winchester, Ky., recently received an 
order from Miss Maude H. Randall, an 
American Red Cross nurse, with the 
A. E. F., for two pairs of shoes to be 
sent to Savenay, France, where she 
is located. Miss Randall complained 
in her letter of her inability to secure 
the kind of shoes she desired. She told 
the company to look up her previous 
orders. Miss Randall for some months 
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worked in Eastern Kentucky on Red 
Cross work and had purchased shoes 
several times from the company. 


KENTUCKY SHOE MERCHANTS 
Discussing Plans for Fall Meeting 


Plans are again being discussed for 
holding the meeting of the Kentucky 
Shoe Retailers sometime in the Fall, 
but nothing definite has been decided 
upon. With the exception of Louis- 
ville there are not many specialty shoe 
houses in the state and men who are 
operating general stores are members 
of the Kentucky Retail Merchants’ 
Association, Kentucky Clothiers’ Asso- 
ciation and other organizations, which 
are duplicating a considerable amount 
of work. It has been a hard matter to 
stir up interest in a state shoe associa- 
tion, which resulted in postponement 
of a scheduled Spring meeting. How- 
ever, a strong effort will be made to 
stir up interest outside of Louisville 
and get an attendance at the Fall 
meeting. 


TRADING STAMP PROBLEM 


Clothiers’ Association Holds Meet- 
ing—Officers Elected 


The Trading Stamp problem is again 
being taken up by retail merchants, 
who expect to make another fight on 
the issue at the next session of the 
general assembly. At the annual meet- 
ing of the Kentucky Retail Clothiers’ 
Association at Lexington the organiza- 
tion adopted resolutions condemning 
stamps and it was announced that two 
Louisville houses were behind the 
movement which prevented stamps 
from being abolished. Col. Fred Levy, 
of Louisville, presided at the meeting, 
in the absence of Granville Burton, Jr., 
of Crutcher & Starks, who was detained 
in the East. About forty dealers in 
men’s shoes, hats, clothing, furnishings, 
etc., were present at the meeting. 
Sawson Springs, Ky., was named for 
the next convention. Officers elected 
were Ellis Malone, Franklin, president; 
W. C. Fisher, Lexington, first vice- 
president; Withers Davis, Paris, second 
vice-president; L. G. Boone, Elkton, 
secretary; A. L. Harbison, Shelbyville, 
treasurer. 


GENERAL SITUATION DIS- 
CUSSED 


By Charles Siersdorfer, Store 
Manager 


Charles Siersdorfer, manager of the 
shoe department of Besten & Langen, 
Inc., Louisville, in discussing the general 
situation said: ‘“‘Women’s white shoes 
are in big demand, especially fine grades 
of kid, of the washable variety, and 
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Where to Buy 


MEN’S SHOES 


~~K NIPE BROS; 


MAKERS OF MEDIUM PRICE 


MecKAYS and WELTS 


Specialty of Flexible Welts 
Factory, WARD HILL, MASS. 














: FINE FASHIONS FOR MEN: 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 


Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Factory Salesroom 
Brockton New York, N. Y. 
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Brockton. Mass. 
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Where to Buy 


Men’s, Women’s and Children’s Shoes 








ELIAS BERLOW 
Selling Agent 
“FISKE’’—MEN’S SHOES 
* ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


reignskin. Such merchandise is hard 
to get as it is scarce and high grade 
canvas is also hard to secure as manu- 
facturers have been having trouble in 
securing textiles. Business has been 
all that I expected and then some, with 
prospects for a big Fall business at even 
stronger prices.” In answer to a ques- 
tion regarding a rumor that bronze was 
coming back for Fall use, Mr. Siers- 
dorfer said: “I’ve purchased some 
bronze boots, but I’ve not satisfied 
myself as yet that there will be any 
heavy demand.” 


RETAIL NEWS 

Here in the City and at Camp 

Ben Middendorf, manager of the 
Louisville store of the Florsheim Com- 
pany, reports a very good run of busi- 
ness throughout the Spring, with stocks 
well cleaned up on odds and ends and 
indications of the Spring and Summer 
season closing with the stock cleaner 
than at any other time in the history 
of the store. Mr. Middendorf will go 
up to the Chicago office for a few days 
in July, and is also planning an Eastern 
trip. 

Louis Byck, of Byck Brothers, 
Louisville, recently purchased a hand- 
some residence on South Third Street, 
consisting of a three-story stone front. 

Albert Vogel, of Vogel Brothers Shoe 
Manufacturing Company, is expected 
back shortly from the West, where he 
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attended the annual meeting of the 
National Rotary organization and went 
on to the coast. 

Business handled by such stores as 
are still operating at Camp Taylor is 
dull and indications are that most of 
the branch stores will be closed within 
the next few months, as it is only a 
short distance to the main stores in 
Louisville and the cost of operating the 
branch stores is not justified, consider- 
ing the small volume of business obtain- 
able since the force was reduced. Six 
thousand men is a fair garrison now, 
whereas almost ten times that number 
were in camp at this time last year. 


PRICES MUCH HIGHER 


Many Contributing Factors 
Cited 

From opinions expressed by several 
leading shoemen of Louisville, indica- 
tions are that prices will be much higher 
in the Fall: One merchant reports that 
every shoe that sold last season for 
fifteen dollars will be eighteen this year, 
with prospects of twenty dollars being 
the price of some high grade shoes which 
formerly sold for eight to twelve dol- 
lars. The labor situation in the Eastern 
factories, eight-hour days, high cost of 
materials, freights, etc., are all adding 
to the retail cost. in numerous ways. 
Most certainly America did not know 
how well off she was before the war. 


Topeka Kas. 


ACTIVE SUMMER SEASON 


Constant Demand for Style and 
Quality 

The July and August season, formerly 
a dull period in the retail shoe business 
in Topeka, is starting. Five retail 
merchants asked about prospects for 
the 1919 Summer, all tell the same 
story. The July and August season 
will “hold up.” This has been the 
experience during the past three years. 

Before, it was necessary to run sale 
after sale to keep the clerks busy. Now 
proprietors who want vacation time in 
the mountains or at the lakes find it 
hard to get away. 

R. P. Sowers of the Walk-Over Shoe 
Company says the reason is that cus- 
tomers, particularly women, are paying 
as much attention to the “dressing of 
their feet’”” as they do to buying hats. 
The constant demand for style and 
quality has eliminated the dead season. 

The past two weeks have brought on 
the hot weather. The result is heavy 
trade in white, particularly low shoes. 


Although this is distinctly inland terri- 
tory, there are more sales of white shoes 
to men than ever-before. Reignskin 
cloth in white shoes is being pushed by 
some stores instead of the kid stock. 


BETTER SALESMANSHIP 


Retail Merchants Paying More 
Attention to Methods 


Topeka retailers are paying. much 
attention to better salesmanship meth- 
ods. The Payne Shoe Company gives 
its clerks pay checks on the basis of 
sales for the previous year. Any busi- 
ness in excess of the previous year’s 
total is rewarded with a bonus. A. A. 
Scard of the Crosby Brothers shoe 
department believes strongly in the 
“P. M.” system to sell broken lots of 
shoes. He emphasizes constant study 
of the stock. 

“TI expect the clerks to talk shoes 
from the time they start work,” Mr. - 
Scard says. ‘‘When the customers are 
not here, there is plenty to do, talking 
shoes and arranging stock.” 
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EFFECT OF PROHIBITION 
More Trading Locally Predicted 


There is much interest in Kansas 
retail circles as to the effect of pro- 
hibition. Kansas, of course, has been 
prohibition for forty years, but Kansas 
City, the biggest trade center in the 
near ‘“‘wet”’ territory, always has drawn 
heavily because of the great number of 
people who go to Kansas City for week 
ends. Part of the attraction un- 
doubtedly has been the hotels and 
cabarets. With Kansas City “dry” 
Topeka merchants believe there will be 
more trading at home. The best index 
will be the comparison of railroad ticket 
sales. 


WHEAT HARVEST ON 


Shoe Merchants Furnishing Men 
For the Work 


The Kansas wheat harvest is on now. 
The crop will be more than 200,000,000 
bushels, but will not be quite as large 
as expected because of the continued 
heavy rainfall. Retail shoe merchants 
are joining in with their brother mer- 
chants in the wheat belt in furnishing 
men to aid in the harvest, particularly 


during the twilight hours. There are 
jobs in the harvest field that can be 
performed by men who are “soft” 
because of continued inside work. The 
store men who go to the fields, generally 
are satisfied to let the “heavier” jobs 
alone. 


WILLIAM GRANT RETURNS 


From Almost Continuous Action 
Overseas 


William B. Grant, who was manager 
of the shoe department in the Warren 
M. Crosby store, has been discharged 
from service in Company E, 353d 
Infantry which was in the 89th division. 
Grant went into service April 27, 1918, 
landed in England June 17, and reached 
the front August 17. His organization 
was in almost continuous action from 
September 12 to the Armistice. He 
later served in the Army of Occupation. 
Grant’s brother, Zachary A. Grant, 
was in the 353d and was killed in action. 
During Grant’s absence, his place as 
manager of the shoe department was 
taken by his brother C. M. Grant. 
William Grant will return to work 
July 15 after a month’s vacation follow- 


* ing his service. 


Chicago 


RETAIL SHOE MERCHANTS 
LEAD 
All Downtown Stores Closed on July 
4 and 5 
‘The Chicago Shoe Retailers’ Associa- 
tion established a precedent as well as a 
“scoop” by coming out in all the 
Chicago newspapers with the following 
announcement: 





**Announcement 
‘*All retail shoe dealers with- 
in the loop announce that 
stores will be Closed on July 
4th and 5th. 
Chicago Shoe Retailers’ 
Association 
F. E. Foster, Pres.’’ 











This was the only organization or 
association in Chicago of not only retail 
merchants, but of other trad.s, that 
used any publicity in announcing the 
closing of business on July 4 and 5. 


PRE-HOLIDAY BUSINESS GOOD 


White Shoes Everywhere 
Apparent 
July 2 and 3 in the shoe stores of 
Chicago resembled ordinary Saturdays 


in activity and volume of sales. Due 
to the fact that the last two days of the 
week would be holidays, and on account 
of the foresight and good judgment of 
the Chicago Shoe Retailers’ Association 
in informing the public of this suffi- 
ciently in advance to permit of early 
shopping, the short week proved one of 
particularly good business to the shoe 
trade. Considerable outing and Summer 
footwear was sold. -White shoes were 
everywhere the predominant apparel. 
As. a whole, no merchant deprecated 
the interference of the two-day holi- 
day. 

On the contrary all are happy in the 
idea that it afforded the employes as 
well as themselves a much needed and 
well deserved vacation. 


SALES IN PROGRESS 
Some of the Specials Are Listed 


The first week of clearance sales, 
coming during holiday week, was 
widely participated in by an anxious 
public. Pumps and oxfords in all 
styles and all colors made up the special 
offerings, and were purchased eagerly. 
Some of the specials included the fol- 
lowing styles presented by the Cutler 
Shoe Company: 


Buckle Colonial—Full art-French 
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Where to Buy 


MISCELLANEOUS 








LATEST STYLES IN 
COLONIAL BUCKLES 
Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 








\l 2 W" SumMNER SMITH 


















CHICAGO ILL. 


BATHING SHOES 


— WRITE — 








SALES LETTERS 


MULTIGRAPHED-— 
FILLED IN--SIGNED— 
‘MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Samples. Large Variety of 
Color Effects 
WIN-DECO DISPLAY SERVICE 
93 Federal St. Boston 











Where to Buy 
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WANTED 
Where to Buy. Stvizs 
An extra editorial service to “Recorder” 
readers, free for the asking, with authentic 
information on current problems. 
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We feel mighty 
Proud of our service 


Out of stock 


Those who have 
Made weekly _ 
Demands on the 
In-stock-department 


Say—Justly so 


We wish that all 
Our accounts could 
Step in and see 
The volume of 


Shoes carried 


Fact is we 
Carry the largest 
Stock of women’s 


Footwear, exclusively 


Goodyear welt 
Of course you 


Will want to see 


What we have 
For Fall 


Beautiful Boots and 
Low cuts for 

Fall and Winter 
Wear are illustrated 


In our catalog 


We called our printer 
On the phone for 
An early delivery 


You can insure 
Getting your copy 
By asking for one 
No obligation 
Williams Clark & Co. 
Lynn, Mass. 


“The warrant of value 
that makes you sure”’ 
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heel, light-weight sole, black enameled 
buckle, $8.00. 

Opera Pump — $7 value — Brilliant 
patent leather, full French heel, turned 
sole, $4.95. 

Semi-dress Oxfords —$7 values — 
mirror-finish patent, boulevard heels, 
willow-weight soles, $4.95. 

Luxury Pumps—with the new “Junior 
French”’ heel, whité canvas, $7.00; dull 
kid, patent, $7.75. 

Walking Oxfords—Fine calf finishes, 
light-weight soles, dress-military heels, 
mahogany, $7.00; patent, $7.50; se- 
lected suede, $8.50; dull, $6.50. 

Buckle Colonial—Soft dull calf, flex- 
sole, full French heel, silvered steel 
buckle, $8.00. 

Sailor Tie Colonials—Worn with silk 
tie or buckle, art heels, flex-soles, gloss 
patent, $7.00; dull kid, $8.00. 

White Oxfords—Fine canvas, full 
French heels, $5.50; dress-military 
heels, $5.00. 

Oxfords—$7 values—Black glazed 
kid, Summer tan, patent, suede and 
satin, French heels, flexible soles. 
Specially priced at $4.95. 

Oxfords—$7.50—-$8.50 values—Finest 
quality black suede and satin, also 
combinations in leather and satin, 
$5.95. 

Buckle Colonials—$9-$10 values— 
Selected black suede, pliable soles, 
boulevard French heels, beaded steel or 
black enameled buckle, $7.95. 

I. Miller is offering for special clear- 
ance 12,000 pairs of pumps and oxfords, 
which includes all sizes and widths in 
brown kid, black or dull calf, patent 
leather, brown kid, satin backs, tan 
calf, black satin, black kid, black buck, 


bronze kid, white kid, white canvas, | 


white buck and brown satin. The 
prices range from $7.45 to $10.95. 

O’Connor & Goldberg include the 
following in their annual mid-Summer 
sale: 

Patent kid tongue pumps—hand 
stitched turned soles, French covered 
heels, bench made. Sale price, $6.95. 

White kid dress oxfords, hand stitched 
turned soles and wood French heels. 
Very special sale price, $8.35. 

Soft dull glove kid pumps, with jet 
buckles attached. Welt soles, and 
slim French heels. Sale price, $7.35. 

Black satin dress colonials. Satin 
covered buckles are attached. Hand 
stitched turned soles and French heels. 
Special sale price, $8.95. 

White canvas semi-sport oxfords. 
High grade canvas. Welt soles and 
military heels. Sale price, $7.35. 


Patent opera pumps. Also in black 
calf. Hand stitched turned soles. 
Bench made throughout. Slim French 


heels. Sale price, $9.85. 


Brown calf walking oxfords. Light 








weight welt soles and leather military 
heels. Sale price, $7.95. 

White kid semi-sport oxfords, with 
light weight welt soles and 14-inch 
wood military heels. Very smart. See 
them at this sale price, $10.35. 


RESULT OF CONTEST 


Cutler Shoe Company Selects 
‘*Junior French”’ Heel 


The Cutler Shoe Company, in re- 
questing. through a small newspaper 
advertisement the naming of a low 
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Louis heel, received an overwhelming 
response, although no prize or induce- 
ment was offered for the name chosen 
or for names suggested. A total of 
1,718 people submitted suggestions, 
manifesting a surprising interest in a 
matter of this kind, and particulary in 


footwear. The name selected was 
“Junior French” Heel. 
The Cutler Shoe Company has 


announced that beginning with July 12 
and continuing up to and including 
September 13, the closing hour on 
Saturdays will be 7 P.M. 


Milwaukee 


ORDERS STILL ON INCREASE 


Retail Trade Continues to Buy 
Heavily 


The shoe factories at Milwaukee 
find no relief from the high pressure 
which they have experienced for several 
months. Orders still are on the in- 


crease, requiring manufacturers to strain . 


every facility tothe,utmost. The re- 
tail trade continues to buy heavily and 
orders coming by mail and through the 
travelers form an enormous volume. 
The labor situation is one of acute 
shortage of competent workers. It is 
difficult to procure good help at any 
price, although a considerable number 
of men and women could be had if 
ability and willingness to work were 
no objects. 


A BANK CONSOLIDATION 


Shoe and Leather Indfistry 


Represented 


Business men of Milwaukee are 
justly proud of the fact that on July 1 
this city became the seat of one of the 
largest banks in the United States by 
the consolidation of the First National 
and the Wisconsin National banks. 
The two institutions have been running 
neck and neck for first: honors as to 
size of resources for several years and 
both recently reached and passed the 
$50,000,000 mark. The merged banks 
are now known as the First Wisconsin 
National Bank, with a capital and sur- 
plus of $8,250,000 and total resources 
of $103,000,000. The shoe and leather 
industry is represented on the board of 
directors by Fred Vogel, Jr., president, 
and Charles F. Pfister, vice-president, 
Pfister & Vogel Leather Co., and 
Adolph Finkler, secretary, Albert Tros- 
tel & Sons Co. Mr. Vogel served as 


president of the First National for many 
years but retired July 1, when the 
merger became effective, consenting to 
remain a director. 


Forsyth Plant Growing 


The Forsyth Leather Company, Wau- 
watosa, suburb of Milwaukee, has 
awarded contracts for the erection and 
equipment of an addition to its plant 
which will make possible a material 
increase in output and relieve the 
pressure upon existing facilities. The 
project is in charge of Charles H. 
Stehling Company, 401 Fourth Street, 
Milwaukee, specializing in tannery and 
leather plant construction and equip- 
ment. 

Holiday Made Vacation 


The Fourth of July holiday was made 
a three-day vacation by nearly every 
manufacturer, wholesaler and the retail 
trade in Milwaukee. Factories and 
stores closed Thursday afternoon and 
did not redpen until Monday morning, 
inasmuch as Saturday is only a half-day 
in the factories. Experience has proved 
to industrial concerns that it is practi- 
cally impossible to muster enough 
workers to call it a force on the day 
after a Friday holiday. Two instances 
of recent date were Memorial Day, 
May 30, and Red Arrow Day, June 6. 


SPIRIT OF CO-OPERATION 


Leading Shoe Stores Advertise Early 
Saturday Closing 


In making public the fact that the 
leading shoe stores of Milwaukee will 
close at 6 P. M. on Saturdays during 
July and August, twelve of the largest 
concerns in the heart of the city used 
newspaper space liberally last week. 
The following explanation of the action 
was made therein: 

“We, the undersigned shoe merchants, 
believe in the spirit of co-operation. 
We believe in rendering the best possible 
service and the extension of every 
courtesy to our patrons. 

“We realize that in a large measure 
we must accomplish these things through 
our sales people. The long hours they 
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are now compelled to work Saturdays 
during the hot weather makes the ful- 
fillment of their obligation very diffi- 
cult. 

“We, therefore, feel the public will 
gladly co-operate by shopping early and 
assisting in the creation of more 
pleasant working conditions, thus assur- 
ing better store service.” 

The signatories were: Brouwer Shoe 
Company, Feltman-Curme Company, 
Regal Shoe Company, Stover’s Walk- 
Over Shoe Store, Novelty Shoe Com- 
pany, Jos. A. Schumacher, Kenney 
Shoe Company. Caspari & Virmond 
Company, G. R. Kinney Company, 
Diamond Shoe Company, Florsheim 
Shoe Store Company and Hanan & 
Son. 


INIMICAL LAWS KILLED 


Buck and Skogmo Bills Come to 
Naught 


In the closing days of the biennial 
session of the State Legislature at 
Madison, Wis., a number of bills were 
killed which for the time being caused 
much concern among members of the 
shoe and leather industry. One of these 
was the Buck bill which would have 
undone all the good work accomplished 
at the 1917 session by the combined 
forde of retail merchants in putting the 
trading stamp out of business in Wis- 
consin. Another was the Skogmo bill 
aiming to put the entire state on a basic 
eight-hour day. This measure has 
bobbed up at every session for the last 
ten years and four years ago its pro- 
ponents were successful in passing a 
maximum eight-hour law for women 
and minors. At this session it was 
attempted to place all men on the same 


basis but the effort came to naught’ 


largely because of the impracticability 
of the scheme. — 


Allow More Latitude 


At the urgent request of shoe manu- 
facturers, the Milwaukee Common 
Council is considering a change in the 
ordinance regulating the storage of 
rubber cement to allow greater latitude 
in maintaining supplies. The present 
rule specifies that not more than ten 
barrels may be stored in one place and 
this must be kept in a fireproof vault. 
If the change is adopted, it will be per- 
missible to store an entire carload. 


RETAIL TRADE BRISK 
Sport Shoes Have Sold Well 


Although there were only four busi- 
ness days in the week of June 30 to 
July 5, because of the cessation of com- 
mercial activities on Friday and Satur- 
day, shoe trade during the week is re- 
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ported as excellent. Thousands of 
people left town Thursday evening to 
be gone until Monday, and a large share 
sought the various inland lakes in which 
this vicinity abounds. Sport shoes 
were in especially good request from 
both men and women, while white 
dress footwear for women also moved 
well. These demands, together with 
the usual good buying of regulars and 
staples in Summer goods, formed an 
excellent volume. 

INDUSTRIAL OPENING AT HART- 

FORD 


Factory Available for Shoe Manu- 
facturing 


O. P. Kissel, Hartford, Wis., a mem- 
ber of the big Kissel motor car manu- 
facturing interest at that place, is 
advertising in-the Milwaukee news- 
papers for tenancy of an available fac- 
tory adapted for shoe manufacturing 
purposes. Mr. Kissel offers a $20,000 
bonus for purchasing and operating the 
plant, which is of brick, with light and 
power plant, and contains 30,000 square 
feet of floor space. Hartford is a city 
of 5,000 people and Mr. Kissel points 
out that the plant would be an ideal 
location for a shoe industry, as there 
are plenty of girls available at living 
wages. The factory was built origi- 
nally for a clothing manufacturer. 


‘PLAYING BALL” AT 
MILWAUKEE 


League ‘Games of Shoe Manu- 
facturers for Summer Season 


The Milwaukee shoe manufacturers 
are already “‘playing ball.”” The open- 
ing of the season was marked by a 
monster parade which was fifteen blocks 
in length. This was comprised of the 
shoe baseball fans. The parade was 


. headed by the honorable brass band 
and each of the seven factories repre- - 


sented in the league furnished auto- 
mobiles for the conveyance of factory 
employes desiring to visit the game. 
Each of the seven shoe factories’ base- 
ball teams were in uniform and headed 
each factory automobile sector. Every 
person in the parade was equipped 
with some noise-making device. Traffic 
officers held up all traffic for the parade 
and every detail went through on 
schedule. 

Already games have been played on 
May 31, June 7, June 14, June 21 and 
June 28. 

The following is the schedule for the 
rest of the Summer season: 

July 12—Weinbrenner vs. Edmonds 
at McKinley; Harsh & Chapline vs. 
Mayer Boot & Shoe at Humboldt; 
Milwaukee Shoe vs Weyenberg at 
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Riverside; Nunn & Bush vs. Un- 
knowns. 

July 19—Weinbrenner vs. Harsh & 
Chapline at Washington No. 2; Mayer 
Boot & Shoe vs. Milwaukee Shoe at 
Washington No. 3; Nunn & Bush vs. 
Weyenberg at Washington No. 1; Un- 
known vs. Edmonds. 

July 26—Weinbrenner vs. Mayer 
Boot & Shoe at Riverside; Harsh & 
Chapline vs. Milwaukee Shoe at 23d 
& Auer; Nunn & Bush vs. Edmonds at 
McKinley; Weyenberg vs. Unknowns. 

Aug. 2—Weinbrenner vs. Milwaukee 
Shoe at 23d & Auer; Mayer Boot & 
Shoe vs. Nunn & Bush at Riverside; 
Weyenberg vs. Edmonds at McKinley; 
Harsh & Chapline vs. Unknowns. 

Aug. 9—Weinbrenner vs. Nunn & 
Bush at 23d & Auer; Mayer Boot & 
Shoe vs. Weyenberg at McKinley; 
Harsh & Chapline vs. Edmonds at 
Humboldt; Milwaukee Shoe vs. Un- 
knowns. 

Aug. 16—Weinbrenner vs. Weyen- 
berg at Washington No. 2; Milwaukee 
Shoe vs. Edmonds at Washington No. 
1; Harsh & Chapline vs. Nunn & 
Bush at Washington No. 3; Mayer 
Boot & Shoe vs. Unknowns. 

Aug. 23—Weinbrenner vs. Un- 
knowns; Harsh & Chapline vs. Weyen- 
berg at Riverside; Milwaukee Shoe vs. 
Nunn & Bush at 23d & Auer; Mayer 
Boot & Shoe vs. Edmonds at Mc- 
Kinley. 

Aug. 30—Weinbrenner vs. Edmonds 
at 23d & Auer; Harsh & Chapline vs. 
Mayer Boot & Shoe at McKinley; 
Milwaukee Shoe vs. Weyenberg at 
Riverside; Nunn & Bush vs. Un- 
knowns. 

BADGER NOTES 


News of Retail Shoe Stores 


O. A. Haase, Oshkosh, Wis., who has 
maintained a branch store at Marinette, 
Wis., for several years, expects to move 
September 1 to a new location, now 
being prepared. Mr. Haase bought a 
large store building on Main Street 
several months ago and when improve- 
ments are completed, it will be virtually 
a new structure. 


C. P. Hanson, for twenty-six years in 
the retail shoe business at Elkhorn, 
Wis., has sold out to Morris Cohn of 
Chicago. 


T. J. Tuchscher, who recently dis- 
posed of his shoe store and repair busi- 
ness at Wausau, Wis., and bought the 
Wear-U-Well Shoe Shop at Waukesha, 
has resold the property to Grover J. 
Wheeler and Clarence B. Alrick, who 
took possession July 1. Mr. Wheeler 
will be active manager. He comes 
from Elgin, Ill., and has had wide 
experience in merchandising and repair 
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These men know the value 
of Goodyear Repairing Machinery 


OODYEAR Welt Shoe Machinery remakes the shoes brought you for repairs. It does 
not cobble — it rébuilds them. People know this. And so they take their shoes to 


the shops where they can get them rebuilt by the Goodyear Welt Shoe Repairing System. 
Such shops prosper. It saves you time and money and brings you increased business 
through satisfied customers. 

Write for plan and catalogue of the various style outfits we make 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
Chicago New York Brockton Milwaukee Rochester Lynn 
1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhil] San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, P. New Orleans 
301 American Casualty Building, Reading, Pa. 
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work. Mr. Alrick conducts a shoe 
store at Whitewater, Wis., and will 
continue to devote his entire time to 
this interest. 

Frank L. Brown, for two years with 
the W. G. Schumacher Company stores 
at Madison, Wis., will open his own 


store on State Street in the same city 
about September 1. 

The Monticello Harness Company, 
Monticello, Wis., which has been carry- 
ing a stock of men’s and boys’ work 
shoes for many years, is enlarging the 
line to embrace dress shoes. 


Rochester 


A MEMBERSHIP CAMPAIGN 


By Commercial Travelers’ 
Council 


Under the leadership of Gus Schaube, 
of the Sherwood Shoe Company, teams 
have been organized by the Commercial 
Travelers’ Council of the Rochester 
Chamber of Commerce to conduct an 
intensive membership campaign, in an 
endeavor to obtain the co-operation of 
all Rochester salesmen in the work 
which this organization is doing. 

Other shoe men who are assisting in 
the campaign are: H. J. Beatty, J. P. 
Byrne, Ed. Evarts, J. T. Howard, C. B. 
Rowley, F. W. Rice, R. F. Schneider, 
F. J. Sweeney, J. C. Nugent, W. D. 
Carhart, J. P. Beatty, S. B. Vaisey, 
H. B. Blythe, W. C. Goodger, A. J. 
Killip, F.S. Brill, W. C. Clifford, J. M. 
French, T. N. Denovan. 


ENSIGN DUNN HOME 
Looking Over Shoes for Fall Trip 


Ensign “Jimmy” Dunn, popular 
member of the R. A. T.’S. S., who for- 
merly covered Illinois, Indiana, and 
Missouri for the Utz & Dunn Co., is 
back in Rochester on a furlough, and 
between mail deliveries, at which times 
he looks for his release from active 
duty, he is looking over various shoe 
lines in anticipation of a Fall trip. 


Ensign Dunn trained ‘at the Great 
Lakes Naval Training Station, and 
shortly after the signing of the armis- 


ENSIGN D. J. DUNN 


tice ‘was transferred to the First Naval 
District in New York, where he has 
been on active duty since that time. 


Cincinnati 


Women’s Tan Oxfords in Demand 


GOOD BUSINESS CONTINUES 
With Many White Shoe Sales 


Though the past week was: made a 
short one by the arrival of the day 
which celebrates the signing the Dec- 
laration of Independence, and also 
since Saturday, a short day, immedi- 
ately followed causing a majority of the 
downtown stores to remain closed until 
Monday, the local merchants have 
done a fairly gratifying volume of 
business. White shoe sales continue 
to make up the greater protion of the 
business in women’s lines, while tans 
are the strongest sellers in men’s goods. 


The retail merchants here report a 
condition the like of which has not been 
experienced for many seasons past, and 
that is the great shortage in their stocks. 
Women’s tan.oxfords have been in 
exceptional demand this year, -selling 
strongly the first part of the season, and 
still moving well. Patent leather co- 
lonial pumps are next to white goods 
at this time in demand, and ‘many 
patterns in these lines are sold out, with 
replacement orders coming slow. High- 
grade white footwear is beginning to 
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show an appreciable shortage as against 


.the demand in that quality. 


DELIVERIES A PROBLEM 


Quality and Service Policy for 
Coming Seasons 


The question of the hour with the 
local manufacturers is to what degree 
will they be able to make deliveries of 
Fall and Winter footwear according to 
the dates specified on their orders. On 
the whole, manufacturers in this market 
are well loaded with orders, not being 
able to accept those which are fre- 
quently coming in by mail, and from 
the few visitors in the market, during 
the past two weeks. While the labor 
question has been one of little concern 
this season, the local manufacturers 
have had their delays in not being” 
able to get early deliveries on new lasts. 
This condition is expected to make Fall 
deliveries two and three weeks late. 

Cincinnati manufacturers are follow- 
ing the recent recommendations and 
decrees of the Allied Style Council in 
their consideration of styles and pat- 
terns for next Spring and Summer. 
Few changes are expected. The idea 
of quality and service combined with 
beauty is the chart by which they are 
directing their policies in writing their 
samples for next Spring and Summer. 


A GENERAL EXODUS 
To the Various Style Shows 


A general exodus of the manufac- 
turing heads, sales and advertising 
managers and styles experts from the 
market has taken place this week. 
With the Chicago Style Show, the 
Rochester Style Show and the Bostom 
Style Show all to attend within two 
weeks, firm members of all the local 
manufacturers will be away from their 
desks until the latter part of July. 


ANNUAL OUTING 


Goodyear Tire and Rubber Com- 
pany’s Office Force 


Last Saturday the annual outing of 
the local office force of the Goodyear 
Tire and Rubber Company was held 
at Cold Springs, Kentucky. E. E. 
Furstenau, Southern Ohio sales repre- 
sentative for the Neolin sole, had 
charge of the entertainment arrange- 
ments, and as a result of his diligeft 
work the Goodyear workers returned 
to their desks Monday morning better 
prepared to discharge their duties. 


SATISFACTION EXPRESSED 


By Cincinnati Association of N.S. T. 


The Cincinnati Association of the 
National Shoe Travelers has expressed 
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“All Leather Welts’’ 





P. J. HARNEY 

















An Announcement 


. J. HARNEY, having severed his connections with the 
P. J. Harney Shoe Co., wishes to announce to his 
friends and former customers that he has formed a 
corporation, known as the Harney, Tracy, Crehan Co., for 
the manufacture of women’s high grade welt boots and shoes 
for the exclusive wholesale and retail trade, and has estab- 
lished a standard of style and quality well worthy of inspec- 
tion by visiting buyers. 
You will miss something if you fail to see this line before leav- 


ing Boston. 


There is the experience of a lifetime of shoemaking in every 


pair. 


“ALL LEATHER WELTS” 


HARNEY, TRACY, CREHAN CO. 


BOSTON OFF ICE: 10 HIGH STREET FACTORY: 589 ESSEX STREET, LYNN, MASS. 
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considerable satisfaction through its 
members over the recent ruling of the 
Internal Revenue Bureau at Wash- 
ington which allows commercial travelers 
to deduct all legitimate expenses from 
their income return for taxation. For- 
merly the commercial traveler was 
allowed to deduct from his income re- 
turn only the amount paid for railroad 
fare and sample rooms. Now he may 
deduct all legitimate traveling expenses, 
including meals, porter fees, etc. 


GROUP OF NOTES 


Relating to Stores and Factories 


G. R. Van Meter, manager of the 
new Bostonian Shop which will be 
opened here in the early Fall, spent last 
Saturday in Cincinnati. Mr. Van 


Meter is associated with Harry Meyer 
in Chicago, temporarily. 

The majority of the local factories 
did not operate Saturday morning fol- 
lowing Friday, the fourth of July. Those 
that did remain shut down until Mon- 
day gave their employes a good chance 
to rest in their three-day vacation. 

Reuben Steifel, merchant of Nash- 
ville, Tenn., was a visitor at the Krohn- 
Fechheimer Company factory this week. 

Chas. Voller, manager of the Mabley 
& Carew Company shoe departments, 
returned this week from a two weeks’ 
visit in the East. Mr. Voller finds 
conditions in the East such as can be 
expected so long as high price levels and 
tendencies towards still higher levels 
are in existence. 


St Louis 


SHOES ARE SELLING WELL 
White in all Materials in Demand 


Although holiday conditions last 
week, including the general observance 
of a three-day vacation, and the natural 
after-effects were to have been expected, 
St. Louis retail stores and depart- 
ments report a very satisfactory busi- 
ness, with a very large preponderance 
in the demand for white goods, both 
kid and canvas, as well as cabrettas, 
etc. In fact it is the general impression 
that there will be little or no white 
stock left over and that reduced price 
sales will be decidedly limited. Al- 
though prices have been held, well up 
there has been no cessation of the 
general footwear business and whether 
the demand is due altogether to needs 


or in part to fear of future high prices 


or to general prosperity makes no 
difference to the retail merchants. 
The main fact is that the goods are 
being sold and the cash paid over. 
Outside of the demand for white goods 
the call still evidences the fact that 
almost any good quality, tastefully 
designed shoe is salable and in conse- 
quence there will be much less hesitancy 
about carrying over reasonably com- 
plete lines than ever before. While 
some special bargains are being offered 
by some stores and departments there 
is no evidence as yet of the old cut 
price sales. 


SALESMEN BEGIN TO RETURN 


Fall Lines to Be Ready Later Thanin 
Past 


Salesmen for the wholesale houses 
are beginning to make their way into 
headquarters, although the number is 
still rather small. By the middle of 


the month more will be here, because 
the market buying season will be on 
and the tendency will be to meet cus- 
tomers while in: St. Louis, and then, 
with the ending of the market buying, 
to make for their territories again as 
soon as the house management is ready 
for them to do so. However, this is 
likely to be considerably later than 
usual as manufacturers are not yet as 
sure as they want to be about prices 
and supplies of materials. Neither are 
the samples for the late Fall and Winter 
lines going to be ready as early as usual, 
for the same and allied reasons. It 
seems to be an increasing certainty 
that quotas to salesmen will be more 
restricted than ever, both as to quantity 
and dates of shipment, with, however, 
frequent revisions throughout the travel- 


ing season as leather and price conditions © 


change. Terms are likely to be more 
strictly held to the thirty-day period 
elapsing after shipment, this being due 
to generally satisfactory financial con- 
ditions enabling retail merchants to 
pay and to the further fact that quotas 
will lead to limiting of buying to needs, 
instead of lending aid to speculative 
purchasing. 


A QUARTERLY DIVIDEND 
Declared by Brown Shoe Co. 


The Brown Shoe Company has an- 
nounced the declaration of the quarterly 
dividend of one and three-quarters per 
cent on its preferred stock, payable 
August 1 to stockholders of record July 
19. 

The date of the next common 
stock dividend has not been deter- 
mined. The stock of this company has 
recently shown further advances on the 
exchange and has reached 104 asked 


‘ 
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for common as against the 65 at which 
it was quoted about six months ago. 


A GAIN IN SHIPMENTS 


Public Announcement Made by the 
McElroy-Sloan Shoe Company 


The McElroy-Sloan Shoe Company, 
which is at present the only shoe com- 
pany in St. Louis making public an- 
nouncement of its shipment gains, has 
reported for the month of June a gain 
of $103,605.65 over the same month 
last year and a gain of $583,810.10 for 
the six months of 1919 as compared 
with the first half of 1918. All the 


other shoe concerns have made excel- 


lent gains, but withhold figures. The 
increases have been limited by the 
quotas which have had to be put on the 
salesmen but the interesting fact is 
quite generally noted that the gains 
are in pairs as well as in total value. 
The Samuels Shoe Company, dealing 
chiefly in misses’ and children’s -foot- 
wear, has gained about 65 per cent over 
1918 so far this year. 


LOCAL PRESS AN EDUCATOR 
Explain Fall Prices to Public 


St. Louis shoe men, both retail 
and wholesale, are obtaining publicity 
in the local press with relation to the 
Fall prices which will prevail in foot- 
wear, particularly women’s shoes. 
Statements by President J. J. Sensen- 
brenner of the Missouri Retail Shoe 
Dealers’ Association and President 
A. C. Brown of the Hamilton Brown 
Shoe Company have appeared recently 
in the daily press. Mr. Brown is 
authority for the statement that the 
price to the retail merchant on many 
numbers has already advanced $1.00 
or more per pair, and there are possi- 
bilities that the range of advance may 
go as high as $4.00 per pair on some 
lines. ‘“‘When the present output of 
the factories is placed on the shelves of 
the retailers,” said Mr. Brown recently, 
“the excess cost will have to be charged 
up to the consumer. Further than 
that, with prices of labor, materials and 
machinery mounting steadily, there is 
no relief in sight.’’ President Sensen- 
brenner, in a similar statement, told ~ 
of the European demand for American 
leather and its effect upon the shoe 
situation in this country, and added’ 
that his belief was that fine footwear 
for women, which has sold as high as 
$16 to $18 per pair within the past year, 
cannot be obtained during the coming 
Winter much under $25 per pair, while 
the cheaper grades, which were sold at 
$5 to $6 within the past year, will be 
run up to $7 or $8 per pair. Altogether 
the consumer in this section is being 
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Applied Quicker! 
At Less Cost 
No Cement Needed 


The shoe world has been waiting for a distinct improve- 
ment in rubber heels—and here it is. It’s the KANT- 
SKID! It differs from all others. It possesses features 
which recommend it to all shoe repair shops. To please 
your repairer and your customers, attach KANT-SKID. 


KANT-SKID 


Pneumatic Rubber Heels 


K ANT SKID More ease and comfort with KANT-SKID. It prevents 
~ slipping—absolutely; as long as the heel wears! Firmly 


grips wet or icy pavements. 
HEELS Designed for long wear. Saves rubber where not needed. 


NT SKID ‘Result: Less material—better quality. } 
( A We have a real proposition for shoe merchants with repair 
shops, and shoe manufacturers. Write us today. 


They Positivel 
Sesmui Caan SIEGFRIED, TUBMAN and HOYT 
610 Schofield Building, Cleveland, Ohio 























TRANSLATION | | iy, Trust Compan 


New York City. 
SERVICE CONDENSED STATEMENT 
July 1, 1919 
° ° ° ; ASSETS: 
In connection with our Foreign Loans and Bills Purchased $8,514,946.93 
Service Department we have in- Fete yma ; 1,151,550.00 
augurated a translation service Ey game ror 


for the benefit of our advertisers, Acceptances 158,972.03 
and are prepared to furnish Exchanges for Clearing House 1,066,001.08 


. : h i 2,708,178.64 
accurate translations of com- Cae Ge Eat ane he eee 


munications in any language. LIABILITIES: 


‘ ° e Capital and Surpl $2,000,000.00 | 
Advertisers are invited to make Undivided Profits. " 300,035.96 
: <a> stimated Unearne iscount :000. 
use of this additional feature Bills Payable 860,500.00 
ediscounts ,000. 
at any time. Bonds Borrowed 1,151,550.00 
Reserved for Taxes, etc 49,238.60 
Accrued Interest Payable , 13,804.29 


Foreign Trade Bureau Acceptances 158 572.03 


678,031.11 
Boot and Shoe Recor der Government "765,00.00 
5 


207 South Street oA Boston, Mass. Individual 12,086,849. 


$18,148,981.64 


13,529,880.76 
$18,148,981.64 
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well informed as to the outlook with 
relation to what he will have to pay for 
his Winter needs. 


TO MAKE CHILDREN’S STITCH 
DOWNS 


Brauer Brothers Shoe Company 
Equipment 


The Brauer Brothers Shoe Company, 
which was recently organized as a 


branch of the Brauer Brothers Manu- . 


facturing Company, makers of leather 
goods, has completed the equipment 
of its shoe plant which will make 
women’s fine footwear and children’s 
stitch downs. It will have a capacity 
at the beginning of approximately 1,000 
pairs per day, and methods are being 
arranged for a national distribution of 
the company’s output under trade 
marks which will be provided for the 
use of the distributing agencies, whether 
jobbing or retail. A. J. and E. J. 
Brauer are well known in the leather 
trade and the factory will be managed 
by Frank: Loeffler, who has been known 
to the shoe industry of the West for 
nearly 40 years, having held positions 
in Milwaukee, Wis., Jefferson City, 
Mo., and St. Louis, For three years 


he was with the leather trade in Boston. 


Harry Vinsonhaler in East 


Harry Vinsonhaler of the Vinsonhaler 
Shoe Company is arranging to leave 
early in July for his usual Sunfmer trip 
to.the East in which he will combine his 
vacation period with business. He will 
be accompanied by Mrs. Vinsonhaler 
and will stay at one of the seaside re- 
sorts not far from Boston running up 
to the Hub at intervals to look after his 
Fall and Winter lines which come from 
eastern factories. Mr. Vinsonhaler has 
not been in particularly good health 
during thé past Spring and hopes to 
make his vacation rather longer than 
usual because of this fact. 


RETAIL NEWS GROUPED 


Shoe Departments and Shoe 
Stores 


The new shoe department which @ill 
be established by the L. Ackerman 
Company when it removes its millinery 
and garment store to 511 Washington 
Avenue, where it has increased space, 
will be under the personal management 
of Joseph J. Sensenbrenner, who will, 
however, continue in control of the 
establishment operating at Sixth and St. 
Charles Streets under his name. The 
new store will be in readiness for the 
opening of the new Fall season and the 
interior equipment will be strictly up 
to the minute. 

Harry Fiedeler, manager of the shoe 


department of the Famous-Barr de- 
partment store, is expected back shortly 
from a two weeks’ buying and vacation 
trip to the East. The chief purpose of 
his trip has been to line up his early 
purchases for the Fall trade and to add 
to his buying in preparation for the 
later season demand. Mr. Fiedeler was 
accompanied by his wife on the trip. 

The three-day closing of retail stores 
during the National holiday period was 
quite generally observed and very few 
shoe stores in the down-town district 
were opened Saturday, July 5, having 
given their employes thé opportunity 
for a real outing by advance notice of 
the intention to close. Some few 
stores not allied with the Association 
did keep open, but the reports are that 
the business was not especially good 
as the big industrial plants of the city 
also observed the extra holiday and in 
consequence the usual Saturday buy- 
ing crowd was absent from the down- 
town streets. 

Retail shoe merchants are beginning 
to notice, as some of their advance 
shipments for Fall come in, that a 
greater proportion of their stock is 
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going to fall under the luxury tax law 
than hitherto, owing to the advanced 
prices which they are having to pay and 
the consequent mark-up. The still 
further advances threatened on later 
deliveries will add to this situation and 
may help to bring about renewed 
pressure for the repeal of the luxury 
tax which, seemingly, has been al- 
lowed to fall into the discard at Wash- 


ington. 
MEMBERSHIP CAMPAIGNS 


Among the Local Shoe Travelers 


With the increasing arrival of shoe 
salesmen from their territories the 
activities of the St. Louis Shoe Travelers 
Association are being resumed and 
efforts are to be made during the period 
in town to increase the membership to 
double its present number, if possible. 
Frank Herbers will have charge of the 
campaign as general chairman of the 
committee supervising the work. W. 
H. Goldman was chosen to represent 
the local body at the meeting of the 
National Board of Governors in Co- 
lumbus this month. 


Boston 


A HAWAIIAN VISITOR 


George A. Brown Reports Good 
Business 


George A. Brown of the beautiful 
city of Honolulu, Hawaii, called at the 
‘“*Recorder”’ office during the past week. 
He is here on a buying trip. 

Mr. Brown is the proprietor of the 
Hawaiian Shoe Company and has the 
agency for the Regal, Nettleton, Utz & 
Dunn, Mrs. King’s children’s line and 
the L. B. Evans & Son’s children’s line. 
He also sells Wichert & Gardner shoes 
of Brooklyn, New York. 

“The past five months have been the 
very best im our business history,”’ said 
Mr. Brown. “Our shoe store is one of 
the four owned and operated by white 
men. There aregmany Chinese shoe 
merchants. In the Hawaiian Shoe store 
we carry a full line of findings and 
hosiery. We sell white goods all of the 
year around, made from white kid and 
fabrics. The Japanese and natives are 
good customers and buy a high grade 
of shoe.” 


A SUCCESSFUL BUSINESS 


George N. Tougas Shoe Company 
Open New York Branch 


The George N. Tougas Shoe Com- 
pany located at 161 Summer Street, 
report a very successful business since 


they started in the wholesale jobbing 
business last January. They have re- 
cently opened up a New York Branch 
at 136 W. Broadway with H. B. Hay- 
man in charge where they will carry a 
large line of men’s and boys’ shoes on 
the floor for immediate delivery. 

In anticipation of a large demand for 
shoes for immediate delivery this 
coming season they have filled their 
stock rooms to capacity and should be 
in a position to do a large volume of 
business. 


WHOLESALE DISTRIBUTING 
HOUSE 


Opened at 65 Centre Street, 
Brockton 

A. Sandler of 47 Cross Street, Boston, 
has opened a wholesale shoe distrib- 
uting house at 65 Centre Street, 
Brockton. 

These shoes will consist of the very 
best makes of factories in Brockton and 
surrounding towns and will include 
jobs, factory rejects and countermands 
in both men’s and women’s shoes. 


HARRY GERBERT A VISITOR 


Jacksonville Merchant Calls at ‘‘Re- 
corder’’ Office 

A visitor at the “‘Recorder”’ office on 

July 3 was Harry Gerbert of the Gerbert 

Shoe Company, 331 West Bay Street, 
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A Record Made Possible 
Only by Results for Retailers 
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It was in April, 1917, that we started 
our Chicago Factory No. 1. In it we 
produced men’s and boys’ medium and 
high grade Goodyear welt shoes. Au- 
gust of the same year we made our 
first deliveries. Soon after this it be- 
came apparent that proper service to 
the trade demanded increased facilities. 


September, 1918, the initial shipment 
from this factory was made. The in- 
stantaneous hit made by the shoes 
produced in Factory No. 1 was re- 
peated. There have been no idle days 
since. We came to the Great Central 


Market. We saw what was wanted. 
We conquered because we had the cour- 
age of our convictions and the confi- 


Our Chicago Factory No. 2 was started. dence of friends. 


82% Gain in Sales Over 
Same Period a Year Ago 


Our Chicago Men’s Factory shows a gain as compared with the same 
period a year ago of 82 percent. This phenomenal gain is accomplished 
by giving the trade nice, clean merchandise and values. Waeth the new 
improvements we have been planning for the coming season, we believe 
that this gain will be maintained and increased. 
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Our advances in price are more than justified by leather market condi- 

tions. Leather is scarce and hard to buy at any price. : Some tanners 
- quote prices and then say that they cannot take orders even at the new 

high, unheard-of-before prices. ‘ 
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Our advice to the trade is to anticipate requirements and buy. The up- 
ward swing of prices is still to be reckoned with. All shoes will cost more 


later than now. 
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Progress With the Progressive 


J. W. Carter Chicago Co. 
Chicago, IIl. 
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Jacksonville, Florida. Mr. Gerbert 
carries in his store a general line of shoes 
and hosiery. He is here on a vacation 
and buying trip. 

Mr. Gerbert tells us that he receives 
many suggestions for buying from the 
different advertisements that are pub- 
lished in the ‘‘Recorder’. He reports 
that business at his store is good for 
this time of the year. 


GORDON GOLDSMITH TO ASSIST 
K. M. STONE ; 


In Exhibiting at Boston Shoe Style 

. Show 

Visitors at the “‘Recorder”’ office this 
week were Gordon Goldsmith and Mrs. 
Goldsmith who have come here to 
attend the Boston Shoe Style Show. 

Gordon Goldsmith is assisting K. M. 
Stone, president of the K. M. Stone 
Importing Company, which concern 
has Booth 61 at the Style Show. | Mr. 
Goldsmith will participate with Mr. 
Stone in the exhibit of the full line of 
boudoir novelties made by this house. 
The line is a very wide one, commencing 
with the cheaper fibre soled goods rang- 
ing up to the highest grade of bench 
made mules and d’Orsays; it comprises 
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also low shoes for street wear and eve- 
ning slippers of several grades, including 
the strictly bench-made product of 
their New York factory. 

Some of the models who will appear 
on the runway wearing K. M. Stone 
footwear will be gowned in the beautiful 
negligees made by the Fashion Kimona 
Company of New York, of which Mr. 
Stone is also president. 


NOW S. ROSENBERG & SON 


Lewis Rosenberg Admitted to 
Partnership 


S. Rosenberg the famous “king of 
jobs” gave his son, Lewis Rosenberg, a 
welcome Fourth-of-July present in 
admitting him to partnership and, at 
the same time, changing the style of 
the firm to S. Rosenberg & Son. 

Ever since he entered the business 
some twenty years ago, Lewis Rosen- 
berg has been closely associated with 
the house of S. Rosenberg and his own 
industry and ability have been re- 
sponsible for his steady advancement. 

This news will be welcome to ““Lew’s” 
large circle of friends, which is literally 
speaking country wide. 


Detroit 


EARLY CLOSING MOVEMENT 


Thomas T. Jackson Sets Good Ex- 
ample 


The early closing movement has 
struck Detroit. The department stores 
will probably close Saturday afternoon 
but there is little favor shown the 
movement by the exclusive shoe stores. 
The Retail Merchants’ Bureau, how- 
ever, with James E. Wilson, Walk-Over 
Shoe Store, as chairman, is urging 
shorter hours for the Summer months. 

Thomas T. Jackson, president of the 
Detroit Shoe Dealers’ Association, has 
decided to close and set a good example 
to his fellow merchants but as yet no 

‘other shoe stores have signified their 
intention to do so. 


Michigan Merchants to Meet 


The Michigan Retail Shoe Dealers’ 
Association will meet in Saginaw on 
September 8, 9 and 10. Arrangements 
will be made for a special through car 
for those of the Detroit Association who 
wish to attend. 


To Travel Minnesota 
E. E. Sprague has accepted a posi- 
tion With the McElwain-Chicago Com- 
pany. Mr. Sprague is well known in 


Detroit, where he has held positions 


with the J. L. Hudson Company, the 
Schroder Shoe Company, the Stratford 
Boot Shop and others. He will travel 
the State of Minnesota, with Minne- 
apolis, his former home, as headquarters. 


A PERSISTENT RUMOR 


Will Marshall Field & Co. Open 
Here? 


Rumors persist that Marshall Field 
& Co. will open in Detroit in the near 
future. It is said that they have pur- 
chased from the Ford Motor Company 
the six story building at Woodward 
Avenue and Grand Boulevard, which 
will be remodeled for department store 
purposes. While Detroit is one of the 
best cities to tie up to it does not seem 
to be the part of wisdom to open a de- 
partment store in the midst of a resi- 
dential district. Woodward Avenue is 
a business street but the location men- 
tioned is a couple of miles from the 
retail district of Detroit. 


A Chicago Visitor 


Mr. Goldberg, O’Connor & Goldberg, 
Chicago, motored to Detroit to visit 
the R. H. Fyfe new store. He took a 
boat for Buffalo on his way east. 
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A BUSINESS EXPANSION 
Arnkoff and Futterman 


Louis Arnkoff and A. Futterman, 
owners and proprietors of the Stratford 
Boot Shop, 39 State Street, have leased 
the store next door at 41 State Street 
and will commence alterations im- 
mediately. The partition between the 
two stores will be torn out throwing 
the show rooms into one. Other alter- 
ations ‘including a new front will be 
made to make the store up-to-the- 
minute. 

Three years ago these shoemen 
opened a store at 324 Michigan Avenue, 
while the State Street store was opened 
two years later. The branch store 
will now become the main store, the 
Michigan Avenue business having been 
closed out. 

The Stratford Boot Shop has been 
restricted in its operations owing to the 
small size of the store to men’s and 
women’s lines, but with the enlarged 
quarters boys’, misses’ and children’s 
shoe will also-be handled. 

Spilkin Bros., who purchased the 
business of Arnkoff. & Futterman, will 
continue the business at the same 
stand, 324 Michigan Avenue. 


New Shoe Store 


Irvin Litinsky, for many years with 
the Royal Shoe Company, Grand 
River Avenue, has opened a store on 
Hastings Street, corner of Benton. 
Men’s and women’s shoes will be 
handled. 


A Farewell Party 


When Raymond Carter, a fellow 
salesman, left to go into other business, 
the salesforce of the Queen Quality 
Shoe Company gave him a farewell 


- party at the Hotel Cadilac, followed by 


a theatre party. 

The “Happy Bunch” of this store 
are to have a special moonlight party in , 
the near future. 


Clyde Taylor with Lyndke Shoe 
Company 

Clyde Taylor, formerly with R. H. 
Fyfe & Co., as manager of the children’s 
department, has resigned to take up 
duties as general manager of the Lyndke 
Shoe Company, with which firm he 
was also formerly connected. Mr. 
Taylor is secretary of the Detroit Re- 
tail Shoe Dealers’ Association. 


Business Continues Good 


In spite of the fact that many mana- 
gers and merchants are off on their well 
earned Summer vacations, business in 
the Detroit stores continues to surpass 
that of former seasons. Lack of some 
of the best selling lines in low cuts is 
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Actual Photograph of a 
Demonstration of 


“UPut-On" 


This Big Book 


The “Guide to Better Window Displays” tells 
you how to have better windows for Fall 


and 


“DIAMOND GRIP” 
Rubber Heels 








Yours for the Asking 


@ Your next order for Decoratives 
will come through most satisfactory 
if ordered from ““The Guide to Better 
Window Displays.” 


@ Many merchants who have 
formed the habit (and they are com- 
posed of the largest as well as the 
small stores) have increased their 
sales by the use of Adler-Jones Arti- 
ficial Flowers and Wicker Ware. 


@ “The Guide to Better Window 
Displays” is a complete illustrated 
Catalog of Artificial flowers, sprays, 
baskets and wicker fixtures, in actual 
colors, and also contains photographs 
of prize-winning windows, fundamental 
rules for window trimming, besides a 
full description of Adler-Jones Service 
and what it means to the enterprising 
merchant. 


Sent Free of Charge or Obligation 


THE ADLER-JONES CO. 


333 So. Market Street 
CHICAGO 





on Broadway, New York 


ROBERT E. MILLER, INC. 


Sole Manufacturers 


11-13 Broadway New York 














SURE FIT 
SPATS 


have become the most 
popular of all Overgaiters 
since their introduction. 
They are pleasing to the 
eye and sell readily because 
of their neat, trim appear- 
ance. 
This style embodies ten 
years of effort in designing and manufacturing 
Overgaiters and is the finest Gaiter we have 
"ego 4 It has an invisible buckle, and is 
ure to Fit. 


GOODWEAR OVERGAITERS 


For Men and Women 


Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 
IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over- 
gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 


GOODWEAR LEATHER MFG. CO., Inc. 


.65 West Houston St. New York City, 


r 
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the only complaint heard in shoedom. 
Prices are high and are going higher but 
that the customer seldom complains is 
the report from all quarters. 


.AN EDUCATIONAL TOUR 
And a Scarcity of Low Cut Footwear 


The entire salesforce of the McElwain 
Chicago Company are to be given an 


outing to Boston where ten days will 
be spent in visiting the various factories 
of this firm located in that city and 


vicinity. The trip will be at the com- - 


pany’s expense and will leave Chicago 
on July 19, returning July 29. 

There is a great scarcity of low cut 
footwear, especially in men’s lines. 
One store showing a special window of 
oxfords is to be envied. 


Buffalo, N.Y. 


REGARDING WHITE SHOES 


Men and Women Are Heavy 
Purchasers 


Buffalo’s retail shoe merchants re- 
port that this year people are buying 
white fabric shoes who never bought 
them before. As a result the demand 
is extraordinary. The long, unbroken, 
hot spell has helped the demand. 

“One reason for the demand,” said 
a local shoe man, “is that white fabric 
shoes cost about half the price of leather 
ones. So far as men are concerned, 
many who never wore Palm beach suits 
before are buying them this Summer. 
Many buy the $10.00 kind, while wool 
suits cost $40. This tendency of the 
Summer suit market helps to boom the 
sale of men’s white shoes. The women 
folks.are keeping pace with the men in 
the purchase of white footwear.” 


TWELFTH ANNIVERSARY 


Watters’ Boot Shops Celebrate This 
Event 


Watters’ Boot Shops of Buffalo and 


Niagara Falls are celebrating their 
Twelfth Anniversay. An extra volume 
of business is a feature. Harry Cole- 
grove is manager of the Buffalo store 
and James Cochrane is manager of the 
Falls branch. 

“We sold so many white goods in 
June that our stock ran low,” said Mr. 
Colegrove, ‘‘but fortunately additional 
stock arrived July 1. 
white shoes early for our anniversary 
sale. We had them in stock in Feb- 
ruary. One reason for the great suc- 
cess of our stores is that we buy enough 
shoes early when we can get them at the 
lowest possible price. In that way we 
have them when we want them and we 
also sell them at the right prices. We 
also never fail to give our customers 
service. 


“Carl Sickler is display manager of — 


both our stores. His work is practical 
and.never cheap. When we advertise 
a special sale he backs up our efforts 
with his window trims.” 


We bought our . 


AN EXTRA PLAY DAY 
Various Methods of Early Closing 


Practically all the large downtown 
shoe stores and the department stores 
that handle footwear were closed all 
day Saturday, July 5. The department 
stores will be closed every other Satur- 
day in July and August. In this con- 


nection Adam, Meldrum & Anderson 


Co., which has a complete shoe depart- 
ment, made this announcement, which 
was typical of those of some of the 
other firms: 

“We are sure that our customers will 
gladly co-operate with us in thus giving 
our co-workers these extra play-days 
during the Summer (in addition to their 
regular vacations, of course) and will 
arrange to make all their purchases 
during the other days of the week— 
Monday to Friday—9 A. M. to 5.30 
P.M. 

““We believe this extra play-day every 
week during the warm weather will 
make us all more efficient to serve you,” 

The downtown stores which handle 
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only shoes will not follow the plan of 
the department stores in regard to 
closing all day Saturdays during the 
Summer, but will keep open-up to 1 
o’clock on that day. . 

Siegrist & Fraley’s department stores 
and other East side stores handling 
shoes will be closed all day Wednesday 
in July and August and open Saturday 
evenings until 9 o’clock. 


Shoe Thieves Fined 


Judge Hazel of Buffalo recently 
fined two men charged with having in 
their possession twenty pairs of shoes 
alleged to have been stolen from an in- 
terstate shipment. One prisoner was 
assessed $150 and .the other drew a 
$200 fine. 


Schoelkopf & Co. Incorporated 


Schoelkopf & Co., Inc., of Buffalo, 
with a capital stock of $2,000,000, has 
been incorporated. The firm will oper- 
ate tanneries and manufacture leather 
and wool. The incorporators are George 
H. Diehl, Hans Schmidt and John 
Huebner, all of Buffalo. 


WEDDING OUTFITS RENTED 
A Novel Suggestion, Yet Why Not? 


“Wedding outfits, slippers and all, 
at a reasonable rental!” This was a 
suggestion made at a recent national 
convention held in Buffalo by the Linen 
Supply Association. Why shouldn’t 
the bride be able to rent her white 
raiment and spotless footwear? This 
was one of the various questions dis- 
cussed by the delegates. She has as 
much right to this privilege, it was said, 
as a man has “‘to rent a dress suit.” 


New Orleans 


SHOE MERCHANTS TO MEET 
July 23 Will Be an Important Date 


Important matters are expected to 
come up before the monthly meeting 
of the Shoe Retailers’ Association at the 
Association of Commerce on July 23. 
President I. R. Jacobs hopes to have a 
report from his committee appointed 
for the purpose of canvassing New 
Orleans dealers to ascertain their atti- 
tude towards the “Louis Heel.” This 
discussion at the last meeting waxed 
warm and some lively arguments are 
expected to be heard. 


Successful Sample Sale 


Manager Rene Robert of the Leon 
Godchaux Company, Ltd., reports a 
successful sample sale last week. Ten 


dollars to $14 sellers went for $6.85 and 
were entirely cleaned out. 


WHITE SHOES SELLING 
_ STRONGLY 


July 4 and 5 Were Holidays 


New Orleans retailers report a big 
white business all down the line. The 
big department. stores are practically 
cleaned out of them and cannot get 
more. The business of the past week 
has been phenomenal. While there 
has been a sprinkling demand here and 
there for brown and gray oxfords and 
pumps, yet white shoes have held the 
stage and will continue until next 
month and perhaps September. 

July 4 was observed by the New Or- 
leans merchants, a goodly number of 
them remaining closed July 4 and 5. 
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‘ FET es Me Me I ee ee 


IT IS GOOD JUDGMENT TO 
ANTICIPATE ON SHOES YOU WILL 
SURELY NEED FOR FALL SIZING! 


Note present prices, subject 
to change without notice 


No. 732. Price $7.50 No. 754. Price $6.50 
733. “ 7.50 558. “ 6.50 
7530. “ %.50 578. “ 6.50 


No. 850. Price $7.00 
888. 7 7.00 
873. “ 7.00 


Take your “Keith Konqueror’ Catalogue and send in your 
sizes today. If you do not have a copy, write for one 


The Preston B. Keith.Shoe Co. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 


ee eT eT eM eMnminieniiiiiieni ite te 


SUOMI TUM emmmunneniiiineniiiineni iii en iit 


TOTO OM OLLI O MOLI L PL PLU P PHP eg 











Ss 1 x 7c 
_———<——<—— =< = 


Barefoot Sandal Time 
IS HERE— 


Our lines range from the low priced side 

leather stitchdowns to highest grade 

Lotus Calf Goodyear Welts. They in- 

clude all ac- 

cepted styles 

in Sandals 

and play Ox- 

fords. Stocks 

are complete 

| in all grades 

and ready for instant shipment and the 

priceisright. Tell us your requirements 
—we can meet them. 





Laing, Harrar & Chamberlin 





AWC ir ir ic 


_——— ee 


Trade-marks in Foreign 
Countries : 
Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 


American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 


= - trade-mark rights in a trade name or mark to the 


first applicant, irrespective of prior use by 
another. , This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. ‘ 
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43 North 3rd St., Philadelphia 
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A Slight Difference 


That Makes a Bzg Difference 


Underhill’s 


Foot-Fashioned Spats 


There is a difference of half an inch in width between 
the inside and outside sections of Underhill’s Foot- 
Fashioned Spats. This construction is based upon the 
fact that all button shoes are cut in the same way. It 
is a simple but effective method of procurin 

a perfectly fitting spat because if by actua 
measurement there is a difference how can 

the ordinary spat fit smoothly with both 


sides cut equally? 


Send for a sample pair so that you 
can make a practical test and -also 
to note the fine grade of materials 
used and the excellent workmanship. 


G. F. UNDERHILL CO. 


58 Colden Street Newark, New Jersey 
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BEAUTIFUL STORE FIXTURES 














é 


Decorate Your Windows 


Present high quality shoes and future advance 
styles demand fixtures possessing unusual 
beauty and originality. Here are attractive 
display units that lend individuality to your 
windows and sell shoes. You have your 
choice of any finish. 


Our Catalog No. B contains many ideas on 


’ trimming shoe. windows: Over 200 illustrations 


and designs. No shoe store should be without 


“it. Write for your copy today. 


No. 112—12, 18 and 24 inches high 


THE DECORATORS SUPPLY CO. 


2547 ARCHER AVE. - CHICAGO 
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ON, RO IS 


23) | ONE BILLION DOLLARS! 





HIS is a conservative estimate 
of the amount of re-sale mer- 


chandise that RECORDER sub- 


scribers buy every twelve months. 


AN appropriation of only $4000 

will carry a full page adver- 
tisement for one year in every one 
of the 610,000 copies of the three 
RECORDER publications cover- 
ing the shoe and leather trade in 
every civilized part of the world. 


| Less than 2-3 Cent Each Copy! 


Boot and Shoe Recorder - - 10,000 circulation weekly 
The Export Recorder - -_ - 4,500 “ monthly 
Latin American Edition - -- 3,500 5 monthly 


Treasurer and General Manager 


Boot and Shoe Rintauiber Pub. Co. 


BOSTON, MASS. 
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Replacement Values Greater 


Tanners Selling Leather Have to Figure on Cost of Replacing It—Raw Stock 
Advances Make the Situation Difficult—Better — 
Transportation Facilities Needed 


Purchases of leather were somewhat 
broken into the past week by reason of 
holidays, stock taking and balancing 
up the half year’s business. There is 
but little change in the situation, how- 
ever, and the same advancing tenden- 
cies and difficulty in replenishing stocks 
exists. Conservatism has been coun- 
seled but apparently in vain for feverish 
buying and the meeting of advance in 
price is continuing regardless. 

It is believed that one of the most 
important factors in the matter of 
high prices is the transportation diffi- 
culty and lack of shipping facilities. 
There is believed to be a large supply 
of hides and skins in good condition in 
various parts of the worldwhich cannot 
be brought to this country immediately 
owing to lack of obtaining shipping 
space quickly. 


Increased Shipping Needed 


At a meeting of the board of direc- 
tors of the Tanners’ Council in New 
York last week Fred A. Vogel, president 
of the Tanners’ Council, said: ‘“‘Not 
only is there a large demand for leather 
in this country but the European 
countries in their anxiety and nervous- 
ness to replenish their needs have been 
active and anxious buyers in this 
market; there is no doubt in the minds 
of those who really know the shoe and 
leather situation but the public will 
have to pay still further advance in the 
price of shoes. There is only one 
remedy for this as expressed in the 
meeting (of the board of directors) and 
that is to increase transportation 
facilities.”’ 

Mr. Vogel then cited the fact that 
stocks of raw materials were secured 
all over the world, which would be 
made available for American tanners, 
provided the shipping board or some 
agency’ of the government furnished 
additional ships. 

While the Tanners’ Council will make 
every effort to assist in securing this 
raw material the tanners, in the mean- 
time, are hard put to secure such sup- 
plies as they need, and this all tends to 
excite conditions as tanners are afraid 
they will not get stocks in sufficient 
time and likewise shoe manufacturers 
are in constant fear of not having 
sufficient leather to complete their 
orders. This condition keeps better 


grades of leather not only sold up but 
sold ahead. 
Sole Leather 


Sole leather is being sold about as 
fast as it comes in from the tanners and 
as tanners clean out their present input 
they hold strongly to new asking prices. 
Old contracts are filled* but new ones 
are based on replacement figures. 
Heavy hemlock sides are quoted at 56c 
for No. 1, 54c for No. 2 and 5lc for 
No. 3. Oak sole is showing consider- 
able more strength than in the Spring 
and prices are 10 to 15 cents higher all 
along the line. Bends for the findings 
trade are selling up to $1.15 a pound 
and for shoe purposes from $1.05 to 
$1.10. Prime oak backs 92 cents and 
some tanners are asking more. 

A selected list of young cow backs of 
tannery run have sold at 88 and 90 
cents a pound. The cost of repairing 
shoes is much more than a year ago. 

Offal is more picked up than at any 
previous time and a large amount of 
this went for the export trade. 


Upper Leather 


The upper leather market shows no 
abatement in demand and calf and 
goat skins are in about the same situa- 
tion as they have been of late. There 


is no standard basis of quotations in 
upper leather and tanners, for the most 
part, are basing their prices on -re- 
placement value, filling contracts as 
they can but not necessarily agreeing - 
with their neighbors in price. Makers 
of the best grades of colored calfskins 
are asking $1.25 to $1.50 per foot: ~~ 

One tanner was getting $1.15 a foot 
for black calfskin and said that he had 
heard that $1.25 or more was being 
charged but added that: “when you 
go to find it, it isn’t there.” Tanners 
are not inclined to let something go out 
of their hands that will cost them.more 
to replace: Hence the bidding up on 
all the stock’ that is available. 


Raw Stock Advances 


Chicago city calfskins are quoted 
from 70 to 85 cents a pound. A year 
ago they were quoted from 34 to 44 
cents. The advance since the first of 
the year in all raw stock has been re- 
markable and it is difficult to keep 
pace with such changes. Rarely ever 
in the history of the trade has there 
been so little basis for standard quo- 
tations. It is said that tanners. are 
buying hides sparingly in the hope of 
some releif in incoming shipments, 

(Continued on page 117) 


Sole Leather 


Hemlock Sole, heavy, No. 1 
Hemlock Sole, seconds, mid 
Oak Sole, No. 1 bends 

Oak Sole, No. 1 backs, all weights 
Union Steers, flat 

Union, cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies 

Offal, hemlock shoulders 
Union offal, heads 

Oak offal, heads 


Chrome, S. A. dry hide, 7% to 10 iron sides 


Chrome, Green hide; 6 to 8 iron sides 


j Hides and Skins 
1910 1918 
Cents per pound 
13 @14 — @33 


B. A. Dry hides, South American....... 


+ ae... Qh__ @23 _ 


1918 1919" 
Cents per pound 
56 @57 
54@55_ 
85 @92 
80@85 
84@85 
80@83 
17@18 
23@25 
38@40 
24@25 
27@28 
Cents per foot 
43@50 50@ 
—@50 —-@ 


1910 


1919 


—@45 

‘ 41@42 
'33@37 
'70@85 
46@— 


13 @13% — @30 
94%@10% 18 @19 - 
154%@16% 35  @44 | 
. 3144 @32 
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Tho KMSione 
_EXHIBI T of “SICONY” Footwear 


At the Boston Shoe Style Show will be a striking 
one. 

Our full line of beautiful boudoir slippers, mules 
and D’Orseys will ‘be shown in a bewildering array 
of patterns and materials. : 

We will show the possibilities of- this boudoir foot- 
wear when matched with dainty negligees on living 
models. 

A showing of our fine Brooklyn-made turn shoes for 
street wear will be an additional feature. 





See this interesting 
exhibit—it will be 
at booth No. 61 


KM-STONE IMPORTING CO- 


FOOTWEAR ORIENTAL” DOMESTIC 
12-14-16 East 220d Street - New York 














The Credit Clearing House 


ASSISTS credit grantors in building up good mer- 
chants and business men and, in the weighing of 
evidence gathered, to determine the advisabi ity 
of entering into an account. 

ieee A { Masnfacturer Wrote toa Customes F - 
ous ry tt the commercial world and it Oa yoy in 


for a sta 
fib ous Ginad thy Ma, and try 


A Manufacturer Writes: 





- “You will notice 
are two to one. a 
2 our business $105,000 over last year.” 
A Small Retailer Writes Us: 
Sorensen Shoe Stores, Inc., St. Paul, Minn. 


The up-to-date, discriminating trade demands modern 
equipment. 

Seat your store with AMERICAN INTERLOCKING 
SHOE STORE CHAIRS—The Modern Shoe Store 
Seating—and attract that class -4 trade which buys 
not only the most, but also the bes 


AMERICAN SEATING (OMPANY 


CHICAGO, ILL. NEW YORK 
1016 Lytton Bldg. Room 601, 119 W. 40th St. ms Meet Ave, New Yerk City 
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which, however, they. don’t seem to 
get. 
‘ Outlook for Shoe Prices 


When the. percentage of increase in 
the price of raw stocks, leather, labor 
and the production expense is figured 
it is difficult to foretell now what shoe 
prices will prevail for Fall. Suffice it 
to say that there have been amazing 
if not alarming increases, since shoe 
manufacturers named shoe prices last 
Winter. If the tanners and the manu- 
facturers are obliged to make advances 
which range from 50 per cent upwards 
over the first of the year or a year ago, 
there seems to be nothing else to do but 
pass the advances along. Where quality 
in footwear is desired the price must be 
paid. 

In the meantime, we don’t see so 
many substitute materials as formerly. 


West Virginia Notes 


J. A. CHAMBERS TO LEAVE 
HUNTINGTON 


Elected Vice-president of Lund- 
Mauldin Shoe Company 


Mingled gratification and regret will 
be occasioned in West Virginia by the 
announcement of the election of James 
A. Chambers to the position of vice- 
president and sales manager of the 
Lund-Mauldin Company of St. Louis, 
Mo. While the shoe trade will rejoice 
in Mr. Chambers’ good fortune his 
friends in Huntington and throughout 
the state will regret the circumstance 
that is shortly to bring about his re- 
moval to St. Louis. Mr. Chambers is 
to remain in Huntington until he com- 
pletes the organization of his Eastern 
territory, but he will go to St. Louis to 
take up his residence not later than the 
first of the year. 

Mr. Chambers had been repeatedly 
urged to go to St. Louis but had hesi- 
tated long because of his disinclination 
to leave Huntington. 

In recent months Mr. Chambers had 
become a heavy stockholder in the 
Lund-Mauldin Company and this fact 
helped him in the decision to go to St. 
Louis and devote all his time and 
ability to thé advancement of the sales 
end of the big concern. 

Mr. Chambers is one of the best 
known shoe men in West Virginia. 
After a successful career on the road, 
he entered the wholesale business as an 
officer of the Norvell-Chambers Shoe 
Company, with which he continued for 
some time. Withdrawing from his 
active connection with this firm he 
perfected an idea for syndicated selling, 
along the line of which he handled the 
lines ‘of a number of itiportant manu- 





facturers.in West Virginia, Kentucky 
Virginia, Tennessee and other states. -- 


Thesyndicated shoe selling plan brought 
Mr. Chambers prominence throughout 
the world of footwear manufacturers 
and retailers. 
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MISCELLANEOUS — 








WE PAY MORE 


for your shoe stock because we can retail them 
in our different stores at better prices. Also 
interested in assi and administrator stocks 
where leases can be terminated. 

SMITH SHOERIES 


Main Office Johnstown, Pa. 














“ENTIRE STOCK 
FOR SALE” 


is the message 
that interests us 


We buy for cash, wholesale, retail or job- 
bers stocks of shoes; men’s, boys’ and 
children’s clothing; men’s and ladies’ 
furnishings; ladies’, misses’ and chil- 
dren’s wearing apparel; dry goods; cot- 
ton and dress goods. No proposition so 
smallastoescape our attention—noneso 
large as to be beyond our control, 





C) 


Call, write, phone or wire 
HERMAN DORNBUSCH, Appraiser 


David W. Biow Co.’ 


520 Broadway New York City 
OOO 
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The New Improved 
“E. W.” 
’ SHOE STRETCHER 











Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


**Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles _you to cut the 
tacks close to the in- 
sole. 
Be sure and specify 

“MANCHESTER” 
curved jaw when order- 
ing. 


Vin 


Bara SION 





Frank W. Whitcher Co. 


Patentees and Manufacturers 
Chicago Branch 
Boston, Mass. 323-325 “W. Lake St. 








Milbradt Rolling 
Step Ladders 





made 
styles to aut all Kinds of 
will: enable you to got 
: eras 
shelving and help the ap- 
a < your — 
pro = 
Write for our latest cata- 
showing 18 styles 
as well as ~ te 
store fixtures. 
Milbradt - 
Manufacturing Co. 
2410 No. 10th St. 
ST. LOUIS, MO. 








fWanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
‘ plus Stocks of 


SHOES. 


No Quantity Too -Lar Short 
9 be Taken” 
GLOBE MDSE. CO. 
Indianapolis, Ind. - 
New York’ Office 
23 Lispenard St., New York City 
‘Merchandise of All Kinds Purchased 
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page per issue: 





1 7 times 13 times 
yO. $4.00 $3.00 $2.75 
2 inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


ITIONS WANTED—Three cents per word for each insertion. 

Minimum amount cents. For other “Want” ad- 

96 ¢ ae RN EL A —* — 
$2.50 $2.00 up to five o'clock Tuesday P.M. When advertisers answers to 
i quate in case of Shin elites, Swairo weeds seuss So aipwee a ene ive 
4.75 4.00 i nt for address. advertisers desire replies forwarded direct 
7.00 6.00 to their each of the address must be counted in the 
9:00 8:00 advertisement and paid for accordingly. Answers to ads must be sent 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 





SALESMEN WANTED 





POSITION WANTED 





SALESMAN "wanted for Alabama™and Georgia. 
Established trade. State full particulars in 
first letter and give references. muels Shoe 
Company, St. Louis, Mo. 


ANTED—Local salesmen in ) followin states: 
Colorado, Montana, Oregon ~y bn. ingen 
Men’s, boys’, and youths’ heavy sh en’s 


Cowboy Boots. Limited number of, 8a samples as 
side — seed reference. Address “D” Dept., 
Z. C. M. L., Salt Lake City, Utah. 


WANT = experienced road salesmen for 
each of the following territories to carry our 
line of boots and shoes on commission. When 
writing give number of years’ experience on the 
"eh shoes. Amount of sales per annum. 
Name of last employer, age and references. ith 
labama, Colorado, Connecticut, North Georgia, 
Illinois, Indiana, Iowa, Kansas, Kentucky, Ne- 
braska, Tennessee, Virginia, West Virginia. A 
Tedcastle & Co., Boston, Mass. 
ANTED—Experienced salesman for Middle 
West, Southern and Western states for line 
of men’s and boys’ dress shoes, also line of scout 
and work shoes on commission basis. Do not 
apply unless you furnish references. Address 
B389, care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 
WANTED Salesmen with established fine re- 
_tail trade to carry as a side line a short 
ty line of English-made spats, and also 
malty. ADE leather shoe laces, of the finest 











ity Apply The Owl Specialty Co., Paterson, 


ALESMEN WANTED—Good experienced shoe 
S salesmen for hi pseade Western ome of men’s 


work shoes in the 


territories: 


wing 
Ohio, New York, Eastern Pennsylvania, Western 


Pennsylvania, Indiana and Illinois, 


West 


Virginia, South 
Washington, Idaho, Oklahoma, and _ Louisiana 


Dakota and Nebraska, 


Only live shoe salesmen with an established busi- 
néss will be considered. Address B353, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—Hi de experienced salesmen 
Ww for line of mt dan — Made in Mil- 


waukee. 
mission 








Carried stock. nm strictly com- 
basis. Write Penklin Fos Shoe Co., 


Milwaukee, Wis. 





Salesmen Wanted 


A high grade Western Work Shoe Manu- 
facturer has vacancies for experienced shoe 
salesmen in the following states: Arkan- 
sas, Indiana, Iowa, Kansas, Minnesota, 
Missouri, Nebraska, North and South Da- 
kota, North and South Carolina, Oklaho- 
ma, Pennsylvania, Tennessee, Virginia and 
West Virginia. 
men with an established trade will be 


re) 


Only live wire shoe sales- 


d. Replies held strictly confi- 





Tite ‘HURD & FITZGERALD SHOE COM- 
PANY, Utica, N. Y., distributing such lines 
as McElwain ,» Shoes, Endicott-Johnson 
Working Shoes, Dunn & McCarthy Ladies’ Goods, 


Shoe 





dential. 


Chicago, Ill. 


Address B385, care Boot and 
Recorder, 189 West Madison St., 








etc., requires the services of a high class 
preferably one with an established trade in and 
around Pittsburgh, Pa. Commission basis. Send 
references and state amount of your 1918 ship- 
ments, in first letter. Application strictly con- 
fidential. Excellent opportunity. 
THE HURD & FITZGERALD SHOE COM- 

PANY, Utica, N. Y., distributors of McElwain, 
Endicott-Johnson, Dunn & McCarthy and other 
lines, requires the services of a —_ high grade 
salesman for a part of Western New York, with 
Rochester for headquarters. First consideration 
will be given to a salesman with an established 
trade in this territory. Commission basis. Send 
references and state amount of your 1918 ship- 
ments in first letter. 

“REAL - OPPORTUNITY—S ALESMAN 

wanted in West and South to carry as 
of Seana © oe out coe bee ee e- 

le snappy, -grade women’s specialti 

Address B370, care tt and Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED— Experienced salesmen to 


— prices. Immediate shipments. Five per 

t commission. Give territory ‘erences. 

ye: Rn B359, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

GALESMEN—Our increasing capacity will per- 

mit us to take on a few more salesmen in 

different of the coun Men’s and boys’ 

semi-dress choos. jade in Milwaukee. 

Cc basis only. Luedke 

Schaefer Shoe Co., Milwaukee, Wis. 














og ae Shoe Salesmen Wanted by 
Man oy making Women’s seneye 
to start with Spring samples about August 
15th. Territory open in all parts of the —s 
States. Must be a hustler, one who 
established trade and can give best of ane 
ence from former employer. First letter of 
ered and  Cagh dg The Elbinger 
cov q 
Shoe Mfg. Co., Cincinnati, Ohio. 














POSITION WANTED 





XECUTIVE ition in fac engi i 
E capacity desired by coastal officer oo | 


graduate engineer. 


Experienced in production 


work, cost analysis and yg yl of Sastesy prob- 


lems. Address K184, care 
corder, 127 Duane St., 


id Shoe Re- 
New York. 





OFFICE MANAGER and credit man desires 





SITION ~wanted by capable shoeman, thirteen 

years’ = — - tas ubuyer Sand 
manager, furnish bes reference. Address 
B395, care Boot and Shoe Rd 207 South St., 
Boston, Mass. 





POSITION wanted with women’s shoe factory, 
who has a position for a man to build their 
samples, take care of salesman wants, figure cost 
plgany draft own patterns and act as quality 

dress B3' care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ATTENTION 


An expert shoe man with 20 years’ experi- 
ence would like a position as a traveling 
salesman with a high grade or medium 
priced welt shoe manufacturer or whole- 
saler, men’s or women’s line. 
Am a clean-cut person, have very pleasing 
manners, courteous, gentle and forceful 
in my selling ability. 
Al ch t ughly reliable, best 
ors gp Teas of experience with all 
1 ple and with thorough 
pe of fine shoes have made me a 
master salesman. 
Address B, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 























SITUATIONS WANTED 








SITUATION WANTED 


Salesman whe, ye mie ted with the 
shoe,trade and the following 
territories— Pacific’ Const States, New Eng- 
land, Atlantic Coast and South, desires to 
make connections with a large manu- 
facturer of men’s, women’s or children’s 
ddress B387, Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 

















position. oroughly competent to take full 
— fF A aye E 5 credits (retail 
an jobbi accounti an correspondence 
Address B303, care Boot and Shoe Recorder 
Publishing Company, 207 South St., Boston, Mass. HELP WwW ANTED 
ANTED—Experienced shoe salesman, window 
trimmer and card writer, state salary wanted 


HELP WANTED 





reference, married or single, age in first letter: 








WANTED—SALESMANAGER 


of proved ability by Eastern manufacturer of men’s medium 
to high grade shoes. 
Must be able to direct merchandising campaign and handle 
salesmen. The position is one of large responsibility saa a 
salary in proportion. 
Apply, giving full particulars as to experience, age and peer 
expected. All applications held in confidence. Address B384, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 
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LINE WANTED 


119 


WANTED TO PURCHASE 














manufacturer 
retail trade, a man with experience on ——— col- 


Po ge ccou: and correspo! ddress 
: pd Boot and Shoe code, 207 South 


St., So Boston, Mi 


REDIT MANAGER—Assistant credit 
Cc by shoe selling the 





Oppenheim, Collins & Co. 


require a 


Shoe Department Manager 


for their 


PITTSBURG STORE 


Man capable of handling a 
large department; one who has 
had experience as manager or 
assistant. State full particu- 
lars regarding past and present 
position, also salary desired. 
All applications treated strictly 
confidential. Address Employ- 
ment Manager, Oppenheim, Col- 
lins & Co., 34th St., New York. 








MERICAN li living ja England thoroughly posted 
A on ‘ for — trade, having been 
associa 


with the. lar, would cons 
American stores in er propo- 
sition to handle aoa line of men’s and 
women’s shoes, or would undertake the manage- 
p= ee ER. - possibility of opening 
chain. Possesses valuable iermetion regarding 

prospects in these two a Can furnish best 
American references William Hog; 

Pleasant Street, North set  Mechpeai, England. 


Wort line, for Illinois, preferred. Have 

trade. Thirty years’ road experi- 
ence. _— og erences from <= employer— 
Chicago jobber. Duke, 328 Monroe S8t., 
Chicago. 


AGGRESSIVE ‘ealeeman wh an | established 
trade selling the state of New Peog~ and the 
city of New York with a baby’s shoe line, would 
consider any non-conflicting line, commission 

same territory. Best of references ex- 
changed. Address B364, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


A B25 HUSTLER from Massachusetts with estab- 

lished trade in Ohio desires a Brockton line 
for men in fine dress welts. mission basis. 
Communicate, 802, The Arcade, Cleveland, Ohio. 

















FOR SALE 


RA CKS—About 200 double racks, 10 shelves, 
— 1934x4336x54}4, in Al condition, for sale 

cheap. Act y. D. H. Chandler Shoe Com- 
pany, Vineland, New Jersey. 


L ASTS—About 20,000 pairs total of several 
and 








styles, children’s, misses’ and women’s McKay 

year welt lasts for sale. Good styles 

cheap. D. H. Chandler Shoe Company, Vineland, 
New Jersey. 





yee a Goodyear welt Aastasy 
to mae men’ i. myn fine shoes 
Capenity 400 pairs y- Fine location. Plenty 
help available. Address B367, anse Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





AGENCY WANTED 





FOR RENT 











VJ 


We Buy for ( Cash 


Manufacturers and 
Retailers’ eet Surplus (oo Jobs, 
Closeouts. 
NO QUANTITY TOO LARGE 
We also open entire stocks 
manufactur- 









from — 

ers. of 

what you have efor sale. 

Short Term Leases Taken 

We pay Highest Cash Value 
VAN PRAAG & CO. 





Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 





















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








A GENCY—Wanted to represent a manufacturer 
of good class ladies’ or gent’s shoes, on com- 
mission. Advertiser has a big connection Scotland, 
= land, and Ireland. Address B388, care Boot 
Shoe Recorder, 207 South Street, Be Boston, 
tom, 


J. B. CANNAN 


Manufacturer’s Agent 





Desires agency of American 
shoe manufacturers making 
high class gent’s, ladies’ and 
children’s, suitable for the Eng- 
lish and Colonial markets. Write, 
stating full particulars, to 20 St. 
Mary’s Mansions, Paddington, 
London, W. 2., Er ;land. 














LINE WANTED 





QHOE salesman of ny ey i wide acquaint- 
») ance with Pacific Coast di a and teen, 
wants a good — of ce asa ry line, on com- 
mission. Best ref Ad B393, care 
rnd and Shoe ewder, "207 South St., Boston, 





A CE salesman wants line of women’s 

shoes for western Pennsylvania and West 
irginia. Well acquainted with the trad: - Best 
reference. Address B391, care Boot and Shoe 
eeorder, 207 South St., Boston, Mass. 


R RENT—Best up-stairs retail shoe location 

in Detroit. Second floor with elevator service; 

ize 35x90; liberal showcase space on the street. 

Sikes tenants, non-competing, will draw in busi- 

ness for you. Real bargain if rented at once. 

ye oe Stores, Inc., 456 Fourth Ave., New 
or! 








BUSINESS OPPORTUNITY 








Capital To Invest 


Young man, 27 years of age, 
who has just returned from 
France (Aviation Corps) is de- 
sirous of associating himself 
with factory making women’s 
shoes. Has had five years’ ex- 
perience on manufacturing end 
in two of the largest concerns in 
New England. Will invest capi- 
tal in satisfactory concern if 
necessary. Address, with par- 
ticulars, B386, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
A will suo. af Sng. value for your entire or surplus 


poveas o eet term to run taken 
ao ogy years. 
I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 








cash price 
of shoes or 


Pg foe Fe tf nay 











CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make ‘offer upon request. 
Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 4573 











WANTED FOR EXPORT 
ca FOR.CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 






























merely. The chief 
baa the progr of 
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July 19, 1919 


THE DELICATE WINSOMENESS THAT SO COMPLETELY ACCORDS 
WITH A WOMAN'S LOVE FOR BEAUTIFUL APPAREL IS PART 
AND PARCEL OF FOX FOOTERY. 


TRUTHFULLY IT IS SAID THAT FOX SLIPPERS, PUMPS AND 
OXFORDS ARE CREATED RATHER THAN MANUFACTURED. 
EACH SHAPELY CONTOUR, FROM TOE TO HEEL, IS AN AID TO 
THE FINAL EFFECT OF SHEER STYLE. 


CHICAGO: Great Northern Bidg. 
BOSTON : 54 Lincoln Street 


CHARLES K. FOx, Inc. 


Haverhill, - - - Mass. 


BOOT AND SHOE,RECORDER 


DESPITE TOWERING LEATHER AND LABOR COSTS, FOX FOOT- 
ERY MAINTAINS ITS ACCUSTOMED PLACE IN PRICE POPU- 
LARITY. 


FOX FOOTERY IS THE UNMISTAKABLE SELECTION OF THE 
WOMAN WHO KNOWS FOOTWEAR VALUES AND DELIGHTS IN 
BEING FAULTLESSLY SHOD. MERCHANTS WHO STOCK FOX 
FOOTERY KNOW WHAT GOOD SHOE BUSINESS MEANS. 


NEW YORK: Marbridge Bidg., 
Broadwavand 34th St., 
Room 632 
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They are calling for more 





and still more—and 





then many more—of our 


“MARY JANES” 





a 

: 

a 

5 

: 

F course the natural E are planning to : 
demand for MARY make twice as many : 
JANE pumps is a big as last season, but at the : 
one—but that alone is not rate the orders are coming 5 
the reason for the large in even this extra capacity = 
orders and re-orders we promises to be taxed to a 
have booked. deliver all that are wanted. = 
g 

z 

a 

a 

a 

a 

3 

5 

a 

é 


Get your order in 
your jobber’s hands 
at once, or write 





It’s the extra value 
we have built into 
our MARY JANES 
that brings the 














us for the nearest 











one to you who sells 


t orders. | 
—_ oreers our MARY JANES. 











3 
2 


Lyons and Hershenson, Inc. 
Chelsea, Mass. 


Boston Office 3 3 207 Essex Street 


Pe TTT eM nen nnn 


Le) 
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Keeping Faith 


T@2° "TEPER, a 
RacaTdlar HHH 


PavaraTasPhvite 


RICES are high. Buyers are plentiful. Skins are scarce. 
But Standard Kid is still subject to rigid standardization. ? 


GNPSPHLEN Ve7aKK 


The specified grade is always the same. Upon this principle we 
have built our business. Upon this principle we shall maintain 
and expand our business. 


Re ere: 


way 
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That is a very good reason why shoes made of Standard Kid are 
worthy of your consideration. 


AQP PP @ague 


We can accept orders of limited quantities for delivery after Sep- 
tember of all colors except Black. 


COLOR 18—FIELD MOUSE 
COLOR A—HAVANA BROWN 
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are in popular demand for Fall. Standard Kid is guaranteed to be 
colored through with pure dyes. It is not coated with a pigment 
or paint finish. 


THER TT 
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STANDARD KID MFG, CO. 


Manufacturers of Black and Colored Glazed Kids and Patent Kid 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 





AGENCIES F. W. Bailey & Co. 


Ch A. Brad St. Louis, Mo. 
as. A. Brady 
. Geo. A. McGaw 
Rochester, N. Y. ‘ f, Maen 


aivacxetdRivanertelivecces Stan. «8h 
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I, Louis Popper MS f Pierre Blouin 
Cincinnati, Ohio ’ Quebec, Canada 
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"THE F, B. & C.” 


Manufacturing Chain 





F. Blumenthal Company | 


Wilmington, Delaware 




















The Largest Manufacturers in the of Glazed Kid 
The Largest Consumers in the WORL of High Class Raw Material 


@ 


Output: ONE MILLION TWO HUNDRED FIFTY 
THOUSAND SKINS MONTHLY. 





QUALITAS PATENT LEATHER CORPORATION 


Wilmington, Delaware 


All classes of Patent Leathers 





Febeco Leather Corporation 
Wilmington, Delaware 


All varieties of Side Leathers 
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til 
The 18,500 READERS 


WN ogg RECORDER 


gor Denon in | PUBLICATIONS 


7 will spend during the next 
RECORDE twelve months at least 

| BOOT~ SHOE ONE BILLION DOLLARS 
; ‘RECORDER } 


BOOT ant! SHOE RECORDER 
THE EXPORT. RECORDER Shoes 


EDICIQN LATINO AMERICANA Leathers 


PUpucaiONS | gp tte 











PREDOMINATE 








Their expenditures are influ- 


enced by their perusal of the 
pages of Recorder Publications. 
Make use of these pages reg- 
ularly and familiarize your 
name and standardize your 
product in the minds of these 
buyers. 


Recorder Circulations 
National and International 


PREDOMINATE 


Boot and Shoe Recorder, Circu- 
lation 

The Export Recorder - - - - 

Latin-American Edition - - - 


Srt Seteunt. 


Treasurer and Gen. oe. eee 
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NUBUCK 





NUBUCK 


REG. U. S. PAT. OFF. 


fee: name and the quality for 


which it stands are inseparable. 


A trade name is as good as—and 
no better than—the . merchandise 
behind it. 

Faith in this trade name and the 
actual quality of the product go 
hand in hand. Results are the 
“ultimate word.” 


- Our faith is reflected in our results. 
Look for the Name. 


Nubuck was originated and is tanned 
exclusively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 














WEILDA 


——— 



































BOOT AND SHOE RECORDER July 19, 1919 
¥ e ~ q n 


Y 
i } 
< ‘ 


Wherever there is a White Shoe 


there is a te for 


The WHITE watte teach 
“It Keeps White Shoes White.” 


There are two sorts of customers—those that come 
back for more and ‘those that don't! 


Every “ Blanco” sale you make 
means a satisfied customer. 








“Blanco” makes friends because it does its work 
well—because it is so easy to use—because it is so 
convenient—in fact, because it is in every way 
satisfactory. 

It is worth while stocking a line that sells itself, sells quickly, 
and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


> Moenufacturers 


~EPH P-PKERING & SONS, LTD. 
SHEFF ELD England. 








July 19, 1919 BOOT AND SHOE RECORDER 


THE LEADING COLOR 


FOR FALL !19I9 
LEVOR — N28 


BEAVER BROW 








OUR OTHER POPULAR SHADES ARE 
COLOR nN? | LEVOR WHITEST WHITE 
COLOR N°23 LEVOR TRUE GRAY 
COLOR N?°63 LEVOR HAVANA BROWN 





PRODUCED IN THEIR USUAL HIGH GRADE UNIFORMITY BY 


G.LEVOR « CO., inc. 


GLOVERSVILLE, N.Y 


NEW YORK-88-90 GOLD ST. 

ST.LOUIS LEATHER EXCHANGE BLDG*BOSTON I45 SOUTH ST. 
ARTHUR S. PATTON LEATHER CO. * * THE G.LEVOR CO, 
INILWAUKEE -THE A.RAUELLER CO. 

258 FOURTH ST. 
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For sixty-five years Rueping 
Upper Leathers have been 


used for fine shoes. 


REG.U.S. PAT. OFF 


i Colored Calf 


SEMINOLE WINNEBAGO 


Chrome Russia Chrome Boarded 


In shades No. 33 and No. 35—a Light Tan 
and a Dark Tan or Mahogany. 


Uniform shades, fine break and mellow 
feel with flanks well worked out, ac- 
count for the popularity of these 
leathers. 


‘Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


" Established 1854) 


—BRANCHES— 
Cincinnati Milwaukee "San Francisco 
Chicago St. Louis 

Northampton, Eng. 


as 
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PEACE and Tranquility 

reien in the Buyer’s 
mind who has covered his 
wants for Fall on 


| 99 Re ° 
“Onyx” @ Hosiery 
He is assured that he will 
receive the best possible serv- 
ice that our enormous out- 
put enables us to give, com- 
bined with merchandise of 

unquestionable Quality. 











Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut, Street The Lytton Building 
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We make more than 275 National 
Cash Registers every day 


The National Cash Regis- 
ter is a modern, labor-saving 
machine that helps mer- 
chants, clerks, and their cus- 
tomers. 

It protects profits by stop- 
ping leaks and losses, tempt- 
ation and mistakes. 


It adds, records, and class- 
ifies many kinds of transac- 
tions. 


It saves time and money 
because it does 15 things in 
3 seconds. 

It enables the merchant to 
give quick, accurate service. 

It more than pays for 
itself out of what it saves. 

It helps merchants make 
more money, with less 
expense. 


This big plant makes nothing but National Cash Registers 


The National Cash Register Company 
Dayton, Ohio 
Offices in all the principal cities of the world 
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Samuel Cohen 


72 Lincoln Street - Boston, Mass. 


invites you to request samples ‘“‘out of 
stock’’ on the following numbers: 


2411—Women’s Chrome Patent Turn Pumps, 4’ vamp, full Louis 
heel, A-D, 24%4-8 
2412—Same in Gun Calf. 


2483—Women’s Brown Calf 34 Foxed Lace, Goodyear Welt, 9” 
boot, imitation straight tip, leather Louis heel and plate, 


B-D, 2%-8 

2482—-Same in 13-8 heel. 

2140—Women’s Black Kid 9” Flexible McKay Boot, 34 Foxed, 12-8 
heel, C and D, 3-8 

2141—Same in leather Louis heel. 
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2147—Women’s All Genuine Brown Kid Flexible McKay 9” Boot, 
! 
N 
! 
| 
i 
N 
! 
| 
! 
\ 
! 
N 
! 
\ 
i 
| 
! 
| 
\ 
| 








| 

! 

| 

! 

| 

i 

ij 

! 

N 

! 

| 

! 

N 

! 

N 

! 

| 

! 

\ 

' 34 Foxed, imitation straight tip, leather Louis heel with 
\ plate, C and D, 3-8 

j . 2146—Same in 13-8 heel. 
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2150—Women’s All Genuine Brown Kid 9” Flexible McKay, whole 
quarter Boot, imit. straight tip, leather Louis heel, C and 


2148—Women’s Genuine Brown Kid Vamp, 34 Foxed, field mouse 
top flexible McKay 9” Boot, 12-8 heel, imit. straight 


tip, C and D, 3-8 
2149—Same in 18-8 heel. 


Flexible McKay Boots in Patent Vamp, Mat Top, Field Mouse Top, 
high and low heels. Write for samples. 


All of the above numbers are of good ‘“‘makes;’’ new, 
up-to-date lasts. Our prices are always ‘“‘lower.”’ 


“The House That Undersells” 





Case Lots Only 
Terms: Net, 30 Days 
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For the Convenience of Shoe Buyers 


Here at Merchandise Headquarters visiting Shoe Merchants 
and Buyers can compare, select and purchase Fall stocks from 
the offerings of some twenty-seven representative manufacturers 
of Shoes and Shoe accessories. 


14th 15th and 16th floors of the Building and are augmented 
by more than 350 displays of seasonable merchandise in the 
other divisions of this great cooperative enterprise with which 


Goods sold at Bush Terminal Sales Building are marked at 
factory prices and billed direct by manufacturer. 


Some of the Shoe Lines You'll Want to See And Buy 


CHILDREN’S SHOES 


IDEAL BABY SHOE CO., Room 617. 
Baby Shoes of Quality. 

Baby Shoes of Newest Models. 
Baby Shoes of Finest Workmanship. 
Baby Shoes at Right Prices. 


We manufacture high grade McKAY SHOES; 
Infants’ Flexible; Mary Janes, 2 to 5, 5 to 8, 8% 
to 11, 11% to 2; also Nurses’ Cushion Sole Boot 
and Oxford. MILLER SHOE COMPANY, Room 617. 


MEN’S & WOMEN’S SHOES 


PILOT to safety and satisfaction. Dependable 
SHOES on display at the Bush Terminal Sales Build- 
ing, 14th Floor. Immediate delivery. Orders filled 
the day received. 

PILOT SHOE COMPANY, Baltimore, Maryland. 


Twenty Department 5 “In Stock” styles, are 
Twenty Reasons for your success with STETSON 
SHOES. Make the STETSON standard for quality 
YOURS. Men’s and Women’s exclusive models. 
THE STETSON SHOE CO., INC., Room 1407. 


SHOE BUCKLES 


SHOE BUCKLES that are RUST PROOF. Identi- 
cal copies of the Imported Cut Steel Buckles. Priced 
as low as $12.00 a dozen pair. In bright Steel Bronze 
and Jet Finishes. The Durability and Rust Proof 
features of our Buckles make them superior to the 
real Cut Steel. The best copy of the genuine pro- 


ducd in America. 
BRONZE ARTCRAFT CO., Room 1908. 


DE-LUXE SHOE BUCKLES, Rhinestone. Prices 
ranging from $36 to $300 per doz. Various styles 
and sizes. Mounted in Aluminum and Platinoid. 
ROMAN JEWELRY MFG. CO., Room 1921. 


SHOE BUCKLES. Complete line of low and me- 
dium priced Shoe Buckles in Rhinestone, Imitation 
Beaded and Imitation Cut Steel in different finishes. 
Nickel, Bronze and Jet. 

SABIN MANUFACTURING CO., Room 1917. 


The International Buyers’ Club occupying the first three floors 
of the Building, has become the working headquarters for more 
than 13,000 prominent Merchants and Buyers Better join now" 


BUSH TERMINAL SALES BUILDING 
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FIELD MOUSE KID TOP 
HAVANA BROWN KID SEAMLESS VAMP 
8%” BUTTON—PEARL MILO BUTTONS 
14-8 WOOD BABY LOUIS HEEL 


DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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a Get Ready For the Dress- 
ing Demands to Come 


The two Griffin dressings described here will meet the needs 
of the majority of your customers during the Spring and Sum- 
mer months. They are designed particularly for the shoe 
materials that will be most generally worn. 

Of course they are representative of the Griffin quality, and 
that means that they will do the maximum of work and give 
absolute satisfaction. 

If these should not meet with the requirements of YOUR own 
trade, write us, for we have “A Dressing for Every Shoe” and we 
can supply YOUR need no matter what it may be. 





All goods shipped F.O.B. 
New York. On orders of 100 
lbs. or over (which would take 
in one gross of the small or 
large buck and canvas cleaner, 
or one gross of the Lotion 
Cream 3 oz. size) we make 
an allowance of 75c per 100 
lbs. If the rate to your 
city is less than this, we 
—SS would pay the entire 


charges. If more, this al- 
WHETE BUCK AND CANVAS CLEANER lowance would be deducted 


For all ie popcomes ae - f 
oz, size, TOSS, loz. 
rok Kid leather, sell Griflin iis Relies, from the actual rate. 
Small size, $13. 50 per gross, $1.15 per on. 
Large size, $21.60 per gross, $1.85 per doz. 


GRIFFIN MFG. CO. 


69 MURRAY ST. i xt 3 
NEW YORK, U.S.A. 
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ow Castle Havana Brown fashion Plate 


EW Castle Leather Company Havana Brown Kid Bal. 
Boot for Men, Medium Round Recede Toe Last, Straight 
Tip, Blind Eyelets, Heavy Single Sole with White Stitching, 
7-8 Heel. 


Qn On SD rx.Oy,5$G Sl as ox tr 


4 
: 
: 
) 
: 
e 
Z 
: 
G 


S 
Ca, 


STUASTES 


Made and Exhibited by 


F. MAYER BOOT AND SHOE Co., 


MILWAUKEE, WIS. 


Dy On D, 


Ss 


Qs. Pr D, 


Judge It by Its “isers” 
New Castle Leather Company | 


NEW YORK 
Boston Montreal,Can. Chicago 


and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington,Del. 


ALY 
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Uérrect Do dg e- 


For All Occasions 


IN STOCK 










a high grade, beaded pattern tongue 
pump in the ‘Correct Dodge’ way. 
A limited quantity of this new style 
will be ready for delivery August 15th 
to September 15th. We will accept 
orders now for that delivery date. 


& 

Ke 

We respond to a decided demand for : 
eS 


Style No. 283—Dull Kid eu- 
enie; 23-inch full Louis heel. 
i $8.00 


A} 


= 
] 


RARARARARARG 


We do not ship orders for less than 12 pairs of any one style. 


as 
Rg 


a 


id 


Prices and Deliveries Not Guaranteed 


RARARARARAR 


~ 
A 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


RARARE 
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Boston New York Philadelphia Chicago ' San Francisco 
Montgomery, Ala. Kansas City, Mo. Philippine Islands 


12 
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All goods sold F. O. B. Newburyport; terms, net 30 days. 
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Wine Cordovan 
Brown Cordovan 


Russia Calf Bals 
“Classic Last” 


In-Stock Styles 


(Read Descriptions Below) 


S600—(Unbranded), Classic Last, Wine 
Cordovan Bal., Calf top to match, Heavy 
Single Sole. Widths, AA to D. .Price $8.50 


S601—(Unbranded), Classic Last, Russia 
Calf Bal., Dk. Cherry Shade, Single Sole, 
Rubber Heel. Widths, AA to D.Price $8.50 
S602—(Unbranded), Classic Last, Brown 
Cordovan Bal., Calf top to match, Heavy 
Single Sole. Widths, AA to D. . Price $8.50 


Pri bject to ch S603—(Unbranded), Statler Last Russia 
~ ithams aaias Calf Bal., Dk. Cherry Shade, Single Sole. 
Widths, AA to D Price $8.50 - 


For at once shipment 
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Stock Styles Folder—or—Sample Pairs Upon Request. 
If Interested to See Our Complete Line When Our 
Salesman Is Next In Your Section, Write Today. 
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HOMPSON_ BROS._ IN 
MEN’S FINE SHOEMAKERS 
BROCKTON 


FSUCUCCCUCETU CECT rCETe’ 


NEW YORK BOSTON CHICAGO 
930 Marbridge Bldg. 207 Essex Street 35 South Dearborn St. 


Address all communications to Brockton (Campello), Mass. 
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" ERE, Annie, let me lend you a hand!” 


“‘Thanks, Barbara, it seems to me that you have been extend- 
ing a helping hand to me and my brothers and sisters pretty 
consistently for some years. now.”’ - 








‘““What do you mean, Annie?” *7>> 


‘Just this: that it’s no secret in the trade that your house, 
Brockton Rand Company, have been responsible for practically every 
improvement and new feature in WELTING. After the grooving 
service, it was the longer hanks—50 yards instead of 30, and then, 
the guaranteed measurement, and then,———”’ 


“Spare me, Annie—save a little of it for Act 3 that comes out 
August 2nd. 





Act 1 may be had by writing for it. 


BROCKTON RAND CO. 329¢*7°% 
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Turnover 


URNOVER does not 

depend entirely on the 
quality of the merchandise. 
There must also be the public 
knowledge of that quality. 
Regal dealers have the advan- 
tage of both. 





Sample Displays 


Boston, 268 Summer Street 
New York, 1369 Broadway 


Regal Shoe Company 


BOSTON, MASS. 


July 19, 1919 
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Stock No. 8095 


READY TO SHIP 


An Oxford for service and comfort. 


Cordo Russia Side; 5-Eyelet Oxford; 7 sq. 
Sole; 12-8’ Cuban Heel; Invisible Eyelets. 
AA, 4% to 7 B, 3% to 7 

A,4 to7 C and D, 21% to 7 


Style Price Telegraph-Order 
8095 $4.75 Code Word 
WANDA 


Prices subject to change without notice. 














Regal Shoe Company 


BOSTON, MASS. 


ay 
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3W’'s Lenox in Beautiful Brown 


Glazed Kid 


We offer the styles illustrated at attractive prices because we give our customers the benefit gained 
from an advantageous purchase of rich brown glazed kid. Furthermore, few manufacturers are in 
a position to offer shoes in this grade, made of this very fine brown kid skin. 

They are beautiful shoes, full of the 3W’S LENOX Built-in Quality and fine appearance. 














Co Carried In ‘Stock, k, ready to ship, if you want them now, or we will accept your order for Fall de delivery. 





Neat Perforations, Fair Stitched, Nat- 
ural Bottom Finish on Good Soles, 
Flexible, Brown Leather Facings, Good 
Lasts, Made in Our Philadelphia 
Factory. ; 





No. 7766 
No. 7767 
No. 7768 


All Brown Glazed Kid ee 





$5.25 
No. 8641—Yaung Woman's Low Heel, 8” Top, 
2% to 8, C, Dand E 


and E "$4. 00 
0. 7766—Misses Broad Toe, 1114 to 2, D and E.$4.00 
Bia Low Heel, 8% to 11, D 


Da "$3. 
No. 7768—Infants Spring Heel, 5 to8, DandE, $3.00 


No. 7770 





Terms—2 per cent discount, 40 days—net 60 days. 


Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK Se SEN I 
35 South Second Street Philadelphia 
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COCOA Cee Tiana 


JUST ANOTHER WEEK 


YOU'LL GET THE 
FULL STORY THEN 


DIAMOND POINTERS 








Fall and Winter 
1919 1920 


STOCK DEPT. 


127 quick selling styles, all on hand 
August 1. Nine-tenths here now 
shipped same day orders received. 


Something for everyone. 


. Single pairs or case lots get equally 
good handling. 


Trial pairs gladly sent to new accounts _ 


at our expense. 


New catalogue should reach you 


August fifth. 


MAKE-UP DEPT. 


Extra large display of lasts, patterns 
and leathers—140 samples. 


Representatives cover every state. 


One will call on you if you say so. 








A RECORD 


But while we are making the catalogue and its sup- 
plementary prospectus ready for mailing, we can’t 
refrain from hinting at what we have put across. 


To meet rising costs, we have developed a veal calf 
under our own tanning process which is a full grain 
leather shoe, to take the place of high priced calfs, in 
stores that can no longer handle them. Frankly this 
should solve many a problem now causing you con- 
siderable concern. It is shown in a number of styles 
in two grades of prices. It will work wonders—Watch 
it. 


With this and the new pointed lasts, new whole quarter 
patterns, wing foot rubber heels and top grade lasts 
now used in side leathers, we have reorganized our 
stock and factory make-up departments to give 
exceptionally effective service, in these unusual times. 


Rather than continue at great length, we'll put it up 
to the catalogue to give you the facts direct. We 
merely want to remind you of the help we gave, in the 
season just passed, to convince you that we plan right 
and, still better, produce right. 


And now more than ever we are backing up our repu- 
tation for making our styles 


July 19, 1919 


TU 


TOTP IPTV AVA 


TH 


Wi 


TUCO 


PLETE TAT 


In 1913 we started with a daily output of 
600 pairs; in 1918 the demand forced us to 
4, pairs daily. The present capacity 
output is almost 7,500 fairs daily and we are 
going further real soon. 


“LOOK LIKE SHOES THAT 
MIGHT COST MUCH MORE 
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Patented 


Process Patent 


Jan. 12, 1915 


Aug. 19, 1913 


Patented 
Jan. 12, 1915 





VULCO-UNIT 


T is because of real service that wearers 
| are getting out of shoes fitted with the 


Vulco-Unit Box Toe that live shoe retailers 
everywhere are now specifying Vulco-Unit Box 


Toes in all their orders. 





Mr. Retailer— 


Box Toes in all Your Orders 


99 


Specify “Vulco-Unit 


BECKWITH Box TOE Co. 


GEO. A. SPRINGMEIER 
Cincinnati, Ohio 


— AGENTS — 


G. W. KIBBY & CO. 
Chicago, Ill. St. Louis, Mo. 
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ARMORTRED 


MADE IN NEW ENGLAND 


THE BEST BY EVERY TEST 


A High Grade 


Heel For we 


G : : 
yraortre a) 
High Grade Shoes A 


AZ 


<<} 


Looking Backward Looking Ahead 


During the past ten years we have | Armortred Heels are: 


made and are still making a great het Adsieer then ene ether 
many kinds and styles of rubber Rubber Heels. 
2nd More resilient than 
lait Friction Plug Heels. 
ae hays ee 3rd Don’t carry dirt like 
Counter Sunk Nail Hole Heels Suction Cop o¢ Com 
Friction Plug Heels ter Sunk Nail Hole Heels. 


heels. 


Our experience has taught us the They are as nearly non-slip as 
faults and objections toalltheseand — rubber heels can be made and are 
also the way to overcome each and the best quality we know how to build—better 
all. by far than any we know about. 


“If You Want The Best, Ask For Armortred’’ 


QUABAUG RUBBER COMPANY 


NO.. BROOKFIELD, MASS. 
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Harney Standard 
Styles 


IN STOCK 





Russia Calf 


Vamp, 9” Lace, 
No. 25 Bro. Nubuck Top. . Gray Nubuck, “9” Lace. , 
Te oa ll 


Se 


HARNEY STANDARD STYLES 


FOR AUGUST FIRST DELIVERY 
100—Pat. ay Vamp, 9” Lace, Satin Twill Top, 18-8 LL Heel, C and 


126—Pat. Colt Vamp, 9’’ Lace, Mat. Cab Top, 18-8 LL Heel, A to D> $6. 60 
129—Mat a Vamp, 9’’ Lace, Mat Cab Top, 18-8 LL Heel, C width 


139—Hav. Brown Kid, 9” Lace, 19-8 LL Heel, AA to D 
140—Hav. Brown Kid, 81%” But., 19-8 LL Heel, Pearl Buttons, "es 
1 


A 
A 
A 
A 
A 
Al 
A 
AtoD 
A 141—No. 14 Russia Calf, 9’ Lace, 14-8 Military Heel, A to D 
A 148—Mat Kid, 814” But., 19-8 LL Heel, Pearl Buttons, Ato D. ‘ "$7. 65 
FOR SEPTEMBER FIRST DELIVERY 
A 149—Black Kid, 9” Lace, 14-8 Mil. Heel, A to D. ea. marie 
A 150—Hav. Brown Kid, 9” Lace, 14-8 Mil. Heel, A toD. 
A 151—No. 14 Russia Calf, 9” Lace, 14-8 LL Heel, AtoD. 
A 152—No. 14 Russia Calf, 9’’ Lace, 19-8 LL Heel, A to D 
A 153—No. 13 Russia Calf Vamp, 9” Lace, No. 25 Bro. Nubuck Top, 
14-8 Mil. Heel, A to D $7.90 
A 154—No. 18 Gray Nubuck, 9” Lace, 19-8 Full Louis Wood Covered 
A 


Heel, AA to C 


In-Stock Terms 2-10 Net 30 
Prices Subject to Change Without Notice 


P. J. HARNEY SHOE CO: 


Factory: Lynn, Massachusetts. 
Boston In-Stock Department 78 Lincoln Street 


“The Shoes You Order Are the Shoes You Get’ 


7 RFR. 
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“ M-C. McKays. 


COME TO OUR 
BOSTON SALESROOMS 


AT 


72 LINCOLN STREET 


A remarkable line of 
Women’s McKay Footwear 
awaits your inspection. ~ 


You will see shoes in which 
style is paramount—in 
which good shoemaking is 
apparent and—in which 
value just sticks out all 
over. 


Every number in the M. C 
Line is moderate priced/— . 
shoes you can sell rapidly. 


MITCHELL- CAUNT CO. 


FACTORIES - LYNN, MASS. BOSTON OFFICE+72 LINCOLN ST. 


Pa = Made in fynn 

















FADURANCE 





NDURANCE is the final 
test of a shoe—particu- 
larly if it is intended for hard 
wear. Theenduranceof Blue 
Ribbon Service Shoes is as- 
sured to the Consumer by 
the whole method of their 
manufacture. These shoes 
are made of carefully selected 
stock, over thee Munson 
Army Last. Only thevery 
toughest of Leather and the 
strongest Findings are used, 
and every pair is carefully in- 


spected before leaving the 
factory. 

Blue Ribbon Service Shoe 
Endurance is assured to the 
Merchant by the unfailing 
satisfaction these splendid 
shoes give to the wearers. 
Universal consumer satis- 
faction is the enduring cor- 
nerstone upon which the 
Blue Ribbon Service Shoe 
Merchant builds his trade. 
You can’t beat them—t h e 
quality is there. 


Your profits are less than they should be if you are not 
pushing Blue Ribbon Service Shoes. Write for our 





special plans for Blue Ribbon Merchants TODAY! 


Wwe Dwoe Gowran, 
St. Louis, U. S. A. 


Also Manufacturers of Maxine Shoes for Women, White House 
Shoes for Men, Buster Brown Shoes for Boys and Girls 


eT 
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= Sterling 
Americans 


BornJan.7,I718 - Died May29.1790° 
The Hero of Bunker Hill 


eX 
> 


\9.3) 








‘“Dared to Lead Where Any Dared}to Follow” 


These words, part of the historic inscription on the}tomb of Major- 
General Israel Putnam, Sterling American, well express}the character 
of this patriot of the Revolution who left his plow{standing in the 
field at the news of British invasion, and rode on horseback 60 miles 
that day to get into the fight. 

STERLING LEATHERS LEAD IN THE PATENT LEATHER#WORLD WHERE 
NO OTHERS ARE ABLE TO FOLLOW. IN BEAUTY OF FINISH, SOFTNESS, 
DURABILITY AND PERMANENT QUALITY STERLING PATENT COLT AND 
STERLING PATENT KID LEAD THEM ALL. RETAILERS] AND MANUFAC- 
TURERS OF SHOES ARE RIGHT IN TAKING ADVANTAGE OF THIS REPU- 
Ep lee SERVING THEIR CUSTOMERS WITH THESE FAMOUS SHINY 
L . ' 


Sterliig Golt Sterlitg Kid 


BRISTOL PATENT LEATHER COMPANY BOSTON, MASSACHUSETTS 
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FLUCTUATING PRICES— 


Make it impossible to publish a permanent price list—so 
for the convenience of the trade we will give from time to time the prices 
at which we can ship then. The shoes listed are in stock for immediate 
shipment. Our catalog shows all of our 300 styles. 


OXFORDS (WELT) PUMPS (WELT)—11% to 2 
io ini 0.6 5:9-540 50000 02066000 ahwneddws 3. = 
542—Patent Colt... 


822—Patent Colt ; d 
823—-Russia Calf 3.10 544—Gun Metal 


824—Gun Metal 
INFANTS’ WELTS 
8% to 11, C-D entities Siediauis s to 8—C-D Widths 
ie 6 305.5 Das aiicatbbadmasionaaae 7 ite Nubuck, Button 
521—White + a Buck 3.7 900—White Nubuck, Lace 
satan 2 fee a 
a * —Whi enuine Buc __ eRe ane 
523—Russia Calf a 803—Tan Calf, Button 
f 903—Tan Calf, Lace 
804—Gun —— Button 
11% to 2, B-C-D 904—Gun Metal, Lace 

530—White Nubuck 50 CHILD’S WELTS 
532—Patent Colt 5 “ 
533—Russia Calf 78 84 to 11I—B-C-D Widths 
534—Gun Metal REGULAR CUT 

500—Nubuck, Button. . . 
600—Nubuck, Lace. . 
501—White Genuine Buck, Button 
re SR Buck, Lace. 
812—Patent Colt J = utton 

603—Tan Calf, Lace. . 
6i4—Gen Mate ‘ 504—Gun Metal, Button 

604—Gun Metal, La 

505—Black Vici, Button 
510—White Nubuck s 605—Black Vici, Lace 
512—Patent Colt i 506—Patent Colt, White Buck Top, Button............... 
513—Russia Calf x 606—Patent Colt, White Buck Top, Lace 

s 507—Havana Brown Kid, Button 

517—Havana Brown Kid . 607—Havana Brown Kid, Lace 


RRSEAR 


RRARRRRE 


to to 69 69 me me me to 


PUMPS (TURN) : MISSES’ WELTS 
4 to 8 Spring Heel 3 to 8—Spring Heel, Regular Cut 11% to 2—B-C-D Widths 
Be ny ee 7 — = Button and Lace 650—White Nubuck, Lace $4.25 
un etal, ne Fiece... j08 < Se i Oh i CPM =. tien (aon ag gaggle 
355—White Nubuck c BLACK VICI 651—Genuine qo ae hed cates eiaaee 5.25 
Plain Toe ed, ¥ 653—Tan Calf, : bbneen ne 
1 to 44% No Heel Tip . : 35 654—Gun Metal, Lacs 
175-~ Patent Colt, One Piece . , 656—Patent Set White ‘Buck ‘Top, me 


13444—Gun Metal, One Piece......... 1.50 : 
Tip - Sol . 657—Havana Brown Kid, Lace........ 5.00 


Plain Toe 
Tip 


Plain Toe 
Tip 


Plain Toe 
Tip 


Plain Toe Close ed 
1 to 4% No Heel 
BUTTON AND LACE 
Black Vici . ae 
Tan Vici 
White Nubuck 





Prices Subject to Change Without Notice 


HYGRADE SHOE WORKS 


108 DUANE STREET; NEW YORK CITY 


FACTORY CHICAGO OFFICE 
2967-81 Atlantic Ave., BROOKLYN Lees Building 
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HE upward tendency in shoe prices 
is going to have great influence on the 
public when it gets ready to buy Fall 
footwear. Realizing that only good 
shoes will justify the payment of the 
price, people will demand those bear- 
ing the maker’s mark which to them 
is a guarantee of quality. 


RICE & HUTCHINS 


DUCATO 


REG. U.S, PAT. OFF. 


Educator Shoe stamped on the sole 


of a shoe has always inspired the 
public with confidence. 


Distributors of Educator Shoes 


The Rice & Hutchins New York Company’ The Rice & Hutchins Baltimore Company 

The Rice & Hutchins Atlanta Company The Rice & Hutchins Chicago]Company 

The Rice & Hutchins Cleveland Company The Rice & Hutchins Cincinnati Company 

The Rice & Hutchins St. Louis Shoe Co. The Atlas Shoe Company Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 











